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THE STORY of Boiled linseed oil and the Burning 
Line of Paint Films is told in a little book. You will 
want to read this book—and you will want every man 
in your store to have a copy, because it tells how film- 
burning can be avoided by the use of properly prepared 


boiled oil. It places in your hands selling facts that will 


increase your boiled oil sales. 


In Pol-mer-ik Boiled you have the finest linseed oil 
on the market today. When you offer it to your cus- 
tomers, you’re giving them a premium oil at the same 
price as regular boiled—and an oil that will produce 
finer paint jobs. 


A.D.M. Pol-mer-ik, because it contains 10° of kettle- 
cooked oil, gives a film of greater durability and higher 
gloss and a paint that has better brushing and better 
leveling qualities. 


And because Pol-mer-ik Boiled is processed under 
laboratory control, the result is an oil that always dries 
to a hard, tough, long wearing elastic film. Paint film- 
burning is eliminated. 


Pol-mer-ik Boiled means better paint jobs for your 
trade, and more profits for you. This better linseed oil 
is available in factory-sealed containers. Five sizes. 
Pints, quarts, one, two, and five gallon containers. 


Write for complete information on Pol-mer-ik 
Boiled. 
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New Conditions Call for More Emphasis 
Upon House Design 


Dealers from widely separated areas 

tell us that customers in increasing 
numbers are thinking practical thoughts 
about better buildings and that the year 
has brought substantial increases in sales. 
Progress, however, has not been uniform. 
The drouth regions are not in a posi- 
tion to make long-range plans about capi- 
tal investments ; and even in more favored 
regions the local industries, from whose 
earnings must be gathered the money to 
finance house construction, have not made 
equal advances. But the war parties of 
acute depression have generally drawn 
off, and it is not quite so necessary to 
keep the old musket of emergency policies 
loaded and ready at hand. 


PR beaters fre continues to jog along. 


The experiences gathered during the 
opening months of the new era, together 
with this welcome release from guard 
duty, are giving dealers an opportunity to 
make long-range plans of their own. This 
journal knows the value of day-to-day 
efficiency in routine sales and yard man- 
agement. We have been tireless in bring- 
ing to readers’ attention successful exam- 
ples of storage methods, handling of 
stock, labor-saving devices, accounting 
methods and the like. We shall continue 
to do these things. But it is evident that 
something more is needed. Customers are 
coming back with new ideas and new de- 
sires; or, if these things are not wholly 
new, they are substantially changed in 
emphasis. 

Manufacturers have provided real helps 
to the dealer in the business of offering 
good values at moderate costs. Any 
dealer can mention a long list; the new 
windows and window frames, the new 
kitchens, the compact unit bathrooms, 
new floors, new wall materials, insulation 
and so on. But these materials, no mat- 
ter how good, are just materials until 
they are fabricated into a complete house. 


Customers no longer figure the value 
of a house by adding up the costs of ma- 
terial and labor. They are measuring the 
real value of a house in terms of construc- 
tion-quality and design. It is becoming 
more and more true that the careless cus- 
tomer who follows indiscriminate and 
unstyled plans discovers that his house 
carries less pride of ownership and lim- 
ited re-sale value. Badly proportioned 
rooms waste expensive space and do not 
permit the proper location of furnishings. 
Savings made by omitting insulation, for 
example, and by installing inferior plumb- 
ing, heating and lighting equipment prove 
disastrous. 

As dealers enter this new era of home 
building they discover that their old 
knowledge about materials, material 
prices and grades is still important but 


does not go far enough. So far as costs 
are concerned, customers think less in 


terms of individual items and more in 
terms of completed cost. They translate 
these costs into terms of monthly or an- 
nual payments which cover all carrying 
charges. But even more than that they 
are thinking in terms of value; as meas- 
ured in terms of living efficiency, beauty 
and personal satisfaction. In short, they 
are thinking much more intensively about 
design. 

We are entering the era of the house 
small in size but efficient and completely 
equipped as a housing unit. In the small 
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house the distribution of space is espe- 
cially important ; too important to be left 
to an untrained person. A competent 
designer is usually an architect, but not 
always. It makes no difference what he 
calls himself if he knows how to get the 
right results. It does make a difference 
that the results follow. <A _ potential 
owner usually knows and cares little about 
materials as materials; and he cares still 
less about grade names. But he does 
know what results he wants; and he and 
his fellows soon begin going to the source 
which has the reputation for getting them. 

The dealer in this present era is faced 
with the necessity of providing this design 
for his customers ; either in his own office 
or through satisfactory connections. 


The Machine Age Marches On--To 
What Unseen Goal? 


WO IMPORTANT recent inven- 
7 tions or developments challenge the 

attention of not only economists and 
industrialists but of the ordmary man 
who in his own sphere recognizes that 
he can prosper only to the extent that 
general business and industry are main- 
tained in a state of healthy activity, if 
not of actual expansion. For a long time 
we have been told from every side that 
what this country needs to again launch 
and maintain it upon the prosperity high- 
way is—or are—some new industry—or 
industries—related to widespread human 
wants—something for which the need is 
so general that the product or the serv- 
ice offered will have a wide field of ac- 
ceptance. It has been said that since the 
invention and development of the auto- 
mobile, airplane and radio no new great 
industries have been established. Such 
statements, of course, might be challenged 
by pointing to, for example, the strides 
that have been made in the fields of re- 
frigeration, lighting, heating, air-condi- 
tioning, railroading, and even in construc- 
tion, although no one will claim that im- 
proved design and methods employed in, 
for example, house construction, have 
kept pace with the progress that has been 
made in many other fields. 


However, the stream of invention has 
not stopped. Within the last week the 
newspapers have carried accounts of the 
performance of a new machine that may 
revolutionize one of the greatest indus- 
tries of the country; namely, that of cot- 
ton production. It is not for the north- 
erner writing this article, who is much 
more familiar with corn than with cotton, 
to speak with authority as to the ultimate 
potentialities of the new machine invented 
by the brothers John D. and Mack Rust, 
of Memphis, Tenn., the first public dem- 
onstration of which was made last week. 
The demonstration has been spoken of 
by observers as “a portent and a promise.” 
The promise of course lies in the lowered 
cost of production ; the portent, in the dis- 


placement of human by machine labor, 
and other economic implications. 

From a vivid account of the demonstra- 
tion appearing in the United States News 
of Sept. 7 the following paragraphs are 
quoted : 


A ponderous steel machine, ten feet high, 
moved back and forth over rows of cotton on 
a Stoneville (Miss.) farm last week, thrusting 
its 1,344 spindles into open, drooping bolls, 
picking the cotton and leaving the green plants 
and unopened bolls uninjured. For a full day 
the new machine passed up and down the rows 
of cotton at the rate of three miles an hour, 
picking the ripe bolls and passing over without 
damaging those that had not yet opened. 

It was part of a three-quarters of a century 
old dream—the mechanization of cotton-picking ; 
a dream marked by 2,000 applications for pat- 
ents and 1,400 patents granted since 1850; a 
dream marked all those years by spending of 
modest fortunes without substantial results. 

But last week, in the presence of cotton ex- 
perts gathered from various States in the Cot- 
ton Belt, the Rust machine accomplished in 
eight hours what some of the cotton experts 
said would require the manual labor of 82 peo- 
ple, picking by hand for the same length of 
time. It straddled row by row at three miles 
an hour, propelled by an ordinary tractor, pick- 
ing cotton 400 pounds an hour. 

The over-all cost of operating the machine 
was estimated at about one-tenth that of wages 
that would have to be paid if the same amount 
of cotton had been picked by hand. 

Farm savants at Washington say mechanized 
cotton picking is coming as surely as the cotton 
gin and the harvester and other farm equipment 
have come into use; that it is a matter of per- 
fection of machine, of mass production and 
lowered costs, and that adjustment of labor con- 
ditions would be gradual during the years in 
which a mechanical cotton-picker would be com- 
ing into use. 

Conservative critics, including one official of 
the Department of Agriculture, pointed out that 
the machine-picked cotton was slightly stained 
by leaves and would therefore have to be re- 
duced several points in grading. It requires 
level land for successful operation. Further- 
more, the cost of the machine, it was pointed 
out, would require that only large cotton farm- 
ers could economically use it. ; 

The inventors replied that 95 percent effi- 
ciency, as claimed for their machine, compared 
favorably with that attained by any other type 
of harvesting machinery. 


But, as already intimated, the corn- 
husker sub-editor responsible for this 
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article realizes his temerity in venturing 
into the intricate field of cotton econom- 
ics (in which the managing editor—being 
a native southerner, would find himself 
thoroughly at home) and therefore passes 
on to another phase of the general subject 
—the development of the roll-your-home. 
And here, by way of variety, we append 
a few paragraphs from an editorial ap- 
pearing this week in a Chicago evening 
newspaper : 


Herman Seely, of the Daily News, hazards 
the prediction that the “ready-made” house may 
roll into almost universal use as a development 
of the automobile trailer. Mr. Seely’s specula- 
tion may turn out to be one of the great hunches 
of the century. There is a perverse streak in 
human nature that favors indirection. Many of 
the great inventions that have remolded the 
manners and customs of the western world have 
come into use in ways that cannot be called 
logical. 

The rayon and movies industries, for exam- 
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ple, are by-products of research primarily di- 
rected toward the development of military ex- 
plosives. Indeed, the whole “power age” can 
be traced back to the efforts of English colliery 
owners to develop an efficient mine pump. 

For many years the desirability of applying 
the principles of interchangeable parts and 
straight-line production to the building of houses 
has been appreciated by students of housing. 
Practical business men have invested much 
money in partially successful attempts to make 
and sell factory-made houses, but on the whole 
the building industries have persisted as crafts. 
Mr. Seely points out, however, that the auto- 
mobile trailer has proved that a room of housing 
can be produced for about $400, as compared 
with $1,200 required to provide a room of low- 
priced housing by the older methods. 

That difference of $800 per room may prove 
to be an economic Big Bertha whenever the 
war of prefabricated housing against the special 
building job gets well started. Money talks, 
and $800 per room sounds like thunder. 


And so the machine age marches on. 
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With the arrival of one entirely new in- 
vention—the mechanical cotton picker— 
and of another which is a development of 
an established industry—the automobile 
trailer—there is plenty of food for medi- 
tation as to the extent and the economic 
consequences of these developments, es- 
pecially as to what they may presage in 
relation to the lumber and building ma- 
terial industries. For instance, when, as, 
and if the theme song of the American 
family becomes “Merrily We _ Roll 
Along,” will the local lumber yards load 
up their trucks and hit the highway in 
pursuit of their peregrinating patrons, or 
will they “lay for them” at strategic 
points, selling them as it were, “on the 
fly?” On later thought, what will the 
roll-your-homers need lumber for any- 
way? There’s a couple of questions for 
discussion at the coming conventions! 


, 





Dixie-Touring Editor Tells of 
Florida’s New Prosperity 


OrLANDO, FLA., Sept. 7—In North Carolina and South Carolina 
interest was centered on the tobacco markets and on the opening 
of the cotton season. Cotton picking time in the Carolinas finds 
the fields white with the fleecy staple, hundreds of cotton pickers 
busy “from early morn ’til dewy eve”; the highways crowded with 
trucks, wagons and nondescript vehicles of every kind wending 
their way to the gins; presses turning out the bales, which in turn 
are transported to warehouses for inspection and sale; and cotton 
farmers beginning to reap the rewards of their year’s arduous 
labor. 

But down here in Florida the talk is of the citrus crop, and as 
one drives along the highways in the citrus belt he sees grove after 
grove of thrifty trees with their branches literally loaded with fruit 
which, in the next few weeks, will begin to change from its present 
dark green to a golden yellow. Last year Florida marketed 23,- 
000,000 crates of citrus fruit, which was 5,000,000 crates below its 
banner year. This year the outlook is for a crop considerably 
larger than that of 1935 and it is expected that shipments will reach 
a total of at least 25,000,000 crates. This not only means harvest 
time for the citrus growers, but it means a busy time for lumber 
manufacturers whose plants are equipped for supplying the crates 
that are so necessary, not only in the citrus groves, but in the 
celery fields and the truck farms. 


STATE MAKING RAPID COMEBACK 


Everywhere one goes in Florida he will not only be told, but he 
will see visual demonstrations, that this State is making a rapid 
and complete recovery from the disastrous experiences that fol- 
lowed the bursting of the boom a few years ago. Building is under 
way in Florida in a volume that in some places will compare favor- 
ably with that of 1925 and 1926. This is particularly true of 
Miami and Jacksonville, and in lesser measure of many other 
prosperous communities throughout the State. Ask the lumber 
manufacturer in Florida and in the immediately contiguous States 
where he is distributing his product and he will almost invariably 
reply that the bulk of it is being marketed in Florida. 

There is a tremendous amount of building in progress in the 
State, and it is of a type that utilizes a maximum amount of wood. 
There is not the shoddy, cheap building that characterized the 
Florida boom of a few years ago; people are building substantially, 
with good materials. This State is a great market for cypress and 
‘ongleaf yellow pine, both of which are considered premier build- 
ing woods, while hardwoods and shortleaf yellow pine also find a 
hig market here. But while the mills are shipping much of their 
production to yards within the State, they are experiencing a good 
demand from other sections as well, particularly along the Atlantic 
seaboard, all the way up into New England. The demand for 


With Wayside Notes 
on Persons and Places 
Visited 
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cypress lumber has been especially strong, so much so, in fact, 
that stocks have become rather badly broken and mills are experi- 
encing difficulty in finding the supplies with which to promptly fill 
the orders as they are received. Cypress inventories are lower 
than they have been in years. This applies in large measure also 
to hardwoods and yellow pine. 


IMPROVED APPEARANCE NOTICEABLE 


Driving through the South Atlantic States one can not fail to 
be impressed with the improvement that has been made in the 
appearance of the country from a physical standpoint. On the 
farms, in the small towns, and in the larger cities there is evidence 
of building activity on every hand; and there certainly also is proof 
that paint brushes have been wielded in a way almost totally un- 
known in this part of the country in years gone by. The paint 
people have done a fine job of selling owners of homes and business 
properties on the desirability of painting up and cleaning up—a job 
in which they have been ably assisted by the retail lumber and 
building material dealers, who have become the real sellers of 
paint. As this writer begins to wend his way back towards Chicago 
he wonders if in the Central States he will find the same evidences 
of a determination to provide better and more attractive appearing 
homes and places of business. 


RATE SITUATION KEENLY WATCHED 


Both lumber buyers and shippers have been awaiting with inter- 
est the results of the effort to secure lower freight rates on lumber 
from the South that will restore the differentials previously existing 
between rates from this section and those from the West Coast. 
It now seems to be the general opinion that there will be no reduc- 
tions announced at an early date and it is expected that buyers who 
have been delaying their purchases awaiting possible lower rates 
will now begin placing these orders with the mills. With building 
on the increase in every section of the country it is expected that 
lumber demand will continue to grow with it. Most mills in the 
South—at least in South Atlantic territory—now have full order 
files, and buyers probably will experience difficulty in getting their 
requirements filled as promptly as they have become accustomed to 
in the years of lower demand and bigger stocks. 

Despite the wars and rumors of wars that characterize condi- 
tions in Europe, mills report an active export demand for lumber, 
both in pine and hardwoods—although some foreign buyers of oak, 
in particular, have been delaying their purchases in the belief that 
the recent announcement that Fisher Body Co. would greatly cur- 
tail its purchases of oak would have the effect of depreciating prices. 
However, shipments of lumber continue to go forward in large 
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volume and export mills and export wholesalers all report a most 
satisfactory business. 


NOTES BY THE WAYSIDE 


Preparatory to a busy fall and winter season some of the well 
known lumber manufacturers recently have indulged in vacation 
trips that have been unusually interesting. Horace Tilghman, of 
Tilghman Lumber Corporation, Sellers, S. C., has just recently 
returned from a trip around through the Panama Canal, up the 
West Coast and into Alaska. He visited many points of interest 
including some of the large West Coast lumber operations. In his 
absence, business as usual was the order of the day, with D. J. 
Moore, general superintendent, carrying on. By the way, Mr. 
Moore is rather proud of the fact (and so are we) that he has 
been a reader of the AMERICAN LUMBERMAN ever since he was a 
boy; and he still reads each issue with avid interest. He has a 
son, Herbert, who has branched out into the lumber business on 
his own account, as a wholesaler, and seems to be making a real 
success. 

k * * * 

Another South Carolina lumberman whose vacation journey took 
him to far-away Alaska is Chester F. Korn, of Sumter Hardwood 
Co., Sumter, S. C. During his visit to Alaska Mr. Korn made it 
a special point to inspeet the Government’s resettlement project 
at Manatuska, and he was not particularly impressed with its 
feasibility or practicability. A number of the original settlers have 
pulled up stakes and left, and an effort now is being made to replace 
them. 

* * ok oK 

At Alcolu, S. C., home of the famous Alderman rock gum flooring 
and other well-known products, one’s attention is attracted to a 
unique building in process of construction near the highway. This 
is the new home of Paul R. Alderman, Jr., sales manager of D. W. 
Alderman & Sons Co., which is being built of pine logs. Of unique 
design and construction, this will be a strictly log cabin home, 
and will contain many features of unusual interest. Readers of the 
AMERICAN LUMBERMAN, many of whom have made inquiries about 
log cabin construction, are promised pictures and a description of 
this real log cabin home when it is completed. 

* * * * 


As busy as the proverbial “one-armed paper hanger” is A. Marler, 
sales manager of Milner-Middlebrooks Lumber Co., Ashepoo, S. C., 
who reports an unusually active demand that keeps him jumping to 
fill. While he is busy in the office B. P. Milner, president, is just 
as busy on the outside looking after the operation and keeping 
things hustling. A fleet of 23 motor trucks supplies this plant with 
logs and helps to carry much of the lumber to market. 

* * * * 


To the official personnel of the Hendrix Mill & Lumber Co., 
Estill, S. C., recently has been added a young man, a graduate 
engineer from the University of Illinois. This is R. J. Gauger, who 
as vice president will gradually take over some of the duties and 
responsibilities of B. L. Hendrix, president, who is beginning to 
strengthen his organization against the time when he can begin to 
take things a bit easier. Mr. Hendrix was formerly engaged in 
the lumber business at Mound City, IIl., but he now seems firmly 
set as a South Carolinian. Mr. Gauger, a brother-in-law of Mr. 
Hendrix, is rapidly getting the “feel” of the business and beginning 
to feel at home as a lumberman. 

ok * a + 

Lumber buyers and other visitors at the offices of the Brooks- 
Scanlon Corporation, Foley, Fla., miss the kindly smile and cheery 
greeting of Harold S. Foley, who has as many warm friends in 
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the trade as any of the younger generation of lumbermen. Although 
trained with a view to his taking over the responsibilities of the 
management of this great lumbering enterprise, and thus allowing 
his father, J. S. Foley, to reap the reward of his years of labor by 
taking things easier, Harold Foley displayed such splendid execu- 
tive ability that he was called to a broader field and made general 
manager of the Powell River Paper Co., Vancouver, B. C. With 
his family, Mr. Foley already has moved to Vancouver and has 
assumed his duties as the managing head of this great paper manu- 
facturing enterprise. Succeeding him in the Brooks-Scanlon Cor- 
poration is a younger brother, Joe, who began his lumber career 
as manager of one of the Foley retail lumber yards in Florida. 
Another brother, Lester, who has so successfully built up the Foley 
Lumber Co. retail lumber business in Jacksonville, will assume 
the management of this additional yard also. His host of friends 
throughout the lumber industry wish Harold Foley unbounded suc- 
cess in his new location. 
* * * * 

Enjoying a well earned vacation—the first, by the way, in which 
he has ever indulged—Marc L. Fleishel, president and general 
manager of Putnam Lumber Co., Shamrock, Fla., has dismissed 
business cares from his mind as he and Mrs. Fleishel are touring 
a number of European countries. They have booked passage for 
the return trip to the United States on the Queen Mary, and he is 
expected to be back on the job about Oct. 1. In the meantime, 
under the capable direction of John Hecker in the manufacturing 
end, and Ellis Crosby in the sales department, things are moving 
at Shamrock. The cypress plant is operating on two shifts in order 
to try to keep up with the demand, while the pine plant continues 
to operate full time on one shift. The recently completed crate 


factory *is operating day and night in preparation for the big crate 
season just ahead. 
* * * * 


At Perry, Fla., the great plant of the Burton-Swartz Cypress 
Co. of Florida is in full operation, but in spite of that fact stocks on 
the yard have continued to decrease under the pressure of a heavy 
demand. While intrigued by the many modern mechanical devices 
that make this one of the outstanding operations in the cypress 
industry, the visitor is impressed with the landscaping and the 
beautiful flower gardens and shrubbery that surround the com- 
modious general offices of the company. As the fall season draws 
near Ed. Swartz is beginning to make plans for his annual trip 
North—that always coincides with the dates of the world series 
baseball games. Begins to look now as though that part of his 
vacation will be spent in New York. 

x * *k * 


J. F. Wigginton, president and general manager of the Florida- 
Louisiana Cypress Co., Jacksonville, Fla., recently took time off 
to look after placing a grandson, Campbell Palfrey, in a Prep 
school in Alabama, to prepare for his examination for entrance into 
West Point Military Academy. This school prepares young men 
for both West Point and Annapolis. Mr. Wigginton reports a fine 
demand for cypress and regrets that his company does not have 
an even larger supply from which to draw in order to take care 
of the business. It handles the sales of the product of five large 
cypress manufacturers. 

* * * * 

One of the busiest wholesale offices contacted on this journey is 
that of the Holley-Terrell Lumber Co., Jacksonville, Fla. This 
company supplies a large trade with its needs in Tidewater Red 
Cypress, drawing its supplies largely from one of the important 
mills located in Florida. The Holley-Terrell Lumber Co. is a 
familiar name in the trade and it has built up a fine reputation for 
service. 








Coast Association to Have Nine 
Exhibits at Fair 


Tacoma, Wasu., Sept. 5.—Tacoma lumber- 
men, co-operating with the West Coast Lum- 
bermen’s Association, will have an exhibit of 
woods, new methods of use of West Coast 
woods both in structural and home use, illus- 
trations of grade marked lumber, model houses, 
sample panels, demonstrations of forest con- 
servation practices and other features of general 
educational value at the Western Washington 
Fair at Puyallup the week starting Sept. 21, 
it was announced at the luncheon of the Tacoma 
Lumbermen’s Club here Friday noon. S. H. 
Evans, of the publicity department of the West 
Coast Lumbermen’s Association, told of plans 


for the exhibit, which, he said, would be in 
nine units. 

One unit will present a pictorial story of prog- 
ress in forest conservation practices; another, a 
series of charts illustrating the importance of 
the lumber industry to the State. A third unit 
will show the use of ring timber connectors. 
A diagram will show a house frame and give 
the grades of lumber recommended for differ- 
ent framing purposes. Among the panels will 
be one showing the various forest woods of 
this section. Another will show interesting de- 
signs of homes made of wood. Two miniature 
models will show houses with their landscaping. 
Softwood floor treatments will be illustrated, 
one exhibit showing ship decking, and another 
an adzed plank floor made of C grade flooring. 
Uses of plywood will be illustrated in another 
exhibit. 


Eastern Movement of Foodstuffs 
May Cause Car Shortage 


SPOKANE, Wasu., Sept. 5.—The Pacific 
Northwest Advisory Board meets in Spokane 
on Sept. 23, and promises to be an unusually 
important session. Car loadings in this region 
have greatly increased, and with the eastern 
movement of western foodstuffs sure to be heavy, 
because of the drouth, shippers feel that a car 
shortage is not improbable. Lumbermen work- 
ing on the committee of arrangements include: 
J. P. McGoldrick, president McGoldrick Lum- 
ber Co.; O. Z. Brewer, president Brewer Box 
Manufacturing Co.; J. R. Gray, manager Dia- 
mond Match Co.’s western operations; and 
James M. Brown, president Long Lake Lum- 
ber Co. 
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Indiana Lumber Firm Forms Own 


Housing Guild to Push Building 


“[ have gotten farther in selling during 
the past five months after going to school 
than in the previous ten years.” The speaker 
was Ford Bruce, sales manager of the Bader 
Corporation, which is composed of six lum- 
ber and building materials yards in Gary, 
ind. “He wasn’t referring to night classes 
at a university, or lessons from a correspond- 
ence school, but to the eleven-day compre- 
hensive training course conducted by the 
lohns-Manville Housing Guild, which he 
attended with more than 100 other sales 
managers of the Midwest at the Drake Ho- 
tel, Chicago, the last two weeks of March. 
The benefits that his company has derived 
by adapting the guild plan to its own set-up 





The $3,000 remodeling job sold by Ford Bruce, 

sales manager of the Bader Corp., Gary, Ind., by 

applying sales methods of the Johns-Manville 
Housing Guild is discussed in this story 


have been many-fold already, Mr. Bruce 
stated, and are being realized more every 
day. 


GARY HOUSING GUILD 
IS LAUNCHED 


Clarence W. Bader, president of the cor- 
poration, is as enthusiastic as his sales man- 
ager over the guild program. Proof of his 
whole-hearted acceptance of the plan is evi- 
denced by his launching at a dinner confer- 
ence a few weeks ago a “Gary Housing 
Guild.” The meeting was attended by offh- 
cials of the company, four representatives of 
Johns-Manville, and two-score contractors. 
It was the consensus of all those present 
that a brighter day in the home-building in- 
dustry will dawn when scrupulous and rep- 
utable material men and contractors learn 
to pool their common interests to eliminate 
cutthroat competition, and when home buy- 
ers stop “shopping for bargains” and think 
in terms of quality construction instead of 
momentary savings.:- Mr. Bader told the 
group that the Gary guild headquarters 
would be at his yards. Here prospective 
home-builders will be able to select building 


sites, buy property, arrange for financing, 
secure a reputable contractor and an archi- 
tect, and leave with the knowledge that they 
will receive the best service available in each 
of the above fields, he stated. Better con- 
sumer satisfaction by co-ordination of manu- 
facturer, retailer, and contractor is the 
guild’s basic aim. Mr. Bader explained. 

Effects of applying the guild plan have 
grown especially evident since Aug. 1 in the 
Bader Corporation, according to Mr. Bruce. 
The previous weeks had been spent in get- 
ting the concern’s methods systematized, 
passing along to the crew of salesmen the 
major points learned at the training school, 
and getting an analysis of the market. One 
of the first tasks tackled by the Bader sales 
manager was the compiling of a complete 
folio for salesmen of prices on every lumber 
and building material item stocked by the 
company. In addition to this wealth of in- 
formation, the volume includes important 
aids, such as how to accurately estimate con- 
struction and repair jobs, how to figure the 
approximate cost of painting a building, and 
many other tips which the salesmen find 
valuable. Before learning about the Johns- 
Manville Housing Guild’s plan of salesmen’s 
production reports the Gary firm did not 
have an accurate check on what its salesmen 
were accomplishing. Now a record is kept 
on each man’s work, and the files show how 
many first and repeat calls he made each 
week, the number of jobs sold, prospects for 
sales, and other data. 


NEW SELLING PROGRAM 
IS FRUITFUL 


Pictured with this story are two jobs 
which Mr. Bruce contracted himself in put- 
ting the J-M guild plan into practice. He 
was pretty proud at proving the soundness 
of the system, and was urged by the AMERI- 
CAN LUMBERMAN writer to tell about his 
procedure. 

Well, you know it was interesting to me to 
see how the housing guild plan clicked just as 
we were taught it would 
at the training classes in 
Chicago, the genial sales 
manager confided. I 
learned that a woman 
over on the other side of 
Gary was planning to 
remodel her two-story 
house by adding a 
20x24-foot unit to its 
back. Armed with my 
J-M endorsed specifica- 
tions booklet, I called on 
the prospect and stated 
the object of my visit. 
She presented some 
rough drawings of what 
she had in mind, and 
said that she wanted to 
have a three-room and 
a four-room apartment 
for renting purposes 
when the renovating 
work was completed. 

Without further dis- 
cussion, the woman 
asked the usual ques- 
tion as to the cost of 
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The use of proved selling tactics sold a Gary 
home owner not only the gabled garage shown 
here under construction, but $100 worth of storm 
windows, doors, and other house improvements 


the materials. Mr. Bruce held up a restrain- 
ing hand at this point, and sticking to the 
principles of the guild selling plan told her 
that it would be impossible to make a fair 
estimate at such an early stage, but that he 
would return with an architect whose advice 
and services would cost her nothing. 


That evening he took a competent local 
architect to visit the woman’s house and get 
measurements. A couple of days later Mr. 
Bruce was able to put before the woman 
plans for the alterations showing room sizes, 
window and door placements, fixture in- 
stallations etc. He, then, told her about the 
first-grade material which would be used in 
construction, the good roofing that would be 
put on, the quality paint which would be 
applied, the capable contractor who would 
do the work, and all the other agencies in- 
suring a satisfactory job. 

She was attentive during my sales talk, and 
seemed to appreciate the planning done on the 
remodeling she considered, Mr. Bruce went on. 
It was natural that the customer would event- 
ually bring up the cost question again, and I 
was prepared to give her the figure for which 
the addition could be made ready for tenants 
to occupy. She asked whether I thought she 
ought to get estimates from other dealers and 

(Continued on Page 67) 





A portion of the paint display in a room off the otfice of the Tolleston Lum- 
ber & Coal Co., one of the Bader Corp.'s six yards, is seen here. The firm 
sells quantities of paint goods annually 
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The floor plans here are of Types !-A and 
2-A, and the photograph is typical of these 


two types built as duplexes. (In connection 

with this, note the floor plan for Type 3-A, 

shown below with photograph of its use in 
duplex construction) 
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Fort Peck, Mont., Sept. 8—While the hous- 
ing problem in the United States engages the 
attention of industrial experts as well as the 
Federal Government, the Army engineers have 
also had a housing problem to solve here at 
Fort Peck, and they have solved it in a way 
having many elements of interest to those en- 
gaged in studying the private housing problem. 
With variations to suit individual needs the 
homes here described constitute a valuable port- 
folio of suggestions for both permanent homes 
and summer cottages. 

In the extreme northeastern part of Montana 
there is being constructed the largest earth-fill 
dam in the world, to impound the waters of the 
Missouri River for navigation and flood control 
purposes. This is a Federal project, designed 
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Type 3-A floor plan, shown here, is used for the 


duplex building shown in the photograph 
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Some Adaptable Ideas 


and supervised by Army engineers. The work 
on this dam is so extensive that it supports at 
the present time, for employment and accessory 
services, a town of 6,600 people. The site of 
the dam is thirteen miles from the Great North- 
ern railway, and twenty miles from Glasgow, 
Mont. The area is dry, arid and barren bench 
land, mostly uncultivated, and of little use ex- 
cept for grazing purposes. The problem of 
construction, therefore, involved housing accom- 
modations for the workmen and their families, 
as well as actual employment of necessary labor. 
It entailed the laying out and construction of 
a good-sized city, known as Fort Peck, on a 
Government reservation not much more than 
a stone’s throw from the western terminus of 
the future completed dam. For the construction 
of this town all utilities had to be provided. 
There were no sewer systems, power distribu- 
tion systems, water supply or other utilities. 
Fort Peck, however, is largely temporary, since 
the completed construction, estimated to spread 
over a five-year period, will end the employ- 
ment of most of the people now resident. 

It must be understood that these houses are 
temporary structures, and that it was the ob- 
ject of the Engineer Corps to provide maximum 
comfort and sanitary facilities in an economical 
way for employees and their families in a cli- 
mate that is severe both winter and summer. 
A degree of architectural attractiveness was 
felt to be desirable. For these reasons, the 
completed project of housing, within these limi- 
tations, presents an interesting study of what 
may be termed minimum housing requirements 
in plan, facilities and architecture. 

The information contained in this article must 
not be considered in the light of its direct appli- 
cation to individual housing needs. The ap- 
proach to the problem, however, is applicable. 
It is believed that any interested person will 
see beyond the lack of landscaping, the plain, 
flat temporary composition roofs, and some of 
the other details, and vision the possibilities of 
this architecture and planning for private hous- 
ing needs with very little additional expense 
and the necessary more permanent results. 

To meet the problem of furnishing quarters 
for families of various sizes, seven types of 
these temporary residences are provided, desig- 
nated types 1, 2, 3, 4, 5, 6 and 7, respectively. 

Type 1 (see Plate 1) embodies living room, 
kitchenette, dinette, bath-room, folding bed 
closet and screened-in porch. 

Type 2 (see Plate 2) is the same as Type 1 
with minor changes. 

Type 3 (see Plate 3) adds a bedroom to Type 
1 and 2. 

Type 4 (see Plate 4) is the same as Type 3 
except for minor changes. 

Type 5 (see Plate 5) transforms the kitch- 
enette into a kitchen and adds another bedroom. 

Type 6 (see Plate 6) progressively adds a 
dining room to replace dining nook. 

Type 7 (see Plate 7) again goes one step 
further by adding another bedroom. 

Types 1 and 2 are distinctly adaptations of 
normal one-room apartment units commonly 
found in multiple dwellings, and Types 3 and 4 
adaptations of two-room apartment units. The 
minor changes in Types 1 and 2 and in 3 and 
4 are desirable for combining ‘architecturally 
into double units. 

To avoid architectural sameness, a number 
of variations in architectural treatment were 
designed for each type. The complete series 
of plans with these variations from the basic 
types are as follows: 1-A, 1-B, 1-C, 1-D, 1-E, 


1-F, 2-A, 2-B, 2-C, 2-D, 2-F, 2-F, 3-A; 3-B, 
3c 3-D, 4-A, 4-B, 4-C, 4-D, 5-A, 5-B, 5-C, 
5-D, 5-F, 5-G, 5-H, 5-K, 5-L, 5-M, 6-A, 6-B, 


6-C, 6-D. 6- E and 7-A and 7-B only. 

There are, then, a total of thirty-six houses, 
which are either different in plan or architec- 
tural treatment. In addition to this, it will be 


noted from the plans of Types 1, 2, 3 and 4 
that they may be constructed as double units; 
that is, two units built with one common wall 
and one floor plan reversed. 

In addition to the strictly physical architec- 
tural treatment of these various types, careful 
study was given to the color schemes, for in- 
stance, whereas two types of 1-A might be 
identical in plan and elevations the roof and 
trim of one might be blue, while the roof and 
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Fort Peck City, Montana. 


Tyre 4-D 


The floor plan here is of Type 4-D. All Type 
4 houses have living room, kitchen, dinette, 
bath and one bedroom, with folding bed in 
living room that provides extra sleeping ac- 
commodation. The three photographs are of 
homes built according to basic floor plan, but 
modified by three different architectural 
treatments 





trim of the other might be red or green. In 
fact, crayon (colored) drawings were made oi 
each exterior, to show the different color 
schemes that might be used successfully. A 
good deal of the attractiveness of these homes 
is lost in photographs because the colors of 
the trim, which in most cases are bright live 
colors, are not reproduced. 

The construction of these houses was let 
under general contracts for a large number oi 
units at one time to a contractor. In each case, 
the entire plot plan of a block or more was 
furnished with the plans to the contractor, and 
the architectural department had designated the 
type of house to be built on each lot in the 
block and supervised the application of colors 
to each house during construction in such a 
manner that the entire block would be in com- 
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plete harmony. Standing at the end of a street 
and looking down an entire block gives one the 
impression that each house is distinctly different 
and individually designed, even though there 
may be a number of houses in the row with 
identical floor plan and of identical size. This 
is a point very well worth a great deal of con- 
sideration in meeting the smaller home problem 
where sameness is distinctly distasteful to indi- 
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Here is shown a floor plan of the Type 5 

series, and photograph of a typical exterior 

of a home built according to the basic floor 
plan for this type 





vidual owners and where the limitations on 
small homes make it difficult to secure the 
necessary individuality and yet retain some of 
the economy of practically duplicate plans. 

The architectural treatment adopted for these 
houses can be called an adaptation of the Eng- 
lish cottage style. The shape and form and 
feeling is of this character, but the materials 
used are wholly wood, whereas the English 
cottage historically is usually brick or stone. 
This is one of the reasons why this develop- 
ment is of particular interest to lumbermen. 
lhe English cottage is well adapted to small- 
home construction, and is always a popular and 
acceptable style. In substituting wood for brick 
and stone the detail of the exterior woodwork 
must be carefully planned, otherwise much of 
the attractiveness is lost. In this case, judicious 
use of various combinations of vertical and hori- 
zontal boards and siding, sometimes with over- 
laid battens, and sometimes with the vertical 








Two bedrooms, kitchen, bath, dinette, living room and extra wall bed therein 
are provided for in homes of the Type 6 series. The floor plan shown is of 6-A. 
The variety of architectural treatments possible on this basic floor plan, with 








For Low-Cost Houses 
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boards cut to pattern, or jointed with flush 
moldings, has contributed greatly. Wood cor- 
bels and knee braces and shutters of simple and 
inexpensive character complete the treatment. 
Undoubtedly paint could be used on these de- 
signs with greater effectiveness than the plain 
brown oil stain used, but it would add to the 
cost. Thick-butted red cedar shingles, giving 
texture and shadow lines to the roof surfaces, 
would have greatly improved the appearance, 
but due to the temporary nature of the struc- 
tures that was not practicable. Edward W. 
Tanner, formerly of the J. C. Nichols Com- 
panies, of Kansas City, Mo., was employed by 
the Army Engineer Corps to assist in working 
out the architecture and plans of these homes. 

A wall section shown below indicates the 
construction used for the exterior walls. It 
will be noted that considerable insulation was 
incorporated—a well-known 7%-inch insulation 
board on the sidewalls, together with y¢-inch 
insulation board on the 
ceilings, with three 
inches of loose insula- 
tion between the ceil- 
ing joints, well packed 
into the junction of 
rafters and plates. All 
windows are fitted 











A typical wall section 
ae of the homes being 
<%/ns Soord built at Fort Peck City, 
CORNER DETAIL Mont., is here shown 








with storm sash, Heat 

is furnished by gas- 
Eu 5 fired floor furnaces, 
one unit being used in 
the small houses and 
two units in the larger 
ones. Ample hot water 
is provided by auto- 
matically - controlled 
heaters in the bathrooms. Where dining rooms 
are provided, large arches connect with the 
relatively small living rooms, giving an impres- 
sion of spaciousness to the combinations. The 
use of folding bed closets in all types either 
provides or increases sleeping accommodations, 
with least practicable space. 

The result in economy of operation secured 
through the excellent insulation has already 
been proven, and constitutes an excellent selling 
argument for proper insulation in all homes. 
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In Type 7 houses, another bedroom has been 

added to the basic plan for Type 6. The plan 

for one of the Type 7 series, 7-A, is shown, 

and typical exterior of a home built according 
to this plan 
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Figures taken from actual gas bills of a Type 6 
home, including all the heating, cooking, and 
water heating for a family of five, continuously 
occupying the house during the months from 
November, 1935, to May, 1936, inclusive, show 
total gas consumption of 84,500 cubic feet. The 
natural gas supplied contains approximately 850 
b.t.u. per cubic foot. At the rate of 75 cents 
per 1,000 cubic feet, which is the prevailing 
rate for private home heating from private 
utility companies in Montana, the monthly bills 
average $9.05. This is remarkably low, and 
shows the economic utility of modern insulat- 
ing materials when used in small wood-frame 
home construction. 

This project was planned and carried out by 
the Army Engineers Corps, through the office 
of the Missouri River Division, under the super- 
vision of Colonel R. C. Moore, division en- 
gineer. The executive officer in charge of the 
field work was Lieut.-Col. T. B. Larkin. 





minor changes in windows and porches, is evident from the four photographs 
herewith reproduced. Comfort .and convenience for the occupants are 
indicated by the exteriors of these homes built from this basic Type 6 plan. 
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sakersfieid, Calif., is one of those 
American cities, fairly common in this 
State, that rest upon an underground lake 
of black gold. 

Around Bakersfield there are six or 
seven producing oil fields, with a new 
one being brought in every now and then. 
Shortly before the Realm piloted the De- 
partment schooner into the roadstead, 
Shell had brought in another field. They 
tell us this well, drilled in the center of 
a 5,000-acre tract, is a gusher ; and when 
stopped down to an outlet the size of 
your little finger it was flowing some 800 
barrels a day of almost pure gasoline. 
As we may have remarked before in these 
columns, the crude from many California 
wells can be used in a motor car without 
changing the carburetor. This isn’t done, 





The Burnett Lumber Co., at Tulare, serves 
a district that raises long-staple cotton, 
alfalfa for its dairy herds, and fruit 





however, as a practice; for the good rea- 
son that the oil contains some impurities 
that are not good for cylinders or gas 
lines. But the fact that it will run a 
motor indicates its high gasoline content. 

Bakersfield is a good sized valley city, 
with all the multiple interests of a big 
trading center ; but the oil fields of course 
color and condition its business interests. 
When crude is bringing a good price, 
local business is up. It is up now. 


A New Crop of Houses 
At Bakersfield 


H. I. Duncan, of the Hayward Lum- 
ber & Investment Co., with head offices 
in Los Angeles, told us that, so far in the 
season, Bakersfield had built eighty-seven 
houses, and that the outlying districts, 
beyond the corporate limits, had built 


about twice that many; not so bad for a 
city of some 30,000 people. Three years 
ago, Mr. Duncan added, the local Hay- 
ward plant had three employees. Now it 
has twenty-seven. This in itself is a 
fairly sufficient comment upon the direc- 
tion in which the building industry is 
traveling. Mr. Duncan added that there 
is a local shortage of carpenters. Not all 
the Bakersfield dealers agreed with that. 
They admitted that all local building me- 
chanics of even reasonable skill were em- 
ployed. “It’s a fairly healthy condition,” 
one lumberman remarked, “when owners 


have to wait just a little to- get their 
houses started. I don’t want too much of 
that waiting, of course; but if all builders 
are at work, this is good evidence to the 
owner that other people are minded to 
put up houses. Maybe he’s been uncer- 
tain about building ; inclined to put it off. 
But when he finds the whole city at 
work, he begins to wonder if the house 
shortage isn’t more acute than he 
thought; if he may not have to pay more 
if he waits another season. Then I’m 
always glad to see all the mechanics at 
work. I’d rather have half a dozen too 
few carpenters than even one too many.” 
All of which may be good psychology ; 
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but Mr. Duncan thinks it may work out 
to be a plain stoppage of trade if volume 
increases still more and the number of 
workmen remains the same. We’re told 
that mechanics’ wages run considerably 
higher here than they do in some of the 
biggest California cities where volume 
also is good. 


“The FHA has been of real benefit to 
oil workers,” Mr. Duncan added. “These 
men are fairly well paid and they have 
fairly permanent employment. They're 
not in any sense transient workers. But 
as new fields are opened or old ones 
pumped out, they may have to move. So, 
many of them, wanting homes of their 
own, go just outside the city limits, get 
half an acre or an acre of ground, build 
a house that costs $1,500 to $2,500, raise 
vegetables, fruits and chickens, make part 
of their living in this way and have a little 
‘ranch’ that is easily sold without loss if 
they must move on. The FHA has aided 
in financing these places; and in the ag- 








gregate they bulk large in local lumber 
sales.” 

The Hayward plant is, of course, a 
large and busy place. Naturally it han- 
dles a certain volume of oil-rig timbers. 


E. W. King, of the King Lumber Co., 
stated that, important as the FHA has 
been, he does not think it has nearly real- 
ized the possibilities of Title II. ‘This is 
because it has not been sufficiently pro- 
moted here in the city,” he said. “A 
good many people know about it in a 
general way; but to many of them it’s 
just news about the undertakings of the 
Government. It’s an innovation; and 
when a prospective home owner thinks 
of it as an agency to help him, personally, 
to finance a new home, he begins asking 
himself questions to which he doesn’t 
know the answers. , Maybe he asks some- 
one else about it—even a lumberman ; and 
when the lumberman tries to answer these 
questions, the thing seems intricate and 
full of dark corners. Of course it isn't, 
if a man experienced in the subject is 
explaining it; but it takes a specialist. 
Maybe the prospect doesn’t ask anybody. 
We've found it rather necessary to have 
an experienced man who will go out and 





The Bakersfield (Calif.) Sandstone Brick Co. 
manufactures certain building materials, but 
also handles a big volume of lumber 
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find these prospects ; not wait for them to 
come in. 

“That’s what is planned. We expect 
to have an expert here two days a week 
for this purpose. I’m not in favor of 
doing much with it until the fall season; 
for although we’re used to the summer 
climate of the San Joaquin Valley, it 
always happens that there’s a mid-sum- 
mer breathing spell during which fewer 
new jobs are started. I think an experi- 
enced man can easily satisfy prospects 
about the FHA, and I’d rather he began 
his work at a time when the would-be 
owner could go right ahead with his 
building. The general promotion of the 
FHA has been done, and only those final, 
practical questions remain to be 
answered.” 

This company handles everything for a 
house except plumbing. It operates a 


large store with a complete line of build- 
ing hardware and various other allied 
It handles a line of small wood- 
power operated; band 


lines. 
working tools, 


, ee a 
saws, lathes, universal woodworkers and 
the like. Craftsmanship appears to flour- 
ish in this country, and many amateurs 
take pleasure in developing their skill in 
making furniture and similar items. 
There is a certain market for the tools, 
and the tools create a certain market for 
cabinet woods and finishes. 

Charles Curran, of the Bakersfield 
Sandstone Brick Co., tells us that volume 
could be Said to have been back at about 
normal levels for a year and a half; ex- 
plained in part by the oil industry. This 
industry, of course, has its roots of pros- 
perity in every motor car tank in the 
country. For some time the reports of 
motor sales have shown an increase; and 
a gas buggy doesn’t do well without 
gas. This company, as its name indi- 
cates, manufactures certain building ma- 
terials; but it also handles a big volume 
of lumber. 


The Popular Half-Acre "Ranch" 


W. E. Peterson, of the Bakersfield 
Building Materials Co., explained that 
the oil fields themselves were not much 
of a direct source of local lumber sales. 
These fields are under the control of big 
companies ; and, while these concerns buy 





The Merced Lumber Co. is at the gateway 
to the fairyland of Yosemite, Merced, Calif. 
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Wealth Above Ground and Below 


Oil Wells and Acreages -- Probable Shortage of 
Building Mechanics -- Promoting the FHA -- House 
Plans Prepared by Local Lumbermén’s Club 


a certain amount of lumber locally, they 
have other sources of supply. Sales of 
houses to oil-field workers are a con- 
siderable source of business. Mr. Peter- 
son repeated some of the statements, 
made earlier, to the effect that these 
workers prefer relatively small houses on 
acreages; easily marketed if the owners 
are shifted elsewhere. 


Boys Who Are Learning 
to Use Lumber 


“T am cultivating small accounts,’ Mr. 
Peterson said. “The contractors and big 





buyers are all right. I like them and 
serve them to the best of my ability. But 
they have advantages that sometimes do 
disastrous things to prices. So I like 
the people who may not buy so much 
but who appreciate service and come 
back often. A customer who spends $50, 
say, in this yard every few months is the 
man I especially want to please. I like 
to give attention to the boys in the man- 
ual training departments of the schools. 
Their immediate purchases are not large ; 
but they’re learning the uses and values 
of lumber, and in a very short time they'll 
be building and repairing homes of their 
own. Getting their interest and goodwill 
seems to me important for the near future 
of this business.” 


Tulare is a fine little city in the midst 
of this great agricultural valley. The 
surrounding country raises much long- 
staple cotton, a crop that seems to be 
prospering and expanding. It is a crop 
that can be financed in an orderly way, 
and that is an important factor. They 
tell us the high yield, together with the 
certainty of getting a crop with irrigation, 
makes cotton profitable here even when 
the market price is not what the planters 
would like. 

“We never have what could be called a 
boom here,” remarked F. M. Kidd, of the 
Burnett Lumber Co. “But we don’t feel 
depressions so much, either. This long 
valley is the natural highway between 
Los Angeles and San Francisco; and 





The King Lumber Co., of Bakersfield, Calif., 
operates a big store and handles everything 
for a building—except plumbing, as well as 
craftsmen's tools and supplies. This is part 
of its extensive end-storage yard 





there are a good many cities and towns in 
the valley and much production of oil 
and agricultural products. So a very 
large trucking business has developed. 
Tulare is about half way between the big 
cities, and so the big trucking companies 
make this a sort of half-way terminal ; 
something that adds considerably to local 
business. Right now we have a house 
shortage; no satisfactory houses vacant, 
rents high. This is making for a rather 
steady amount of construction. Then 
there are several public buildings, going 
up on Federal grants. In addition to 
the cotton, there’s much fruit and alfalfa 
raised, and the alfalfa makes this a dairy- 
ing center. Dairying may be hard work, 
but it has the advantage of a regular 
cash income. And dairy farms need fairly 
large investments in suitable buildings; 
something encouraged by the public regu- 
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lations having to do with milk standards.” 

H. H. Cleveland, of the Cox Lumber 
Co., a branch of the W. R. Spalding 
Lumber Co., of Visalia, corroborated Mr. 
Kidd’s statements about the local dairy 
industry. He stated that about $250,000 
goes to local dairymen every month. 
These milk farmers, ranchers they no 
doubt call themselves, are good custom- 
ers. They buy considerable building ma- 
terial and have the cash to pay for it. 
Some of this milk goes to Los Angeles, 
and some is powdered and goes to east- 
ern markets. Mr. Cleveland sees no 
reason why the present volume of trade 
should not continue or increase. 


Gateway to Fairyland 


Merced is perhaps the principal, though 
not the only, gateway to Yosemite, that 
fairyland of waterfalls in the Sierra, some 
eighty or ninety miles away. The ink- 
slinger of this department visited 
Yosemite a dozen years ago; and we still 
have that awed feeling of unreality, be- 
fore nature at her incredible loveliest. 
This time we looked wistfully up the 
road but did not go; fearing perhaps that 
second impressions could not possibly 
equal first. Several people laughed at 
us for this statement, saying that one 
must see this wonderland many times be- 
fore he can begin to appreciate its per- 
fection. Incidentally, Yosemite is a 
certain source of business to Merced, 
since thousands of people pause here, 
going in and out. 

San Joaquin continues its agricultural 
opulence in the Merced area; olives, 
prunes, grapes, wheat, cotton, rice and so 
on through the long list. 

H. P. Adams, of the Wenrich Lum- 
ber Co., states that as a rule the ranches 
are the chief source of sales. Many deal- 
ers in the Valley have told us the coun- 
try business was the “cream of the crop” ; 
and when the ranchers are getting good 
prices for their varied multitude of prod- 
ucts, the lumber dealers are hard and 
profitably at work. Prices are the big 
factor ; for—with the dependable sun, the 
richness of the silt soil and the controlled 
irrigation water—there is less uncertainty 
about getting a crop. Mr. Adams said 
with a smile that certain sums of Title I 
money had gone for such articles as elec- 
tric refrigerators. But such expenditure, 
he added, might be all right. It got 
attention centered on home improvement 
of a kind, and might shortly stimulate 
lumber sales. Mr. Adams showed us a 
series of house plans, gotten out on ring- 
book sheets, with accurate material lists, 
provided by B. B. Barber. Mr. Barber 
is the secretary of the San Joaquin Valley 
Lumbermen’s Club, with offices at 
Fresno. 


Local Vintage House Plans 


“We need a special type of house plan 
here in the Valley,” Mr. Adams said. 
“Many of the usual type of plan books 
are prepared in the East and have houses 
suited to climates with hard winters. 
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Then the kind of house usually associated 
with California, such as the Monterey 
Spanish type, is better for the Coast than 
for these inland valleys. We need what 
may be called an outdoor type of house; 
for our people are accustomed to outdoor 
living and want their houses to fit in with 
that idea. But a flat roof is not so good 
when the sun really pushes. So our plan 
book needs are quite special, and Mr. 
Barber is undertaking to supply them.” 
The Cross Lumber Co. operates four 
yards, all in the San Joaquin Valley. 
The recovery of the building trade, Mil- 
ton Cross told us, really started back in 
1933; at the time when the CCC began 
building its cantonments. Since that 
time the sales of building materials have 
steadily increased. While it seems the 
forward march has not been uniform all 
over the State, it has been a march for- 
ward; in the San Joaquin Valley, the 
Sacramento Valley, on the Peninsula, in 
and around Los Angeles, perhaps espe- 
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cially in those beach towns along the 
Coast where mid-westerners and Cali- 
fornians alike look for ease and recrea- 
tion. 

Charles E. Netherton, assistant man- 
ager of the Merced Lumber Co., tells us 
it is rather easy to get a real estate loan, 
that is if the person applying has rea- 
sonable credit rating. The Bank of 
America is now putting out real estate 
loans. This Bank of America, as you 
probably know, is the big financial in- 
stitution in the State. It was formerly 
the Bank of Italy. There are apparently 
few cities or towns in the State without 
one or more branches; and what this 
bank approves and pushes is usually due 
to travel with speed. The chief shadow 
on the local horizon, and we understand 
it is not present to any large degree at 
the moment, is low prices of farm pro- 
duce. California ranchers, quite like 
Corn-belt farmers, have to sell for the 
prices they can get. 


Insulation for Cold Storage Plants Is 
Pushed by Michigan Dealer 


A successful lumber dealer, just as a per- 
son who makes advancement in any other 
business, must adapt himself to localized 
situations at times. Alfred DeWeerd, man- 


ager of the Hudsonville Lumber Co., Hud- 
sonville, Mich., some time ago realized this 





fact and took advantage of it. The town is 
in a district where farmers grow consider- 
able celery, onions, celery cabbage, and other 
green vegetables which must be marketed 
when fresh. It is natural, then, that com- 
mercial cold storage plants should spring 
into existence in Hudsonville, and that a 
few gardeners should provide their own at 
home. Mr. DeWeerd realized that there 
was a good market for insulating materials 
to persons interested and in need of such 
storage spaces. He went to work on pros- 
pects, has sold some jobs, and directed the 
AMERICAN LUMBERMAN writer out to see 
the storage plant of T. Bosgraaf, a farmer 
on the outskirts of the town, who recently 
fixed up a cold storage room. 

Mr. Bosgraaf was proud to show his room, 


and tell all about its construction. He de- 
cided last spring that it wasn’t good business 
to haul his produce to and from commercial 
cold storage buildings, and that his vege- 
tables would be much more salable if fresh 
when buyers came to the farm. Mr. Bos- 





T. Bosgraaf is shown in 
his cold storage plant on 
his farm near Hudson- 
ville, Mich. Proper in- 
sulating helps keep the 
inside temperature down 





graaf had erected a building for storage 
some ago, and decided to use an end, 20x20 
feet and ten feet high, for his cold room. 
The idea was discussed with Mr. DeWeerd, 
and methods of insulating to keep the cold 
inside were mapped out. The original con- 
struction had been sheathing outside and 
Celotex on the interior. Now the walls ot 
the storage space consist of sheathing, Celo- 
tex, a four-inch air space, Celotex, building 
paper, a three-inch slab of cork, and two 
coats of plaster. The floor has four inches 
of cement for a base, which is covered with 
three inches of cork slab, and topped by three 
inches of cement. An air-conditioning sys- 
tem with a three-speed fan was installed to 
complete the cold storage plant, which 1s 
kept between 36 and 38 degrees in the hot- 
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test weather. Mr. Bosgraaf gives much of 
the credit for the success of his venture to 
the thorough job of insulating. 

At the time of the writer’s visit between 
1,500 and 1,800 flat crates of celery were be- 
ing cut daily and sold to two large grocery 
store chains. After the stalks of celery are 
cut from the fields, which are watered with 
a sprinkling system, they are washed, tied, 
packed, and placed in the cold storage plant. 
Mr. Bosgraaf also grows celery cabbage, and 
an older son was busy bagging 400 bushels 
of fine onions in the field. 

Mr. DeWeerd believes that many building 
material dealers situated in rural districts 
which produce fresh vegetables and fruits 
in large quantities could promote the con- 
struction of cold storage units to advantage. 
The retailer who stocks a complete line of 
lumber, insulations and builders’ supplies is 
equipped to enter the field. The Hudsonville 
Lumber Co. expects to sell other individual 
jobs to farmers as a result of Mr. Bosgraaf’s 
satisfaction. 


Leaflet Shows Right Use of Grades 
in Home Construction 


A pamphlet designed to promote right use of 
lumber grades in home construction has been 
issued by the West Coast Lumbermen’s Asso- 
ciation, Seattle, Wash., and is being widely 
distributed to prospective home owners, particu- 
larly in southern California and in the Atlantic 
Coast territory. The leaflet emphasizes the im- 
portance of using the right grade in the right 
place, explains the value of grade-marking and 
recommends grades to be used for the most 
important purposes. The grade-use recom- 
mendation is supported and clarified by a dia- 
gram showing where various grades should be 
used in good construction. It contains also a 
clause suggested for use in specifying grade- 
marked lumber. The leaflet illustrates the as- 
sociation’s grade-marks and points out the ad- 
vantage of using grade-identified lumber. It is 
expected to be helpful in holding and extending 
the home construction market by promoting 
sound and economical construction. Copies of 
the leaflet have been sent to retail dealer asso- 
ciations in all parts of the country with an offer 
to supply quantity lots without charge for re- 
tailer distribution to prospective builders. Ex- 
tensive use of the publication is being made by 
dealers in the Los Angeles territory who are 
supporting the local grade-marking program. 
Copies will be supplied by the association to 
anyone interested. 








BirDS AND CIGARETTE BUTTS.—Forest rangers 
in the California region are wondering if 
cigarette-smoking birds are to be added to the 
list of fire hazards. They are worried over the 
discovery of four cigarette stubs found in the 
remains of a bird’s nest in the eaves of a burned 
building at Dorris, Calif. Rangers hope that it 
is only a queer bird. 
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Absent-Minded Customers 
Appreciate Dealer’s Sign 


One doesn’t have to tie a string on 
his finger when going to the South 
Haven (Mich.) Lumber Co. for fear he 
will leave the yard without some of 
the items he went after. Across one 
corner of the office next to the door 
is a commanding sign which queries: 


Have You Forgotten 
ANYTHING? 


Nails? Paint? Hardware? 
We Have ’em! 


A similar reminder stands at the exit 
of the driveway in the yard. Accord- 
ing to L. S. Jones, manager, the signs 
cause lots of people to stop in their 
tracks and recall that they had neg- 
lected for months to buy a board for 
a closet shelf or the paint for the base- 
ment stairs. The notices are just a 
means of profiting by the human 
weakness of absent-mindedness. It has 
been found that people really appre- 
ciate having their memories jogged up 
because it saves them the energy of 
remembering! Except for the addition 
of the last line by the South Haven 
company, the sign is like that used by 
the Hayward Lumber & Investment 
Co., Los Angeles, Calif., and discussed 
in the Timely Tip department of the 
AMERICAN LUMBERMAN issue of Jan. 5, 
1935. 

South Haven, being located on Lake 
Michigan, is quite a resort town with 
its population about trebled in the 
summer. Mr. Jones reported that few 
new cottages had been built this sea- 
son, but that quite a lot of Celotex had 
been sold to owners of summer places 
who remodeled and improved their 
property. The fruit farmers in the dis- 
trict are repairing their buildings as 
rapidly as they acquire money for the 
work. As a whole the fruit crops have 
been quite good this year, although the 
dry, hot weather caused a somewhat 
shorter berry season than average. 
Two cylinder-type brooder houses 
were built at the South Haven Lumber 
Co.’s yard this spring and delivered to 





L. S. Jones, manager, 
is shown by the pool 
and its circling io 
ers and shrubs. This 
spot was formerly a 
catch-all hollow filled 
with wire, paint cans 
and other debris. 
One of the com- 

any's trucks is in the 
~ ground being 
loaded with lumber 





poultry raisers. Fir was used in the 
structures which were lined with Celo- 
tex, and had _  double-construction 
floors. Lawn furniture and trellises are, 
also, made in the lumber yard, and dis- 





This attention-arresting sign near the office 

door of the South Haven (Mich.) Lumber 

Co. causes many customers to buy needs 
which had slipped their minds 


played at vantage points. Many are 
naturally sold to cottage owners for 
use on their lawns. A full line of paints, 
varnishes, enamels and stains is car- 
ried by the firm. 

The first thing noticed by a repre- 
sentative of the AMERICAN LUMBER- 
MAN who called at the yard was a neat 
little pond bordered with petunias, 
hollyhocks, iris, squat evergreens and 
other shrubs and flowers that lay 
along the drive in front of the office. 
A few feet to one side along the dock 
on the harbor is another stretch of 
beauty. A white picket fence was 
erected along the water and serves as 
a background for a wide variety of 
flowers. Rambler roses clambered over 
an arched trellis in the center, and a flag- 
stone path led from a stone bench be- 
neath the blooming canopy to the wa- 
ter’s edge. These were little touches 
of finesse which are found all too sel- 
dom in lumber yards. Mr. Jones said 
that on several occasions people have 
seen the beauty spots from the streets, 
and visited the yard to see them closer. 





THE RAILROADS, particularly those in the 
South, have been among the leaders in bringing 
about the control of mosquitoes as a preventive 
measure against the spread of malaria and other 
diseases. 
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“Seeing Salesmen” Is “Give-and-take” Proposition 


The information girl in the busy office of 
The Hechinger Co., building material dealer, 
Washington, D. C., was plugging in on the 
switchboard and talking in choppy sentences, 
“Hello,” “Yes, sir,” “Just a minute,” “I’ll 
connect you.” Glancing about, a salesman 
who had just entered spied a neatly printed 
sign which said in bold letters: “Salesmen 
are always welcome—preferably between 10 
and 12 a. m.” He knew it was 2 p. m., 
but asked to see Mr. Hechinger. 

The girl gave him a slightly annoyed look, 
but plugged in without comment, then turned 
to say, “Sorry, Mr. Hechinger is not in, 
will someone else do?” The net result was 
someone else “did,” but that salesman 
learned that the best time to get an inter- 
view was between ten and twelve. 

This is about how the Hechinger officials 
feel regarding this matter of salesmen’s in- 
terviews : 

“We studied interview time-consumption 
and found that the total ran up amazingly. 
A salesman would drop in at almost any 
time and expect us to see him, although we 
might be in the midst of something that we 





did not wish to have interrupted. We were 
spending too much time away from our 
actual jobs, talking to men who came in to 
sell us. We decided that we must control 
interviews or they would leave little time 
for other essential things. So we initiated a 
regular system for handling interviews. By 
limiting the time we could hold the salesmen 
down to brass tacks, without beating around 
the bush. Too many salesmen seem to think 
they have to go through a routine line of 
talk. 

“A salesman who has a proposition which 
will help us get business, turn out a better 
job, or do it more economically; or who 
has something which we can sell in volume 
at a profit, has a much better prospect of 
selling us if he states specific facts, and 
gives concrete examples, right off the bat, 
instead of talking in a roundabout way and 
finally getting down to cases. 

“The well-informed salesman is always 
welcome with us. We never tell a salesman 
at the beginning of the interview that he is 
wasting his time talking to us; or give him 
a constant fire of discouraging negatives. 











Here’s a double-barrelled outdoor merchandise display recently observed 
in front of the office and store of the Wisconsin Lumber Co., at Cedar 
Rapids, Iowa. At the right is seen a very attractive display of roofing; 





with panels, showing eight kinds, mounted on a specially built rack, which 
is surmounted by a sign bearing the firm name. 
another display—consisting of rolls of wire fencing. As the street passing 
the yard is much used by motorists entering and departing from the city, 
the location affords wide coverage for showing merchandise. 
I. R. Brooks, who planned the display, and who is a strong believer in 
showing what he has to sell, said that this roofing exhibit has been an 
important factor in effecting many sales. 


At left of the tree is 


Manager 








We realize that salesmen are an important 
economic factor in trade, and that profits 
can be made out of them if they are utilized 
in the right way. We sometimes may feel 
like telling a salesman that he is wasting his 
time and ours, but we never say so. He 
gets his fifteen minutes, more or less accord- 
ing to circumstances, because you never 
know when a salesman may have something 
up his sleeve that will mean money in your 
pocket. The only way to find out is to listen 
to him awhile, anyway. 

“We like to talk with salesmen because 
we might get good ideas from them, or be 
enabled to buy something which will help 
us make more money. Of course, we never 
turn down a salesman solely because he does 
not come around between ten and twelve— 
salesmen would resent the wasted time—but 
we do courteously suggest that, if conven- 
ient, on his next call he ‘kindly conform to 
hours.’ ” 








Friendly Interest in Folks Is 
Business Asset 


The question, “What are you doing to 
increase sales?’’ never fails to get a rise out 
of E. J. Maugans, vice president, Hester & 
Stinson Lumber Co., Leesburg, Fla. 

Leesburg is an average town in size 
(about 4,100 population) and business vol- 
ume; perhaps a little better than the average 
for Florida, because its people did -not run 
wild in the real estate boom. In a com- 
munity like Leesburg a dealer may know 
practically everybody’s likes and dislikes, 
where each person goes to church, his or 
her liking for fishing or bridge, as the case 
may be, who is friendly to whom etc. All of 
this is important, for in the course of time 
almost everybody becomes a customer for 
something that the lumber dealer has to 
sell. 

The AMERICAN LUMBERMAN correspon- 
dent encouraged Mr. Maugans to enlarge 
somewhat on his ideas of what may be had 
out of feeling an interest in folks, and show- 
ing it. “It is so simple as to make me won- 
der why every dealer in this or any other 
State does not use it to the limit of his op- 
portunity,” was the reply. “No matter what 
their station in life, how rich or how poor, 
all people like to be made to feel that they 
are appreciated, that their opinions are 
worth-while, and that their successes or fail- 
ures interest those who are a part of the 
acquaintance circle they occupy. If the head 
of a lumber business will sincerely interest 
himself in the troubles, pleasures, problems 
and sports of his customers, and potential 
customers, he thereby sells them on himself, 
which is the first step to that cordial rela- 
tion that makes the selling of goods easy by 
the creation of confidence and mutual re- 
gard.” 

Mr. Maugans finds, to his regret, that 
there. is far too little realization of the value 
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of this sort of interest-creating policy among 
lumber dealers. “It seems to me,” he con- 
tinued, “that it is so rare that those who 
practice it will find little competition in the 
course implied. I fear, and from my own 
observations, feel that the lumber and build- 
ing material business is not noted for its 
courtesy to customers. Too many of us en- 





joy arguing our pet ideas of business and 
politics, rather than studying the opinions, 
needs and interests of our neighbors and 
friends. 

“I know this kind of policy is effective 
by the way I react to it myself, and the way 
the members of my family are influenced to 
this or that place of business.” 





Don't Have 'Ads'' Too Formal 


A publication in a field other than lumber 
—the Printing Buyer’s Guide—has some 
good advice to offer advertisers. Generally 
speaking, it says, all advertising should be 
so written as to be easily understood. Ad- 
vertising is “visual conversation,’ but some 
advertisements are stiff, cold, unconvincing, 
unfriendly. What would you think of a 
salesman wearing a stiff “boiled” shirt and 
all the “trimmings,” and looking like some 
diplomat at a White House reception? He 
might get away with it as a novelty, but it 
is dollars to doughnuts he wouldn’t get away 
with an order. Yet a large percentage of the 
advertising written today is just as formal 
in its presentation and as out of place as the 
gentleman in evening clothes would be lug- 
ging a grip and trying to sell goods. 

So we might say advertising should be 
written as we would talk to each prospect 
face to face—and not be afraid to “wear a 
smile.” The business house today that ne- 
glects to use real printed salesmanship is 
overlooking a sure means of increasing its 
sales. Those points wherein our goods ex- 
cel can be so presented on paper that their 
desirability attracts prospective buyers. 
What are those features of your business 
that make up its strong points? Select the 
appeal that will interest the greatest number. 
work out a presentation that will get over 
this appeal with conviction. 

On a background of hard facts and solid 
logic develop a line of snappy selling copy 
in which the clink of cold cash blends with 
the heart-throb of warm human interest. And 
above all, show why people should buy. Back 
up your claim with proof. Then play for 
a comeback and provide an easy means of 
response. Such a campaign will yield a 
harvest of increased sales—besides building 
prestige for the future. 





Tue Jacaranpa, or “fern tree” is a native 
of. Brazil and is a cousin to the American 
catalpa. 
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New Owner Improves Yard 
Plant 


Denver, Coto., Sept. 7—Perry E. Can- 
field, well known Seattle (Wash.) lumber 
wholesaler, who last spring purchased the 
Federal Lumber Co. yard located at 100 East 
Kentucky Avenue, this city, is now complet- 





South end of new 
lumber shed just com- 
pleted by Perry E. 
Canfield, Denver, 
Colo., showing corru- 
gated iron applied 
over sheathing 





ing thereon a new building, 46x300 feet. Be- 
ing within the fire limits the walls are of 
brick, except the south end, which is cov- 
ered with corrugated iron. The roof is 
covered with 5X red cedar shingles. The 
shed is 16 feet high in front and 10 feet 
high in the rear There are two gables fac- 
ing east, which break the monotony of the 
roof line, and provide extra height for the 
end-piling of molding and light finishing 
lumber. The north 48 feet of the building 
is enclosed, and will be used for storing 
lime, plaster and cement. The floor is ele- 
vated to the level of a freight car floor. 
The rest of the building is of the single-deck 
shed type, open to the west. A switch-track 
runs alongside the shed. 





Showing How a "Timely Tip" 
Keeps Marching On 


“We saw a picture in the AMERICAN 
LUMBERMAN and made a rack just like the 
one shown.” The speaker was Ernest Kess- 
ler, assistant to Manager J. W. Chapman, 
of William Chapman & Son, South Wayne, 
Wis., and the person addressed was an 
AMERICAN LUMBERMAN representative who 
had noticed a handy rack in the Chapman 
display room, used for holding and display- 
ing wire screen. It proved to be another in- 





This screen rack in 
South Wayne, Wis., 
display room of Wil- 
liam Chapman & Son, 
was suggested by an 
illustration and de- 
scription of a similar 
device appearing in 
this department 
earlier in the season. 
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stance of how a lumber dealer had adopted 
a practical idea that had been pictured and 
described in this department some time be- 
fore. The rack made by the Chapmans is 
shown in accompanying photograph. 
Mounted on casters so it can be readily 
moved about, it now occupies a prominent 
location in the display room, and will con- 
tinue there the remainder of the season; so 
that all customers coming in are reminded 
that possibly some wire screen is needed to 
repair or replace wornout or torn screens 
at home. 





Wood Boxes for Keeping Saws 


Wood boxes large enough to receive the 
largest rip-saws, and equipped with hinges 
and a hasp, have been built by the Stark 
Lumber Co., Denver, Colo. Formerly saws 
were left leaning against walls of drives, or 
outside in all kinds of weather. Those that 
didn’t just disappear were ruined in a short 
time. The boxes are hung one to a drive, 
the drives being short; also here and there in 
protected nooks around the yard. Thus the 
Saws are saved from theft and rust, as well 
as from damage by trucks. The system has 
the added advantage of saving time. Yard- 
men always know where to find a saw. 


Simplifies Sales of Moldings 


Here are two ideas which have increased 
molding sales for Lounsberry & Harris 
(Inc.), 3132 San Fernando Road, Los An- 
geles, Calif. Whenever this company has 
an order for a special molding for a cus- 
tomer the millman makes a tracing of the 
pattern, in duplicate, one copy of which is 
filed in the mill and the other in the office. 
All tracings are filed (in office) under cus- 
tomers’ names, so that they may be easily 
located. However, they also carry numbers 
corresponding to those placed on the copies 
kept in the mill file. When an order is re- 
ceived for a certain special pattern, the office 
looks up the number and phones it to the 
mill. 

The system has greatly simplified the 
handling of repeat orders. Formerly, it was 
usually necessary to inspect the job on 
which it had formerly been used, in order 
to find out what was wanted. The present 
arrangement also enlarges the field for sell- 
ing specials. If a customer can’t be satis- 


fied from stock the salesman goes through 
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the tracing file and picks out patterns which 
appear to meet his requirements. 

Finding that illustrations of stock mold- 
ings often mean little to a customer, this 
firm has worked out an unusual sample plan. 
Two-inch samples of every stock molding 
are kept in a drawer-file in the office; sev- 
eral of each. The customer is shown these 
samples, rather than the catalog pictures. If 
he wants to see how different ones will look 
on the job he is given samples to take along. 

This system not only saves time but also 
helps to build repeat sales on larger items, 
for remembering the care taken to satisfy 
him on the moldings, the customer is in- 
clined to come back for any other materials 
needed later. 

—_—_—__—_—_—_—_—_—_ 


An Aid to Selling Shingles 


Selling of wood shingles has been sim- 
plified by the Hallack & Howard Lumber 
Co., Denver, Colo., and the attention of per- 
sons coming in to buy other merchandise 
has been attracted to the line, through a 
novel wall display. Dropping from one sec- 
tion of side-wall there has been built a roof 
section about three feet wide. On this are 
laid sections of shingles, in various grades 
and types. This display will soon be ex- 
tended to the rest of the wall on the same 
side, so that a larger variety can be shown. 

On each shingle section is lettered, in 
black paint, a selling point or instruction 


item. A few examples: “Lay right over old 
roof.” “Use only galvanized or zinc-coated 
nails.” “One hundred percent clear.” 


“Seven and one-half inch exposure.” The 
painted messages attract attention to the dis- 
play. They also aid in selling by encourag- 
ing the customer to ask questions. 


Novel Call Board Saves Time 
and Impresses Customers 


A unique message board located right 
above the telephone switchboard saves time 
and increases efficiency at the Hallack & 
Howard Lumber Co., Denver, Colo. The 
board is a large wood panel, painted black. 
It is divided into four vertical columns. In 
the second column from the left appear, 
painted in white letters, the names of the 
various outside men. In the left-hand col- 
umn, opposite each name, is fastened a small 
pocket in which written messages for the 
men are placed when they are out. In the 
third column, opposite each name, is let- 
tered the word “In.” The word “Out” ap- 
pears in the same position in the fourth 
column. In the horizontal column across 
the last two vertical columns a clock slides 
back and forth. It fits between two hori- 
zontal slats fastened to the main board. 
When a man is out the clock covers the 
word “In” opposite his name, and tells the 
hour when he will return. When he is in, 
the word “Out” is covered. 

With this system the telephone operator 
wastes no time in giving a quick answer to 
a call. If the board shows the salesman is 
in, she immediately puts through the call 
for him. If not, she doesn’t have to ring 
him, and she can give an immediate answer 
as to when he will return. Customers are 
favorably impressed by the efficiency of the 
service and the way time is conservgd in 
the office. The board is inexpensive. Prac- 
tically the only item used for its construc- 
tion that was not available right in the 
yard was the set of clocks. 
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Lumber Retailers Promote Home 
Building and Remodeling 


Monroe, Wis., Sept. 7.—This thriv- 
ing little city of 5,000 population, the 
county seat of Green County, has several 
well conducted retail yards, among them 
that of the Monroe Lumber & Fuel Co., 





House typical of the eight that are under 
construction at Monroe, Wis. 


recently visited by a representative of the 
AMERICAN LUMBERMAN. 

Green County was settled originally by 
Swiss immigrants, who after several years 
of disastrous attempts to raise wheat, 
about which they knew little, finally re- 
verted to type and went in for dairying 
with a view to making cheese, about 
which there was little, if anything, they 
did not know. There are 137 licensed 
cheese factories in the county, producing, 
in addition to many other varieties, one- 
third of all the Swiss cheese made in this 
country. Per-capita cheese consumption 





Large single family residence recently 
divided into four apartments of three 
rooms each 


in the United States has been notoriously 
low, but is increasing rapidly, which ac- 
counts in a large degree for the improved 
conditions in and about Monroe. The 
city naturally feels this impetus in the 
cheese market. There are eight new 
houses under construction, and ten to 
fifteen persons have bought lots to build 
on as soon as mechanics can be found, or 
released from present work. In addition, 
numerous remodeling projects are now in 
progress. 

One way in which the housing shortage 
in Monroe is being met is through the 
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remodeling of large single-family resi- 
dences of two and three floors, many of 
which are being divided into two flats or 
four apartments. An accompanying photo- 
graph shows a large house on a corner 
lot that has recently been divided into four 
apartments of three rooms each, typical of 
other buildings that are being so treated. 
About a half-dozen store front jobs are 
under way, and several more contem- 
plated. On all of this work there has been 
only one FHA loan. The others are being 
built with cash in hand, or with the aid 
of private lending agencies. 

So acute is the labor problem that re- 
tired farmers who had no intention of en- 
gaging in further activity have been 
pressed into service as carpenters because 
of their familiarity with tools. One oi 
these, forced almost against his will into 
business as a carpenter contractor, has 
all the work he can handle. It is expected 
by Howard W. Chadwick, of the Monroe 
Lumber & Fuel Co., that fall will see a lot 
of remodeling of farm buildings started in 
Green County. 


Best Prospects for Store 


Modernization Are— 


This department in immediately preced- 
ing issue of the AMERICAN LUMBERMAN was 
led by an article on the modernization of 
small stores as a fruitful field for the build- 
ing materials dealer; based on an analysis 
by the Bureau of Foreign and Domestic 
Commerce, Washington, D. C. Some further 
details revealed by that survey are of de- 
cided interest, because by indicating where 
the greatest needs for modernization and 
general improvement are to be found, they 
serve as a guide to the dealer or contractor 
seeking to discover and “land” such jobs. 

Apparel stores, the analysis reveals, are in 
the best condition of all of the groups of 
retail establishments included in the study, 
both as to exterior and interior appearances, 
although it is recorded that approximately 
one-third of such stores offer an opportunity 
for improvement. Among all of the estab- 
lishments observed for the purpose of the 
analysis, dry cleaning, pressing, and shoe- 
repair shops are rated lowest on the impres- 
sions given by both exteriors and interiors, 
nearly. three-fourths being rated as “fair” 
or “poor” in these respects. Observations 
included in the analysis indicate that oppor- 
tunities for modernization of retail grocery 
establishments are great. 

Details as shown for 16 business classifica- 
tions are recorded in the study, and some of 
the tables are arranged to show differences 
recorded for different locations within a 
city, and in accordance with traffic density. 
The business classifications are grocery 
stores; other food stores; general merchan- 
dise, farmers’ supply and country general 
stores; apparel stores; automotive groups; 
furniture and household stores; lumber, 
building and hardware group; restaurants, 
eating and drinking places; cigar stores; 
drug stores; jewelry stores; stationery, book 
and office supply stores; miscellaneous retail 
and second-hand stores; barber and beauty 
shops; dry cleaning, pressing and shoe re- 
pair shops; and mechanical repair and serv- 
ice shops. 

APPAREL STorES: These stores make a better 
showing on exterior and interior appearance 
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than any other kind of business surveyed. 
Nearly one-third of them, however, offer oppor- 
tunity for improvement. They are frequently 
reported as needing outside signs replaced or 
new ones installed. Less than three percent are 
reported as having such facilities as telephone 
hooths. Twelve percent have no washrooms. 
Over one-fourth need painting or repairing of 
walls and ceilings and rearrangement of fix- 
tures. One-fifth need better or additional in- 
terior lighting and better floors. 


DruGc Stores: Drug stores rank first in the 
use of electric or neon outside signs, public 
telephones, telephone booths, washrooms, me- 
chanical refrigeration, cash registers and mod- 
ern fixtures. Nearly one-fifth of them need the 
store fronts painted or refinished, and over 13 
percent require the installation or replacing of 
outside signs. Walls and ceilings need painting 
or repairing in 30 percent of the drug stores. 
Nearly one-fourth need new or additional light- 
ing fixtures. 


Grocery Stores: Thirty-seven percent have 
steps at the entrance but in nearly one-half of 
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such cases ramps could be built; 25 percent of 
the stores have no washrooms; 86 percent have 
machine equipment; 90 percent have cash 
registers; 91 percent have computing scales; 
45 percent need the walls and ceilings painted 
or repaired; over one-third of the stores need 
better interior lighting. 


RESTAURANTS: Fifty-seven percent of the 
restaurants have neon or electric outside signs. 
They made the best showing in this respect of 
any of the business groups observed. Thirteen 
percent have no washrooms. It is surprising to 
find this condition in eating and drinking places. 
Over 26 percent call for the painting or refinish- 
ing of store fronts; nearly two-thirds need some 
kind of interior modernization. Clean, well- 
painted walls appear to be a minimum require- 
ment for restaurants, but this survey indicates 
that more than four out of every ten are neglect- 
ing this essential consideration. Over one-fourth 
of the restaurants need new or additional in- 
terior lighting, and a similar percentage require 
attention to floors. 


WasSHROOMS: Washrooms seem to be a 
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minimum requirement in an establishment where 
people are employed, yet this facility was miss- 
ing in a sizable proportion of most kinds of 
business observed. Eighteen percent of all the 
stores covered by the survey have no wash- 
room. 

Exectric Signs: A large majority of the 
stores observed do not have good exterior 
electric signs, 34 percent of the stores lacking 
this feature. 


INTERIOR LIGHTING: Store lighting was found 
inadequate in about 29 percent of the cases. 
—_—_—_—_—_ 


Will Rebuild Burned Yard 


ALBUQUERQUE, N. M., Sept. 8.—Intention of 
rebuilding, along modern and improved lines, 
the yard swept by fire on Aug. 19, has been 
announced by Kenneth J. Baldridge, president 
J. C. Baldridge Lumber Co., this city. Accord- 
ing to present plans a complete new plant will 
be built. The fire caused a loss estimated by 
Mr. Baldridge at something over $75,000, mostly 
covered by insurance. 





Maxim Number 


One in Dealer's 
Decalog 


(Continued from front page) 
to the weather-stripping of the openings. 
This feature of the display has created a 
good deal of interest, especially because 
l‘lorence is located in the very heart of a 
widely publicized Federal project, where 
electricity, at low cost fixed by the Govern- 
ment, is being supplied for the heating of 
homes, which, however, even at the low 
rate established, can be accomplished with 
due regard to economy only by the proper 
insulation of the house. Two other photo- 
graphs, appearing on this page, will give 
some further idea of the exterior and in- 





Attractive and businesslike interior of the newly built general offices*of Stricklin Lumber 
Co., Florence, Ala., with glimpse of private office of President R. A. Stricklin 


wigest RON Sg tapi pi. rae -_ 





This photograph shows the office, yard and planing mill personnel of Stricklin Lumber 
Co., Florence, Ala., lined up in front of the company's new building 


terior appearance of this up-to-date plant. 
When the Stricklin Lumber Co’s. new yard 
was opened for public inspection, following 
advertising of the event in the local news- 
paper, large numbers of residents of Flor- 
ence and of the surrounding trade area 
were in attendance and expressed their un- 
qualified approval of the up-to-date layout. 
An effective idea used in the advertising, 
prior to the opening, was the statement that 
more than 200 useful articles would be 
given away as prizes, including $25 in cash. 
A particularly amusing stunt, which caused 
a lot of comment and added zest to the occa- 
sion, was the announcement, made in the 
advertisement, that to every twenty-fifth per- 
son registering at the new office and show- 
room a pig would be given. Naturally, this 
resulted in many questions as to the size, 
weight and breed of the pig; and whether 
the lucky persons would have to haul, drive, 
or lead it home themselves, or whether the 
company would deliver it. All these prob- 
lems were satisfactorily solved when it even- 
tually developed tHat the pigs awarded were 
cut out of Douglas fir plywood, of which, to- 
gether with all other leading building ma- 
terials, the Stricklin company carries an 
ample stock. 
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Office Strikes New Note 


in Appeal to Consumer 


“While this building was designed for 
office and exhibition purposes, it is pri- 
marily a building-material retail store. 
We wanted it to satisfy the new demand 
of the consumer, who asks for an op- 
portunity to inspect finished materials in 
place before buying them. We think we 
have achieved our purpose, if the results 
in increased sales thus far can be ac- 
cepted as an indication.” 

This is the statement of B. I. Baillie, 
secretary-treasurer of the M. H. Hussey 
Corporation, Waukegan, IIl., as he be- 
gan a description of its new building, re- 
cently constructed. 

As shown in an accompanying photo- 
graph, the style of architecture is Cape 
Cod. The building and its lumber and 
other material sheds are located on the 
flats overlooking the harbor and docks of 
the busy Lake Michigan port that the 
company serves. 


MATERIALS ON EXHIBIT 


The exterior walls of the new office 
are of 34-inch by eight-inch siding, and 
the roof is covered with asphalt shingles. 
The display room, entered directly from 
the outside, is finished with Johns- 
Manville wall and ceiling tile. The floor- 
ing throughout the entire building is of 
the same manufacturer’s composition 
type. The next room, entered through 
an arch, is called the Celotex room. 
Here, the walls are of Celotex Plank, and 
the ceiling of Celotex Tile. The base- 
board is Masonite Presdwood, in a scroll 
pattern. From this room, one enters the 
Certainteed Products Co. room, and the 
U. S. Gypsum Co. room. The former, 
occupied by Mr. Baillie, has walls of Cer- 
taineed fibre insulating board, beveled to 
imitate pine planking. Doors and wain- 
scoting are of genuine knotty pine, while 
the ceiling is Certainteed acoustical 
plaster. The U. S. Gypsum Co. room 
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Neat Cope Cod De- 

sign Houses New 

Office and Display 

Rooms of Wauke- 
gan Firm. 





has walls of Sheetrock in imitation knotty 
pine, with one-inch decorative tile on the 
ceiling. The trim is No. 2 pine. A con- 
crete fireproof vault is included, and the 
record safe is set in a wall recess. The 
coal bin is located outside the building. 
In the basement is a large room which 
will be equipped as a club for employes, 
and a furnace room and air-conditioning 
plant. The building was visited by an 
AMERICAN LUMBERMAN representative 
on one of the hot July days. Inside tem- 
perature was about twenty degrees below 
the outside. 

During the first few days that the 
building was open for inspection the 
Celotex room sold two insulation jobs, 
and the U. S. Gypsum room accounted 
for 3,200 feet of Sheetrock. Numerous 
other sales have since been credited to 
the actual use of various materials in the 
new building. 

An enterprise recently brought to a 
successful conclusion by the company for 
the purpose of demonstrating its facilities 
to furnish all materials, together with 
building and financing service, was the 
construction of an exhibition house in an 
exclusive north side residential area. The 
house, having attracted over 5,000 visi- 
tors, and thus having served its purpose, 
is now for sale. Its outstanding feature 
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is that, while at first glance from the 
outside it appears to consist of two levels, 
with possibly a low-ceiling attic, actually 
it has four levels. The living room, din- 
ing room and kitchen are at the level of 
the entrance. From this grade one de- 
scends only seven steps to the basement ; 
and ascends seven steps to two bedrooms 
and the bath. From this third level, an- 
other seven steps rise to a fourth level, 
consisting of one room, which may be 
used as a third bed chamber, a den, an 
office, or a recreation room. 

No expense was spared to produce a 
high-grade house. The best materials 
were used, numerous unusual refine- 
ments were incorporated in the design, 
and the best local contractors were se- 
lected to do the work. 


MANY NOVEL FEATURES 


Large clothes closets, cupboards in the 
stairway walls, air-conditioning, solid 
bronze hardware, venetian blinds, electric 
kitchen ventilator, ornamental wrought 
iron railings, natural stone fireplace for 
coal, wood or gas fuel, both gas and 
electricity in the kitchen, light signals 
showing lights left on at other levels, 
and seventy-five electrical outlets 
throughout the house, are indicative of 
the convenience and comforts installed. 

The house is L-shaped, each leg 36 
feet long. Its contents are about 25,000 
cubic feet. Floors are of hardwood 
throughout, except basement floor, which 
is concrete. Basement walls and ceilings 
are finished and painted, with all pipes 
painted to match the ceiling. A painted 
board mounted in a light, easily accessible 
part of the basement contains the utilities 
meters. On this level the heating and 
air-conditioning plants are included in 
one room, and there is a spacious club 
or “rumpus”. room. 





Exterior of Model House Built in Select 

Residential District in Waukegan, Ill. Over 

5,000 Visitors Inspected the Unique 4-Level 
Structure. 
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Fine Feathers Make Fine Residence, 





AprtAn, Micu., Sept. 8.—The Cinderella act 
of turning an old house into a new one is a 


thing of universal interest. So it happened 
that when your AMERICAN LUMBERMAN ram- 
bler got a tip that the Stevenson Lumber & 
Coal Co. had recently transformed an ugly 
duckling into a stunning peacock, he arranged 
a swing through the Wolverine State to in- 
clude this pleasant little town to get some pic- 
tures and data for a story. Before and after 
photographs will be seen elsewhere on this 
page. 

The writer was told by William H. Steven- 
son, who is now the sole owner of the company 
and the third in line from the man founding 
the firm in 1873, that the thirty-five year 
old house was bought by him last December 
with the idea of seeing how nice a place it 
could he remodeled into. He had read stories 
in the AMERICAN LUMBERMAN, which the com- 
pany has subscribed to continuously since 1898 
and its predecessor from the time the firm was 
launched, about renovating residences, and de- 
cided to try his hand at it. The result bespeaks 
his success. 

As can be seen the old wide porch was re- 
moved, and a peaked entranceway built on the 
front to change its entire appearance. The old 
siding was covered with red cedar shingles 
stained a Colonial white, and asphalt shingles 
were applied over the former roofing. Shutters 
add materially to the exterior beauty. New 
upper sash in the windows are of the six-pane 
style, and venetian blinds of the make handled 
by the Stevenson concern are on the windows. 

The interior underwent as many alterations 
as the outside. Previously the house had no 
heating system, and only meager plumbing in- 
stallations. The basement formerly had an 
earth floor, but was deepened and the bottom 





There are many counterparts of this square, two-story house throughout the 
United States which possess the same remodeling possibilities 


Dealer 





This was the only one of 
the Stevenson Lumber 
& Coal Co.'s six trucks 
in the yard at the time 
of the call. It is one 
of the small "courtesy" 
pickup trucks 





covered with concrete. The furnace and coal 
bin are partitioned off from the front half of 
the cellar, which is sided and ceiled with fir 
plywood to make a large recreation or work 
room. The plywood was painted a Chinese 
red, and the mouldings black. One end of the 
quarters has built-in cupboards for storing 
canned fruit, game equipment or beverages. On 
the first floor a new rear entrance was ar- 
ranged, which opens into the stair landing be- 
tween the kitchen and basement. A modern 
kitchen with convenient wood cabinets, work 
table, and a broom closet whose door contains 
a let-down ironing board are prominent fea- 
tures. Two steps lead from the kitchen onto 
the landing of the staircase up to the second 
floor. As in many dwellings of older vintage, 
the one Mr. Stevenson modernized had a par- 
lor and a sitting room across the front. The 
partition between the rooms was torn out, mak- 
ing a large living room across the entire ‘front. 
A dinette opens off at the right rear corner. 
The new gable entrance contains a closet for 
wraps. New hardwood floors were laid in both 
the living and dining rooms. 

Since there was no bathroom in the house, 
one was built in one corner of what was a use- 
less square upstairs hall, and equipped with 
modern fixtures. A large unit of drawers was 
installed in the hallway next to the stairs for 
keeping linens, blankets and other needs. Each 
of the three bedrooms has an adequate clothes 
closet, in contrast to one closet for the three 
previously. 

After inspecting the fruit of his repairing, we 
returned to Mr. Stevenson’s office for a chat 
about business in general. The dealer reported 
that after a backward spring, June had pro- 
duced a satisfactory climb in business. He said 
that the veterans’ bonus payments had given 


Shows Townstolk 


the company’s business impetus. A sample of 
the way the concern solicited ex-soldiers’ busi- 
ness can be seen in the content of a three-col- 
umn wide advertisement which it ran in the 
Adrian newspaper as follows: 


BONUS CHECKS 
wisely invested in home repairs will bring 


permanent comfort and happiness to the 
whole family. 


Adrian homes are rapidly becoming 
the best investment. 


You earned your bonus and you 
deserve a modern home. 


STEVENSON LUMBER & COAL CO. 
Adrian’s Building Headquarters 


Being in the center of rich agricultural Le- 
nawee County and its largest town, Adrian 
enjoys a good rural trade. Many of the 
farmers are repairing and remodeling their 
houses and other buildings this summer. Most 
of the farmers in the district have trailers which 
can be hooked to their automobiles, and used 
for hauling small loads from town. This saves 
the lumber dealers from delivering a number of 
little orders. The Stevenson company has five 
Chevrolet trucks and one Ford, three of them 
being 1936 models. It is realized by the owner 
that it pays him to have up-to-date transporta- 
tion equipment, and he, therefore, maintains a 
fleet of modern trucks. One of the concern’s 
two 34-ton pick-up trucks used to deliver small, 
rush orders is seen in the lumber yard in an ac- 
companying picture. Behind it are Michigan 
white cedar fence posts. Two thousand of this 
type of post for farm fences were sold during 
the past spring, it was said. Two other trucks 
owned by the company are of the dump type, 
and are used for hauling coal. Plaster, lime 
and other builders’ needs are handled by the 
firm. Insulation sales are improving as more 
people become familiar with its benefits, Mr. 
Stevenson stated. 

A new coal shed measuring 30x100 feet and 
providing space for forty cars of coal under 
cover had been completed a few days before the 
reporter’s visit. It has a cement floor, and the 


coal is carried into the bins from the cars on 
the railroad siding by electric conveyors. 





One would never recognize this beautiful large home as the one on the left 
after it had been remodeled from top to bottom and from inside to outside 
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Squeaking floors, hated throughout all 
time by burglars and husbands who go home 
late, are as old-fashioned and unnecessary 
as bustles, since the Kneeland-Bigelow Co. 
of Bay City, Mich., and a few other pioneer- 
ing manufacturers, have started turning out 
mastic-set floors. In addition to eliminat- 
ing squeaks, the new type of floor is highly 
sound - proof, practically non - inflammable, 
and leaves no vermin-harboring voids be- 
neath. This construction, also, eliminates 
sleepers and underflooring, concrete fill, clips 
etc., resulting in such advantages as reduc- 
tion in building height, lightening of the 
dead floor-load, and avoidance of all danger 
of rotting and settling. Construction is sim- 
plified, and considerable economy is effected, 
it is claimed by producers of the floors. 
Many Federal, State, and private buildings 
of the better-built class have had mastic-set 
floors put in them during the past few years, 
and it is a definitely assured fact that the 
method has been so successful that the floors 
will be used in ever-increasing numbers in 
fireproof structures in the future. 


Long Experience in Field 


The Kneeland-Bigelow Co. manufacturer 
of the well-known “Knone Better” brand of 
maple, beech and birch flooring and lumber, 
has had long experience in making all kinds 
of standard nailed flooring. For some time, 
the company officials have watched the rap- 
idly growing tendency in modern building 
to omit wood floors, or to substitute mastic- 
set wood ones for the nailed variety. Last 
fall the concern decided to place itself in 
line to take advantage of the new departure, 
and produce the best mastic-set floors pos- 
sible. After careful study of the entire situa- 
tion, a license to manufacture “Ironbound” 
floors was secured by the company, and the 
necessary machinery installed for produc- 
tion. The Robbins Flooring Co., Rhine- 
lander, Wis., was the first firm to take out 


such a permit, and the M. B. Farrin Lumber 





Here is the type of machine on which the square unit blocks are fabricated. 
It had just been purchased 
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Mastic- Set Flooring 
ls In Step With Times 


Michigan Manufacturer Equips Plant 
to Make Modern Type Floors of Maple 





In the picture at right 
workmen are shown lay- 
ing an lronbound mas- 
tic-set floor such as 
manufactured by the 
Kneeland-Bigelow Co. 





Co. of Cincinnati, Ohio, got a license after 
Kneeland-Bigelow had obtained one. 


Manufacturing Process Told 


“Ironbound” floors are made in various 
thicknesses ranging from % to 2 inches. 
The flooring slats are held together by long 
steel strips which are ;%; of an inch thick 
and % an inch wide. ‘These are called 
splines, and have barbs or teeth at intervals 
of %-inch in their length on both the top 
and bottom surfaces. The splines are driven 
into grooves in the ends of the short floor- 
ing slats, which are usually 8, 10 or 12 
inches long and vary in width from % of 
an inch in edge-grain to 3% inches in flat- 
grain. The teeth of the splines bite into the 
wood and prevent shifting of the individual 
units. Expansion is also controlled to a 
large degree for the interlocking splines 
crossband the flooring in a manner similar 
in principle to that of a 3-ply glued panel. 
The floor is likewise held level by these 
splines, and each slat kept in place but per- 
mitted to shrink in the hot season. As each 
piece shrinks on its own longitudinal axis, 
cracks are of uniform width and much less 
conspicuous than in the ordinary types of 
mastic-set floors. Therefore, by means of 
steel spline the four important weaknesses 
prevalent in previous types of this variety 
of floor have been remedied. 

The Kneeland-Bigelow Co. makes 
bound” floors in two styles: unit 
fabricated in squares or rectangles 


“Tron- 
blocks 
at the 
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mill with steel splines in the ends and cor- 
responding grooves in the sides for laying 
in parquet patterns, and continuous strip 
type that is laid one-piece-at-a-time in paral- 
lel courses and interlocked with long barbed 
splines, usually in ten-foot lengths. In the 
latter pattern, the slats are put end-to-end 
with the joints broken. Its manufacturer 
claims that it is the only “strip” style avail- 
able in mastic-set floors. 


Suitable for All Buildings 


These floors have been used successfully 
in all types of buildings, from ballrooms to 
factories, and are frequently referred to as 
“the best engineered flooring on the market.” 
Industrial centers have been particularly 
pleased with “Ironbound” floors because of 
their resiliency which is not found in stand- 
ard kinds of floors. Some of the largest 
modern buildings in the world are equipped 
with mastic-set floors. Architects for new 
gymnasiums are seeing the many superior- 
ities of “Ironbound” floors and specifying 
them in numerous instances. 

A word about the mastic part of the floor 
is in order in such a descriptive article as 
this. The wood is laid in cold-trowelled 
mastics, which are usually spread to a depth 
of x; of an inch with a notched trowel. 
Asphalt is used as a base, and one type has 
pure shredded cork mixed with it to produce 
a resilient effect. Where a great deal of 
“life” is demanded in a floor, as in dance 
halls and gymnasiums, a thick cushion of 





The second floor of the Kneeland-Bigelow Co. mill is stocked with maple in 
various stages of manufacture 
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cork is attached to the underside of the 
flooring slats at the factory. The Kneeland- 
Bigelow Co. says that this is the most uni- 
formly resilient floor on the market. All 
types of “Ironbound” floors and the resilient 
mastics used with them are fully covered 
by patents. 

An active part has been taken by the Bay 
City company in promoting “Ironbound” 
floors throughout Michigan and neighboring 
States. It has become interested with the 





A few carloads of maple logs on the siding at the 
Bay City, Mich., plant. Some logs are also re- 
ceived by boat 





Storm Flooring Co. of Michigan, Detroit, 
in intensively developing the use of these 
floors in the Midwest. The Storm company 
at Detroit operates in a manner similar to 
that of the Storm Flooring Co. (Inc.) in the 
New York area, and installs all types of 
mastic-set floors. Other licensed floor con- 
tractors install “Ironbound” floors in the 
principal cities of the United States. 


Flooring Aids Lumber Industry 


It is believed that the mills which have 
been farsighted and progressive by adapting 
their lines to the modern trend in flooring, 
will do much to keep the “best-loved build- 
ing material” in a pre-eminent place in the 
building field. 

The Kneeland-Bigelow Co. has operated 
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in Bay City since 1901, when it was started 
by David M. Kneeland, father of Pierson 
Kneeland, present president and treasurer, 
and Charles A. Bigelow. On June 9, 1932, 
Pierson Kneeland took charge of the busi- 
ness, having previously been connected with 
the Kneeland-McLurg Lumber Co., Phillips, 
Wis., as president and general manager since 
1923. The concern is equipped not only 


200,000 Expected to Visit 


The modern home which is under con- 
struction on South Michigan Avenue and 
Roosevelt Road, Chicago, has created con- 
siderable interest in the building industry. 
In this exhibition dwelling in the $10,000 
class, one sees the possibilities available 





with new building materials. The New 
American Home committee and Federal 
Housing Administration under whose aus- 
pices the house is being erected will open 
the place for public inspection about Sept. 20 
for three months. 

Of interest to many people is the use of 
Haydite blocks for the outside walls. These 
blocks are made of burned shale and ce- 
ment, and possess many merits according to 
the contractor and others who have studied 
them. The two-inch air space in the center 
of the blocks is supposed to have some in- 


sulating qualities. Two coats of white paint 
cover the exterior with a contrasting color 
planned for the wood window and door 
frames. A well-known brand of wallboard 
displaces lath and plaster as inside walls, 
and is nailed to 1x2-inch strips of fir which 
are nailed to the Haydite blocks. 
Different effects are achieved 
with the wallboard in the vari- 
ous rooms. The kitchen and two 





This modern house shown under 
construction on South Michigan 
Avenue, Chicago, one of the 
most traveled thoroughfares in 
the world, is receiving consid- 
erable attention from the build- 
ing industry due to its innova- 
tions throughout 





bathrooms have glass-covered 
walls which may be cleaned with 
a damp cloth. Oak floors fur- 
nished by the Bradley Lumber 
Sales Co., Warren, Ark., have been laid in 
the residence. 

The house has six rooms, exclusive of 
the two baths. On the first floor at the 
rear is a large living room, with the kitchen, 
utility room and garage to the front, while 
the three bedrooms and two bathrooms are 
on the second level. A large window on one 
side of the living room offers a chance for 
a dinette effect, if desired. A huge fireplace 
with flanking book shelves is a feature of 
the room. In the bedrooms, bureaus are 
eliminated by use of built-in drawers. 
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with a flooring factory, but with seventeen 
modern dry kilns, and sawmill and planing 
mill facilities. 

Logs are brought to the plant by rail 
from the company’s operations near Gaylord, 
Mich. Extensive timber holdings in the up- 
per peninsula of the State are an added 
source of supply. Some shipments come 
in by boat. 


Model House 


The electric laundry is located in the util- 
ity room, which is connected with the ga- 
rage so that the latter may be used for dry- 
ing clothes. As seen in the accompanying 
picture, the garage is attached to the house 
and can be reached through a door from 
the utility quarters. There is no basement. 


House Is Made Safe 


There is a light switch at every door in 
the house, permitting one to walk from room 
to room in a continuous path of light and 
eliminating the accidents caused by stum- 
bling over toys and furniture. Throughout 
the residence are electric bells, lights, and 
appliances designed to make living more 
pleasant and comfortable. All of the wiring 
is so installed and insulated that mishaps 
such as touching electrical appliances with 
wet hands, are done away with. Short cir- 
cuits and blown out fuses are impossible in 
the house. 

According to A. L. Fridstein, general 
manager of the model, modern home project, 
the idea behind the construction of the house 
is to interest the public in building new 
residences and remodeling present ones. 
There will be no commercial displays or 
signs in the exposition house during the 
ninety-day opening, which is expected to 
attract at least 200,000 visitors. The only 
aim of the project is to show persons what 
can be achieved with present-day materials 
with the hopes that a huge buying market 
will result. It is planned to raze the house 
as soon as the display period is over. 

The entire dwelling will be correctly 
furnished from top to bottom with goods 
from one of Chicago’s large furniture marts. 
An authority in interior decorating has been 
assigned to the task of fitting the New 
American Home. 








Herb Anderson, vice-president, 


Sisalkraft Co., Chicago 


OMAHA, NEs., Sept. 7.—“Some 
picnic!” was the unanimous verdict 
of 600 Nebraska lumber dealers 
and their families at the close of 
a day of fun and frolic at Linoma 
3each, the beautiful lake resort sit- 
uated midway between Omaha and 
Lincoln on U. S. Highway No. 6. 
Kqually pleased and happy were 
the officials of the Chicago Lumber 
Co. of Omaha, the generous spon- 
sor of the affair; and the repre- 
sentatives of the thirteen manufac- 
turing concerns which co-operated 
by donating prizes and furnishing 
committee personnel, 

What eats! What fun, as the 
varied program of sports and 
games was run off! And what a 
lineup of feminine pulchritude in 
the bathing beauty revue! Seven- 
teen entrants paraded before the 
judges. Unfortunately, snapshots 
taken of that event were fogged; 
but, for the record, be it mentioned 
that first prize in the contest— 
which was open to all lumbermen’s 
ladies “from 8 to 80”—was awarded 
to Betty Korshoj, a charming lit- 
tle miss of eleven. She is the 
daughter of Mr. and Mrs. Chris 
Korshoj (Korshoj Lumber Co.), 
Herman, Neb.; who were awarded 
first prize for having the largest 
family (seven persons) present. 

Prize to the dealer longest in 
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Men's rowing race on beautiful Linoma Lake 


Sedate Dealers “Turn 


Playboy” 


business went to Crawford 
(Crawford Lumber & Coal Co.), 
Council Bluffs, lowa. with a record 
of forty-eight years; ard who, by 
coincidence, was celebrating his 
sixty-eighth iirthday on the day of 
the picnic—Aug. 21. John Dohrn, 
of the Chicago Lumber Co.’s staff 
at Grand Island, Neb., has just 
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for Day 


extras, serving approximately 1,000 
meals during the day. And won- 
derful meals they were. George 
cooked everything right on the 
spot—using three outdoor stoves. 
Roast beef to amount to 150 


pounds, 16 hams, dozens of pans of 
beans, and many other items, both 
plain and fancy, made up the menu. 






“Come and get it"—scene at refreshment booth 


completed his fiftieth year of serv- 
ice, but was not eligible to com- 
pete, being a company employe. 

A moment ago we mentioned the 
eats—and right here a big bunch 
of orchids is due to Chef George 
Newman, of the Certain-teed Prod- 
ucts Corp. who had charge of the 
job of feeding the 600 guests and 


Above: lowa and Nebraska secretaries compete at horseshoes. 


Ernie Hahn, of the Keystone 
Steel & Wire Co., was in charge of 
the refreshment stand, and with 
his staff of helpers dispensed 200 
gallons of beer, 600 bottles of pop, 
several tubs of lemonade, 75 water- 
melons and 1,000 icecreams. 

In general charge, as master of 
ceremonies, was Hobb Turner, of 





Left: Chief 


Greeter Ralph Lilley, Nebraska traveling representative Chicago Lumber Co. 
Right: R. B. Weller, Omaha 
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Chef George Newman, of Certain- 
teed Products Corp. 


the Wood Conversion Co., whose 
experience as a radio announcer 
specially qualified him for the job. 
A public-address system had been 


installed, and all announcements 
were made through the loud- 
speakers. A musical program, by 


professionals, was given in the aft- 
ernoon; and there also was much 
impromptu entertainment, such as 
organ solos, quartets, etc. 

The softball game between the 
independent and the line-yard man- 
agers was won by the “liners” by 
a wide margin. Throughout the 
day trap-shooting, horseshoe pitch- 
ing, swimming, fishing, and boat- 
ing occupied the guests; while on 
the cafe veranda a dozen tables of 
bridge kept the ladies pleasantly 
occupied. 

At the end of a perfect day the 
tired but happy lumbermen and 
their families pulled out for their 
various towns, voting the big Ne- 
braska lumbermen’s picnic of 1936 
an unqualified success. And doubt- 
less doubly happy was L. G. Simp- 
son because of his being host to 
the dealers in a dual sense; as vice- 
president and general manager of 
the Chicago Lumber Co. of Omaha, 
and as owner of Linoma Eeech. 
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September 12, 1936 


Millwork Plant Auctioned 


MILWAUKEE, Wis., Sept. 8.—The Matthews 
Bros. Manufacturing Co. property has been sold 
to the First Wisconsin National Bank here at 
an auction sale which marked the end of a 
woodworking business started in Milwaukee 
nearly eighty years ago. Officials of the bank 
said that machinery and other assets would be 
sold to liquidate bank claims. John Diercks- 
meier, of the Badger Sash & Door Co., ran the 
price to $75,000; Mr. Diercksmeier said he in- 
tended to manufacture in the plant. Woodwork 
built by the Matthews firm adorns some of the 
leading public and commercial buildings of the 
country. 





Coastwise Carrier Steams Up 
After 4 Years’ Idleness 


Los ANGELES, CA.ir., Sept. 5.-The steamer 
Olympic, which has been laid up here by its 
owners, E. K. Wood Lumber Co., for the past 
four years, has been reconditioned and has just 
gone back into service on the coastwise lumber 
trade. She steamed north for Columbia River 
lumber ports. 


Shingle Market Got Protection 
By Labor-Employer Effort 


RayMOND, WasH., Sept. 5.—Business and 
labor have been successful in their fight to wrest 
some protection for the shingle industry of the 
United States from the debacle of the Canadian 
reciprocal trade treaty, according to Erroll F. 
Herr, executive secretary of the Oregon-Wash- 
ington shingle weavers’ council, which has made 
a strenuous fight through the State Department 
to obtain protection for the Pacific Northwest’s 
cedar industry. 

Figures promulgated by the Customs show 
that Canadian exports of shingles to the United 
States have been reduced 50 percent the first 
half of 1936, as compared with the last half of 
1935, he said. Over the same period, he added, 
consumption of shingles in this country has 
dropped 19 percent, while United States mills’ 
shipments have fallen off only 5 percent. 

“Our efforts to keep the American market at 
home have met with some success,” Secretary 
Herr said. “The fight was won because of the 
co-operation of manufacturers and labor. It 
shows the value of collective bargaining in the 
hroad sense—that labor can do its share in pro- 
tection of the industry as a whole, as well as in 
the protection of its own interests. Had we not 
put up the fight we did, we’d never have got 
what protection we have.” 


Modernized Stock Millwork Plant 
Is Model of Efficiency 


Geo. Silbernagel & Sons Co. has just com- 
pleted a program of machinery replacement in 
its mill at Wausau, Wis., with the result that 
the plant is now equipped throughout with the 
very latest high-speed all-electric units avail- 
able. Competent observers familiar with pro- 
duction methods are agreed that the plant pre- 
sents as perfect an example of efficient straight- 
line production as may be achieved in a stock 
millwork factory. Recent visitors have pro- 
claimed that the time spent in viewing the new 
equipment and witnessing the co-ordination of 
production processes was well spent. 

Rough lumber is unloaded from railroad cars 
at one end of the plant, and fed directly to the 
saws. From that time on it never stops moving 
until it is loaded in the form of finished prod- 
ucts at the other end of the plant. Every oper- 
ation is timed for smooth flow of work from one 
department to the next. So carefully is the 
schedule arranged that the occasions are rare 
when machines are either crowded or standing 
idle waiting for work. In order to co-ordinate 
the elements of such a schedule, the first requi- 
site is, of course, a scientific layout and place- 
ment of machines. This has been accomplished 
in the long, comparatively narrow mill building. 
Even the best layout possible, however, could 
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not accomplish the objective at which the Sil- 
bernagel organization aimed unless highly eff- 
cient machinery were installed. 

Electric power is used throughout, and there 
are no waste products. Shavings are baled, and 
sawdust is bagged and sold. Winter heat in the 
plant is supplied from sweepings, and surplus 
kindling is shipped to Chicago and to other mar- 
kets for sale. The company is primarily a pro- 
ducer of stock windows, doors, frames, and 
hardwood veneer doors, and the principal out- 
let is through wholesale distributors located 
generally in the middle West and East. No 
special millwork, such as cabinets and stairways, 
is produced. All sales are under the direction 
of George J. Silbernagel, who is located at 210 
E. Pearson Street, Chicago, while the opera- 
tion of the plant at Wausau is in charge of 
Edward Silbernagel, assisted by his brother 
Bert. 





Improves Packaging of 
Composition Shingles 


PuyaLLup, WasH., Sept. 5.—An interesting 
newer product being made at the Spruce Veneer 
Package Corp. plant here is shingle wrap. It 
consists of veneer boards with cleats on each 
end. They are used as containers for compo- 
sition shingles. While such containers have been 
manufactured for years, the Spruce Veneer plant 
is said to be the first to glue rather than stitch 
the cleats. Manager A. E. McIntosh said glued 
are considered preferable because stitches often 
come loose and the loose wire damages the 
product within. 


| CLUBS and OUTINGS | 


Will Play Golf, and Swim 


MILWAUKEE, Wis., Sept. 9.—Local lumber- 
men are anticipating a “swell time” at the golf 
tournament, under auspices of the Milwaukee 
Hoo-Hoo Club, to be held at the Janesville 
Country Club, Janesville, Wis., Thursday, Sept. 
17. As an additional attraction, by courtesy of 
the hosts, all those attending are invited to 
swim in the fine new pool adjoining the club; 
“so be sure to bring your swim suit,” reads the 
invitation. 











Hundred to Tee Off at Memphis 


MempPHIS, TENN., Sept. 8.—The eighteenth 
annual tournament of the Lumbermen’s Golf As- 
sociation of Memphis will be held on Sept. 24 
over the course of the Colonial Country Club. 
The play will be 36 holes, medal play, all day. 
One hundred golfers are expected to tee off. 
Almonta Smith, of Chapman-Dewey Lumber 
Co., is president, and R. H. Bodine, C. P. Bo- 
dine Lumber Co., is secretary. F. T. Dooley 
will be in charge of the trophy committee as 
usual, and reports that there will be more than 
thirty trophies. Hugh Wynne, last year’s cham- 
pion, will not be able to defend his title, due to 
a recent accident. 


Employees’ Picnic Resumed 


San Francisco, Cauir., Sept. 7.—The re- 
sumption of the Chas. R. McCormick Lumber 
Co. and the McCormick Steamship Co. em- 
ployes’ picnic, after a lapse seven years, was a 
notable event. A group of more than 200 em- 
ployes and their families attended the affair, 
which was held at Oak Cove Park, in San 
Mateo, on Aug. 16. Races, games, and dancing 
to a 10-piece orchestra were high-lighted by the 
drawing of many fine gate prizes. 





Memphis Club to Meet Bi-weekly 


MeEmpHais, TENN., Sept. 8—The first meeting 
of the Lumbermen’s Club of Memphis will not 
be held until Oct. 3, at the Hotel Peabody, ac- 
cording to the announcement of Harry B. Weiss, 
president. Meetings will be held every two 
weeks after that date. 
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Standards! 


They Don’t Just Happen 








A MOTORIST from 
Mississippi is touring 
across country. From 
{ Miami to Seattle, from 
“San Diego to Boston, 
from Toronto to New 
Orleans, he goes on the 
green light and stops on 
the red. No hesitation—no confusion— 
no misunderstanding. So simple that it 
seems always to have been that way. 
But it wasn’t! No longer ago than 
1926, motor traffic on Fifth Avenue, New 
York, was stopping on the green light. 
Different cities had different colors and 
different systems. The change to the 
present standardized system was ac- 
complished by organized effort. Most 
people take these things for granted 
and few understand the time and effort 
required to effect the standardization. 





National Hardwood Lumber Association was 
among the first organizations in the standard- 
ization field. The hardwood trade was in a 
terrible state of confusion when NHLA or- 
ganized in 1898. Each of the large distribut- 
ing and consuming centers—New York, Bos- 
ton, Philadelphia, Baltimore, Chicago, St. 
Louis and others—had its own grading rules. 
The hardwood producer who didn’t like any 
of them tried to sell on his own individual 
grading rules. Most of the trading in hard- 
woods was done on grading rules that were 
vague, indefinite and capable of more than 
one interpretation. Now, 39 years later, 33 
commercial species of hardwoods are graded 
under one accepted system, universally 
known, and when a mill man in West Vir- 
qainia or Quebec, writes to a buyer in San 
Francisco or London, England, and mentions 
Number One Common, each knows just what 
the other means. Did that just happen? It is 
impossible to calculate the time, money and 
effort necessary to achieve that result. 


Underlying the amazing developments of the 
present century and smoothing the way _ for 
progress is standardization, without which 
modern methods of production and marketing 
and the day by day protection of modern 
society would be impossible. 


NHLA is a conspicuous example of successful 
accomplishment because it had the vision to 
see this need, as far back as 1898. And it 
has devoted itself steadfastly to the accom- 
plishment of that purpose. It has not turned 
aside or dissipated its energies in temporary 
fads or fancy experiments. It stands for uni- 
form, honest grades and fair trade practices 
—a square deal alike to the producer, dis- 
tributor and consumer of hardwoods. NHLA 
certificates of official inspection are supported 
by the strong financial guarantee of the As- 
sociation; they are accepted by the purchas- 
ing departments of the United States Gov- 
ernment and widely respected throughout the 
hardwood industry in all of its branches. 


Hardwood buyers prefer to deal with NHLA 
members because the confidence and prestige 
of the Association are joined with the names 
of its members. If your name is not on NHLA 
rolls, you are overlooking a valuable adjunct 
to your business. 


Write headquarters for information and 
make your plans to visit the 39th An- 
nual Convention at Hotel New Yorker, 
New York City, September 17-18, 1936. 


Get a closeup of the 
organization in action— 
well known speakers on 
subjects of practical in- 
terest — good fellowship 
and entertainment fea- 
tures. Address 


National Hardwood Lumber 


Association 


J. W. McCLURE, Secretary-Treasurer 
59 East Van Buren Street 


Chicago, Illinois 
































BIG PROFITS 
LUMBER DEALERS 


in Selling 


The 


PEACOCK 
LINE 


of Wallpapers 
»s 


Our new 1937 Line--- 
the largest and finest 
we have ever prod- 
uced --- is now ready. 
Write for SPECIAL PROPOSITION 
for lumber dealers. 


LENNON 


Wall Paper Company 
JOLIET, ILL. 

















MAKE NEW PROFITS - - SHOW BUILDERS HOW TO 


SAVE 1043 FUEL 


STOP DRAFTS- DIRT- RATTLES 
Waray 


SLE CUSHION | 


Mul MINE 


Te aril 
| B WEATHER 
STRIPS 


Easily Installed Without 
Removing Sash or Doors! 

Now you can make quick, new profits by 
selling genuine Dennis Double Cushion 
Spring Bronze Weather Strips. 
The easiest to install—comes at- 
tached to new parting stop. Pat- 
ented “S” fold gives double spring 
action. Prevents cold air leaks. 
Makes snug weatherproof seal 
conforming to all warping, shrink- 
age, and expansion of sash and 
doors. Lasts forever. Endorsed by archi- 
tects and builders for saving fuel and by 
engineers for use with air-conditioning. 


voles 


a val 


PULL OUT OLD 
PARTING STOP 


INSERT DENNIS 
ONE-PIECE 














Applied to 
Door 


Write for Catalog and Prices 
Backed by national advertising. The Dennis line of 
Weather Strips is the most complete on the market 
including Brass Thresholds, Wood and Felt, Zinc 
Rib, Bronze and Rubber Cushion. Profits are being 
made in modernizing work and new construction. 
Get the money-making facts now. Ask your Jobber or 
write for Free Samples, prices, and New 1936 Cat- 
alog of complete Weather Strips. 












WwW. J. DENNIS & CO. 


2110-20 WEST LAKE ST.<««- CHICAGO 





AMERICAN LUMBERMAN 


September 12, 1936 


Hemlock-Hardwood Men Discuss 
Rate Changes, Trade Promotion 


BLANEY Park, Micu., Sept. 8.—It has long 
been the custom to hold the midsummer meeting 
of the Northern Hemlock & Hardwood Manu- 
facturers’ Association in northern Michigan or 
northern Wisconsin. This year it was held Aug. 
28-29 at Blaney Park, one of the beauty spots 
along the north shore of Lake Michigan, some 
twenty-five miles from Manistique. The pro- 
gram was instructive and interesting to the 
fifty members present. 

Prof. W. F. Ramsdell, of the University of 
Michigan, Ann Arbor, gave a very interesting 
report on the primary and secondary wood- 
using industries of Lower Michigan. The work 
was begun something over a year ago and the 
figures “obtained as to number of mills, capaci- 
ties, production, species, etc., as well as distri- 
bution, were the result of practically a canvass 
of all the large and small mills in the Lower 
Peninsula. He did not read a paper but dis- 
cussed his tabulations. 


Radical Rate Changes Proposed 


The lumber industry in this region, as well 
as in other regions, is confronted with some 
very important and radical changes in the mat- 
ter of rate construction, particularly the pro- 
posal of carriers in eastern territory to cancel 
commodity rates on lumber and establish, in 
lieu thereof, rates based on 25 percent of the 
first-class rate. The proposal represents a radi- 
cal departure in rate-making and a summary of 
the present status of this and other dockets pro- 
posing increase in rates was presented by F. M. 
Ducker, traffic manager of the association. Fol- 
lowing a discussion of the various phases the 
bureau of transportation was authorized to take 
adequate steps to protect the industry in this 
region when the subject comes up for argument 
before the Interstate Commerce Commission. 

Logging Methods Described 

J. D. Mylrea, of the Thunder Lake Lum- 
ber Co., Rhinelander, Wis., and Al. Klass, of 
the Holt Lumber Co., Oconto, Wis., were dele- 
gates to the National Lumber Manufacturers’ 
Association directors’ meeting, held in Seattle, 
Wash., the latter part of July. Mr. Mylrea 
gave a very interesting report on logging oper- 
ations and logging methods as now current on 
the West Coast. His report was both interest- 
ing and instructive as to how some of the difficult 
logging propositions are handled in that section. 
Mr. Klass reported particularly on the trade 
expansion plans of the National Lumber Manu- 
facturers’ Association, as well as the plans of 
other associations, all of which seemed to indi- 
cate that the industry as a whole was becoming 
more “promotion-minded” than at any time dur- 
ing the past six or eight years. He indicated 
that there was a definite trend towards co-ordi- 
nated effort in the matter of advertising and 
direct promotional work. 


Discusses Robinson-Patman Act 


James F. Goodman gave a very instructive 
talk relating to the Robinson-Patman Act. 
Fundamentally he thought that the main object 
of the Act was to provide that all customers be 
treated alike. He pointed out that since pro- 
mulgation by the Supreme Court of the “rule 
of reason” in anti-trust cases some years ago, 
up to this time the question of whether re- 
straint or attempt at monopoly was unreasonable 
was a question to be determined in each indi- 
vidual case after applying that rule. 

He pointed out that this was an attempt to 
really get down to “brass tacks” by Congress 
making definite statements in the law as to what 
would be considered a violation. He called at- 
tention to the fact that under those sections of 
the present Act governing civil action the party 
cited is presumed to be guilty until he proves his 
innocence. It was his thought that prices could 
be increased or reduced at the will of the manu- 
facturer provided there was no discrimination. 
He pointed out that low prices below the cost 


of production were, in his judgment, banned un- 
der the Act. It was his opinion that the prices 
of competitors could be met but by no lower 
price than that of the competitor and that even 
then there was but a showing of complete justi- 
fication for the price reduction. 


Votes to Participate 


The association voted to participate in cer- 
tain promotional projects presented by the Na- 
tional association. Accordingly, such authori- 
zation was given, subject to the participation 
of other associations also interested in these 
projects. These are projects of the hardwood 
division of the National Lumber Manufactur- 
ers’ Association covering proposed trade ex- 
tension work in office furniture, and ship and 
boat building, and in casket manufacture. John 
W. McClure, secretary of the National Hard- 
wood Lumber Association, enthusiastically en- 
dorsed the promotional plans and felt that the 
hardwood division of the National association 
was giving a lot of constructive effort to bring- 
ing the merits of wood construction to the con- 
sumer. George N. Harder, president of the 
National Hardwood Lumber Association, ex- 
pressed approval of the plan of co-operation 
as adopted, and felt that the lumber industry 
should put just as much of its funds into promo- 
tional work as possible, as he felt that these 
efforts are worth much to the industry. 


Grading of Softwoods Discussed 


Al. Klass, chairman of the bureau of grades, 
said that there is currently more or less discus- 
sion relating to the grading of softwoods and 
the relationship between the competing grades 
of different softwoods. It was voted that the 
grading committee arrange to study the cur- 
rent commercial grading of softwoods, the char- 
acter of grade competition between woods, and 
to make such recommendations for or against 
changes in the hemlock grading rules as may 
be indicated by its study. The committee will 
also review the association mill inspection meth- 
ods and determine whether changes shall be 
made in the types of reports rendered to the 
association office, and to individual members. It 
was voted that the association would pay the 
expenses of this committee in this work. 

There was a discussion of grade marking 
covering northern white pine and the bureau oi 
grades was authorized to confer with repre- 
sentatives of the Northern Pine Manufacturers’ 
Association to determine whether it is feasible 
for the two associations to have a common as- 
sociation grade-mark for northern white pine 
grade-marked shipments. 


Railroads in Market for Ties 


It was reported that the railroads are going 
into the market this year early for a large sup- 
ply of ties. One of the roads is offering ten 
cents more per tie than last year. Others have 
not announced their prices as yet, but are ob- 
taining figures on the estimated production of 
the region. 

Secretary O. T. Swan, with aid of charts, 
gave a very interesting talk concerning the 
relation of stocks, production and shipments, not 
only in this association, but as relating to com- 
petitive woods in other regions. His report in- 
dicated that so far as this region is concerned, 
hased on the expected demand, stocks of both 
softwood and hardwood are in a healthy con- 
dition. 

Dinner and Fun Making 


In the evening, following the regular busi- 
ness session of the association, a dinner was 
held at the Blaney Park Inn. M. J. Fox, of the 
Von Platen-Fox Co., acted as toastmaster, and 
in his inimitable way, conducted a program 
that kept the group engaged until a late hour. 
Mr. Fox called upon different members and 
developed the fact that there were a number ot 
good story tellers in the group. 
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Southern Producers Protest 


Steel-Roof Freight Cars 


Of considerable interest to the lumber trade 
is this report of the outcome of a meeting of 
the Southern Lumber Manufacturers’ Ex- 
change, made up of small and medium sized 
mills in Mississippi and Alabama, which was 
held at Columbus, Miss., on Aug. 11 for the 
purpose of “taking steps to correct the detri- 
mental effect of steel-roofed freight cars upon 
their shipments of lumber.” At urgent request 
of a number of shippers of southern pine lum- 
ber the call for this meeting was issued by 
Walter Vanlandingham, Chicago wholesaler, 
which call stated the purpose of the meeting 
in part as follows: 


The purpose of the meeting is to adopt 
measures to gain you necessary relief from 
claims and complaints resulting from lum- 
ber which becomes crooked and twisted while 
in transit, due to improper equipment fur- 
nished by the railroads. Every summer, since 
the advent of the _ steel-roof freight car, 
shippers of southern pine lumber have been 
penalized by this unjust condition. From 
careful investigation we know it to be a 
fact that during the intense heat of the 
summer period, lumber which is as straight 
as a die when loaded at the mill will often 
become seriously damaged when transported 
in a steel-roof freight car, by the time it 
reaches destination. As a result the shipper 
is not only forced to allow heavy claims 
which cost him real money, but incurs addi- 
tional business losses because this condition 
creates displeased and dissatisfied customers 
and frequently the loss of good customers. 
There is no reason why it should be allowed 
to continue. 


At the meeting held on the above date, action 
was taken as set forth in following copy of a 
letter which was ordered sent to the president 
of every railway company which furnishes roll- 
ing equipment to the lumber-producing mills of 
Mississippi and Alabama: 


At a meeting of the Southern Lumber 
Manufacturers’ Exchange held at Columbus, 
Miss., on Aug. 11, for the purpose of taking 
steps to correct the detrimental effect of 
steel-roof freight equipment upon their ship- 
ments, following resolution was unanimously 
adopted: 


“Resolved: That Middleton L. Wootten, 
general manager of the Southern Lumber 
Manufacturers’ Exchange, is hereby author- 
ized and empowered to act as our represen- 
tative with instructions to contact the rail- 
roads serving our plants and secure for us 
proper freight equipment for the safe trans- 
portation of our product.” 

In accordance with the above resolution 
we call your attention to a condition which 
has inflicted a severe penalty upon manu- 
facturers of southern pine lumber since the 
introduction of the steel-roof freight car. 


Damage Caused at All Seasons 


We now respectfully notify you that “steel- 
roof freight cars, unless they are sealed with 
wooden roof lining, are improper equipment 
for the safe transportation of pine lumber 
during the hot summer period. Every sum- 
mer since the coming of steel-roof freight 
cars our shippers have been compelled to 
pay heavy claims to their various customers 
because of the fact that much of their lum- 
ber would become crooked and twisted in 
transit, due to the intense heat created by 
this type of equipment. It is invariably the 
case that lumber loaded nearest the steel 
roof develops the greatest percentage of 
crooks and twists. We have made it a point 
to thoroughly investigate many of these 
claims and have determined to our own satis- 
faction that lumber, perfectly straight when 
loaded, will often arrive at destination seri- 
ously damaged by becoming crooked, warped 
and twisted when transported in an unpro- 
tected steel-roof freight car. 

We further advise you that during the 
cold winter period moisture condenses on the 
ceiling of steel-roof freight cars and that 
the constant dripping of this moisture upon 
the lumber while in transit causes serious 


damage thereto, especially to the 
grades. 

This condition has not only cost southern 
pine lumber shippers a tremendous amount 
of money, but it has inflicted the additional 
penalty of displeased and dissatisfied cus- 
tomers and in many instances the absolute 


loss of good customers. 


Facts Should Lead to Remedial Action 


We appreciate the fact that you must first 
be apprised of our needs before you can pro- 
vide for them. We feel confident that it is 
your desire to properly discharge the obliga- 
tion you assume when you accept lumber 
shipments. We are, therefore, acquainting 
you with this situation, believing that you 
will take immediate steps to correct and 
remedy this intolerable condition, and that 
you will make arrangements at once to fur- 
nish freight equipment which will transport 
pine lumber safely and without damage, to 
the destination markets. 

A letter identical with this has been sent 
to the president of each railroad serving our 
shippers in the States of Mississippi and Ala- 
bama. To you individually, and to the afore- 
mentioned railroads collectively, we respect- 
fully request and insist that you furnish 
wooden-roof freight cars, or freight cars pro- 
tected with inside wooden lining, for lumber 
movement. 


Railroads Will Be Held Responsible 


We believe that you will willingly provide 
the type of equipment essential to the safe 
transportation of our product, now that we 
have advised you of the necessity. However, 
and in order to properly protect our inter- 
ests, this letter serves formal notice that in 
the event you do not provide equipment pro- 
tected with insulation to a degree which will 
insure the safe transportation of our goods, 
we will hold the originating railroad re- 
sponsible; and in the event we are compelled 
to allow any claims on account of our lum- 
ber being damaged in transit, we will pro- 
ceed to collect the extent of our damages 
from the negligent railroad. 

We anticipate your full co-operation and 
favorable response and request a prompt 
reply to this letter. 

In this connection, mention should be made 
of the efforts being put forth by the National 
Association of Commission Lumber Salesmen 
to help rectify the conditions complained of. The 
campaign conducted by that association has met 
with some success, as evidenced by the fact that 
the Baltimore & Ohio Railroad had issued in- 
structions that cars coming into its shops for 
repairs, that are not properly lined with wood 
underneath the roof, must be so treated before 
being put back into service. 


To Press Redwood Bark Into 
Boards, Insulation 


Fortuna, CALir., Sept. 5.—A new industry, 
utilizing redwood bark in the manufacture of a 
hard, substantial board, said to be suitable for 
panels, insulation and the making of various 
containers, will be in operation in this city 
within a few months. A site, just east of the 
E. J. Dodge Co.’s lumber yard, south of this 
city, has been acquired, and it is expected that 
the factory to be constructed will be ready for 
operation on or before the first of the coming 
year. 

A. D. Bowen, engineer, of Salem, Ore., who 
for a number of years was engaged in the 
manufacture of paper at Bellingham, Wash., 
has experimented with redwood bark and has 
developed a process whereby the bark is pressed 
into a substantial board, suitable for panels, in- 
sulation and box making. The raw material, he 
said, will be .obtained from the nearby logging 
camps and hauled by trucks to the new plant. 
Plans call for the first output of the factory 
to be confined to creation of burial cases. 


upper 
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September says, 


“Tell Them To Prepare Now 
For Chilly, Damp, Blustery 
Days.” 


HIS is the time for home own- 

ers to make needed repairs and 
tighten up their buildings before 
the colder, damp winter season 
breaks upon them. You can help 
your sales by suggesting SISAL- 
KRAFT and by pointing out how 
this tough, strong, wind and water- 
proof building paper will make 
their buildings more snug and 
healthful under all weather con- 
ditions. SISALKRAFT’S §tough- 
ness and strength makes it an ideal 
building paper because it can be 
handled rough—without danger of 
its tearing, ripping or puncturing. 


The protection idea, properly 
promoted, not only sells SISAL- 
KRAFT but it also helps the sale 
of other products which you stock. 
You will profit if you will suggest 
SISALKRAFT now for the follow- 


ing types of protection: 


HOME BUILDING. Over sheathing, 
under hardwood floors, under prepared 
roofing. SISALKRAFT wraps up and 
protects what is perhaps the most im- 
portant investment of a lifetime. 


GENERAL HOME USES: Lining attics 
and covering basement ceilings for con- 
version into useful rooms. Lining 
garages and coal bins, closing in sum- 
mer homes, protecting shrubs, curing 
concrete sidewalks, drives. 


FARM USES. For building temporary 
silos. Lining chicken houses, dairy 
barns, grain bins and hog houses. Con- 
verting screen doors into storm doors, 
covering farm machinery, as haystack 
covers—and a host of equally practical 
protection uses that will profit you. 


Write us for samples, price 
lists and full information. 


THE SISALKRAFT CO. 


205 West Wacker Drive — CHICAGO 


NEW YORK SAN FRANCISCO 





Reg. U. S. Pat. On. 
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Associations’ Plans and Activities 


COMING MEETINGS 


Sept. 17—West Side Hardwood Club, Pine Bluff, 
Ark. 
Sept. 17-18—National Hardwood Lumber Associa- 


tion, Hotel New Yorker, New York City. An- 
nual. 

Sept. 17-18—National Wholesale Lumber Distribut- 
ing Yards Association, Hotel New Yorker, New 
York City. Annual, 


Sept. 22—Southeastern Hardwood Manufacturers’ 
Club, Hotel Mayflower, Jacksonville. 

Oct. 5-7—Lumber Industry Conference on Trade 
Relations, Drake Hotel, Chicago. Joint con- 
ference of representatives of associations of 
lumber manufacturers, retailers, wholesalers 
and commission salesmen, to consider the 
Robinson-Patman Act, and other matters of 
interest to the lumber industry. 


Oct. 5-9—Twenty-Fifth National Safety Congress 
and Exposition, Atlantic City, N. J. Sessions 
held in Atlantic City Auditorium and Chelsea, 
Ritz-Carlton and Ambassador Hotels. The 
Wood Products Section meets at 2 p.m. Oct. 


5 in Room No. 2, second floor of Auditorium. 


Oct. 7-10—Pacific Logging Congress, Eureka, Calif. 
Annual, 


Jan, 19-20—Canadian Lumbermen’s 
Mount Royal Hotel, 


Feb 2?-5—Michigan 
sociation, Civic 
Mich. Annual. 

—_—_—_—_—_—_—_ 


Lumber Industry to Confer on 
Trade Relations 


Wasuincton, D. C., Sept. 8—In Chicago, 
Oct. 5 and 6, at the Drake Hotel, will meet rep- 
resentatives of lumber manufacturers, wholesal- 
ers, retailers and commission lumber salesmen 
to consider the provisions of the Robinson-Pat- 
man anti-price discrimination law, with view to 
reaching understandings as to its applications to 
lumber industry distribution practices which 
may be concurred in by the lumber trade and 
jointly recommended as desirable trade practice. 

This law has been described as the most con- 
troversial piece of legislation enacted by any 
Congress. Originally designed to curb alleged 
evils in purchases by chain stores, the bill as 
enacted became a drag-net affecting the distri- 
bution practices of practically all industries en- 
gaged in interstate commerce. 

Following this two-days’ meeting, a third day 
—Oct. 7—has been set aside for a discussion by 
the various branches of the industry of other 
industry matters of joint interest. 

These meetings will be held under the auspices 
of the Lumber Industry Conference on Trade 
Relations, of which George W. Dulany, Jr., 
Chicago, is chairman. This committee was ap- 
pointed in 1935, and is composed of representa- 
tives of the National Lumber Manufacturers’ 
Association, the National Retail Lumber Deal- 
ers’ Association, and the National-American 
Wholesale Lumber Association. 


Association, 
Montreal, Que. Annual. 


Retail Lumber 
Auditorium, 


Dealers’ As- 
Grand Rapids, 





To Discuss Accident Prevention in 
Wood Products Industry 


Attantic City, N. J., Sept. 7—In the At- 
lantic City Auditorium, largest building of its 
kind in the world, and in the three headquarters 
hotels—the Chelsea, the Ritz-Carlton and the 
\mbassador—will be held the 150 sessions of 
the 25th National Safety Congress and Exposi- 
tion, Oct. 5-9. Meetings will be attended by ap- 
sroxinately 12,000 delegates, and nearly 400 
speakers will emphasize accident prevention in 
various fields. Of special interest to members 
of the lumber industry will be the session de- 
voted to the Wood Products Section, beginning 
at 2 p. m., Monday afternoon, Oct. 5. in Room 5, 
second floor of the Auditorium. This session 
will be featured by an address on “Point of 
Operation Guards in the Wood Products Indus- 
try,” by O. C. Boileau, safety engineer RCA 
Manufacturing Co., Camden, N. J., followed by 
a panel discussion of the subject. 

General chairman of the Wood Products Sec- 
tion is J. A. Purdy, Michigan Mutual Liability 
Co., Detroit; vice-chairmen—Harry J. Kelley, 


American Seating Co., Grand Rapids, Mich.; 
William Hagerty, Edward Hines Western Pine 
Co., Hines, Ore.; secretary—M. C. Goodspeed, 
General Electric Co., Erie, Pa. 

Further details regarding the coming meeting 
may be obtained by addressing the National 
Safety Council, 20 North Wacker Drive, 
Chicago. 





Oak Flooring Manufacturers Study 
Price-Discrimination Law 


Mempuis, TENN., Sept. 8.—About fifty mem- 
bers of the National Oak Flooring Manufactur- 
ers Association met on Monday, Aug. 31, at 
the Hotel Peabody for the purpose of hearing a 
discussion of the Robinson-Patman Act concern- 
ing price discrimination. John Exby, local at- 
torney for the association, addressed the meet- 
ing, and answered many questions. 

One question was whether a manufacturer is 
required to name the same price to different 
dealers located in the same city. “In order to 
prevent a charge of discrimination,” said Mr. 
Exby, “the only safe course for a manufacturer 
to pursue is to name the same price to all retail 
dealers located in the same city. The Act for- 
bids discrimination where the effect may be to 





Likes Our Plans 


“We highly compliment you 
folks on the house plans you are 
publishing in the American Lum- 
BERMAN. They are very practic- 
able and greatly appreciated by 
the retail dealers in this section of 
the country. They alone are easily 
worth the price of the magazine.” 


J. A. Coates, secretary-treasurer, 
Northeast Missouri Lumbermen’s 
Association, Moberly, Mo. 





lessen competition or tend to create a monopoly, 
and it would be very easy for a dealer to show 
such discrimination if the same price for the 
same articles were not chargd.” 

Mr. Exby said that the Act prohibited retail 
dealers from selling below cost where it is done 
for the purpose of destroying competition or 
elimination of a competitor. 

The meeting was called by President B. A. 
Mayhew, of the Fordyce Lumber Co., Fordyce, 
Ark., so members would be familiar with the 
provisions of the Act. Ralph E. Hill, Memphis, 
is secretary-treasurer of the association. 





Timber Scalers Hold Congress 


Quesec, P. Q., Sept. 7—Thomas Maher was 
elected president of the Quebec Scalers’ Asso- 
ciation at the annual congress held here. He 
succeeds B. J. Gurein. Over 150 delegates at- 
tended the convention, in the Parliament Build- 
ings, where Hon. Oscar Drouin, Minister of 
Lands and Forests, addressed them, asking their 
co-operation with his department. 

At the business session it was decided to send 
two men to Europe to study methods used by 
timber scalers there. A committee will also be 
formed to study means of forming a timber 
scalers’ association. Officers elected were: 

President—Thomas Maher. 

Vice-president—Mr. Prince. 

Séecretary—tTheo. Lessard. 

Directors—Phildine Dumais, Emile Paquet, 
Jules Ferland, Arthur Robin, Antoine Hebert, 
Aristide Richot. Louis D. Bertrand, Paul For- 
tier and J. Brisson. 


Pacific Logging Congress Program 
Outlined 


San Francisco, Cauir., Sept. 5—Carl Bahr, 
president of the California Redwood Associa- 
tion, will present the address of welcome, Oct. 
7, at the 27th session of the Pacific Logging 
Congress to be held in the redwood region at 
Eureka, Calif., Oct. 7-10. Fred B. Brown, B. 
& K. Logging Co., Vancouver, B. C., will give 
the response, followed by an address by E. P. 
Stamm, president of the Pacific Logging Con- 
gress, and report by A. Whisnant, secretary 
of the congress. 

The highlight of the four-day meeting will 
be the log bucking contest for the world’s 
championship. 

The principal speaker of the meeting will be 
Carlile P. Winslow, Forest Products Labora- 
tory, Madison, Wis. His subject will be “The 
Future of Lumber.” 

The program includes demonstration and 
discussion of all types of logging practice, such 
as tractor and truck logging, and falling and 
bucking. Field trips will be made to mills and 
camps of the district. 

Entertainment for the ladies is under the 
direction of Mrs. Gordon Manary, wife of the 
woods superintendent of the Pacific Lumber Co. 

A banquet concludes the session. 





Dates Named for Michigan Annual 


LansiInGc, Micu., Sept. 8.—The 48th annual 
convention of the Michigan Retail Lumber 
Dealers’ Association will be held in the Civic 
Auditorium, Grand Rapids, on Feb. 2-5 next, 
according to announcement of Secretary Hun- 
ter M. Gaines. All exhibits will be on the first 
floor of the Civic Auditorium, while the busi- 
ness sessions will be held in a large auditorium 
reserved for that purpose on the second floor. 
The convention headquarters and the social 
functions will be in the Pantlind Hotel, which 
is connected with the auditorium by a tunnel. 

_—_—_—_—_— 


Appoints Director of Information 


San FRAncisco, CALIF., Appoint- 
ment of J. Dwight O’Dell as director of infor- 
mation of the California Redwood Association 
has been announced by Carl W. Bahr, president 
of the association. Mr. O’Dell has been in close 
contact with the industry for several years. He 
will inaugurate a new department with the as- 
sociation. 





Organize New Lumber Association 


Repwoop City, Cautr., Sept. 5—Organized as 
a non- -profit corporation, the Peninsula Lumber- 
men’s Association was recently set up, with 
headquarters at 2194 Broadway, this city. The 
purpose of the organization is to stabilize and 
protect trade conditions in the lumber, building 
material and millwork business in the peninsula 
territory south of San Francisco. 

The directors are Z. T. Thorning, Redwood 
City; Dale France, Palo Alto; Rav Peil, Moun- 
tain View; W. Anderson, San Mateo; Fred 
McNulty, San Bruno; Hugh H. Smith, Daly 
City, and Alvin Hatch, Half Moon Bay. 


To Attend Hardwood Annual in East 


Mempuis, TENN., Sept. 8.—Efforts to obtain 
a special car from Memphis for the National 
Hardwood Lumber Association convention in 
New York, Sept. 17 and 18, have not met with 
success, although a number of members will at- 
tend the convention. D. C. Johnson and Lee 
Kathan, of Tendal Lumber Co., Tallulah, La., 
will attend, as will C. C. Dickinson, E. Sond- 
heimer Co., Sondheimer, La.; C. W. Parham, 
C. W. Parham Lumber Co., Memphis; O. O. 
Emmons, Mississippi Valley Hardwood Co., 
Memphis, and others. 
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AMERICAN LUMBERMAN 


ANOTTY PINE 


“Paul Bunyan’s”’ Knotty CALIFORNIA PINE 


DESIGNER H. W. Henke, Wilmette, Illinois 


MILLWORK Kullberg Mfg. Co., Minneapolis, Minn. 


Knotty Pine is not restricted to Early American interiors. It is being used effectively in 


a wide range of architectural styles by progressive designers and these applications are sanctioned by 


discriminating architects and builders. 


"Paul Bunyan's CALIFORNIA PINE (soft ponderosa) is being widely used for knotty pine 


installations and is carried as a standard item in the Red River price list. Selected commons are run to pattern 
either standard or buyer's specification. The patterns in Technical Bulletin No. 5 and the Knotty Pine Books published 


by the Western Pine Association may be ordered by number. 





AVAILABLE IN RED RIVER MIXED CARS 
Lumber, Mouldings, Cut Stock, Plywood Panels 


“Producers of White Pine for Over Half a Century” 


The RED RIVER LUMBER CO. 


Mill, Factories, General Sales, WESTWOOD, CALIFORNIA 


SALES OFFICES: 


360 N. Michigan Ave. 315 Monadnock Building 807 Hennepin Avenue 702 E. Slausen Ave. 
CHICAGO SAN FRANCISCO MINNEAPOLIS LOS ANGELES 


1851 Grand Central Terminal, NEW YORK CITY. 
DISTRIBUTING YARDS 


CHICAGO MINNEAPOLIS LOS ANGELES RENO 
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Roofing Profits 
for YOU... 


ABESTO enables you to land those 
profitable extra sales on the basic ma- 
terials for built-up roofing, recoating 
and repairing. Customers like ABESTO 
because it’s so easy to use—SIMPLY 
BRUSHED ON COLD—and it gives 
cheaper, quicker, easier and better 
roofing jobs. Our free demonstration 
panel helps you to make sales. Let 
us tell you about the profits other 
dealers are earning on ABESTO. Write 
TODAY tor information and prices. 


Abesto Mfg. Co. 


Michigan City, Indi ana 











FOR 





Doors USE STANLEY HARDWARE 


In 1936, with this slogan, Stanley 
is advertising to your customers 
their complete line of hardware 
for all types of doors. Write for 
your copy of the 32 page booklet. 


THE STANLEY WORKS 
New Britain, Connecticut 








Bird Houses 









Dependabie”’ 
Satisfy Every 


Farmer 

















There's the best oppor- 


tunity this year you've 
ever had to sell Mattson 
Temporary Silos. Winter feeding 


is going to be a serious problem 
tor many farmers. Grains 
are short but continued 
rains are increasing the 
available supply of en- 
silage = 
Don't delay! Send today Ff 
for dealer literature on 
Mattson Temporary Silos 


and Portable Corn Cribs. Siiteemee 


Se eiteernatanannt iit ity 


Mattson. Wire and Mty. Co. — 


Sees, 8 *2°°° ILLINOIS 








Boys Can Build 





Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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Second Half Century of Service 


Atcotu, S. C., Sept. 7—To have served a 
large, important and constantly growing clien- 
tele satisfactorily for more than half a century 
is a record of which any concern may well feel 
proud, particularly when in serving that clientele 
it has supplied materials that have helped to 
build homes, school-houses, hospitals and pub- 
lic institutions of all kinds, and has played an 
important part in helping to develop the higher 
living standards and better working conditions 
that characterize the United States; but it is 
even more notable when that concern can as- 
sure its trade that after this more than half a 
century of service it is now better equipped 
than at any time in its history. With this splen- 
did record of achievement of more than fifty 
years behind it D. W. Alderman & Sons Co., 
of Alcolu, recently has completed the rebuilding 
of a substantial portion of its plant that had 
been destroyed by fire, and in this rebuilding 
has installed improved equipment that makes it 
possible for the company to assure its trade 
with absolute certainty of even better service in 
future than it was possible to render before. 

The Alderman saw mill was overhauled and 
brought completely up to date quite recently, 
and now, following the destruction of its rip 
mill and its storage sheds by fire, this part of 
the plant has been rebuilt and once more is in 
full operation. Storage sheds, warehouse, rip 
mill and about five million feet of lumber were 
destroyed in a fire that attacked the plant last 
March. The ashes were hardly cold from this 
disastrous fire when plans were under way for 
rebuilding on lines that would materially in- 
crease the efficiency of the plant and enhance 





planned so as to keep the product moving as 
nearly as possible in a straight line, similar to 
the assembly line in an automobile plant. The 
new storage sheds and warehouses recently com- 
pleted give the company unexcelled storage and 
shipping facilities and enable it to render a 
service that is highly appreciated by buyers 
who desire a quality product that they can feel 
sure will reach them in good condition. 

The heart of any lumber manufacturing plant, 
of course, is its sawmill. Unless that func- 
tions speedily and accurately, all other phases 
of refining the product are delayed. Among its 
comparatively recent improvements the Alder- 
man company has installed Filer & Stowell 
electric set-works and Prescott air-dogs on its 
carriage, assuring for the band rig maximum 
production and complete accuracy. Among 
other improvements recently installed is an 
Allis-Chalmers electric turbine that supplies a 
surplus of power and assures continuous, full 
speed, smooth operation of the various machines 
in the planing mill, rip mill and flooring plant, 
all of which are electrically driven. 

It was the good fortune of a representative 
of the AMERICAN LUMBERMAN to have an op- 
portunity to personally inspect the Alderman 
company operations and see at first hand just 
what has been accomplished in bringing this 
plant up to a high state of efficiency, and he 
came away impressed with the fact that 
here buyers of quality lumber, flooring etc., 
could be assured of having their wants ade- 
quately, promptly and satisfactorily supplied. 

D. W. Alderman & Sons Co. manufactures 


4/4 and 5/4 kiln-dried yellow pine; 4/4, 5/4, 


Partial view of modernized plant of D. W. Alderman & Sons Co. Alcolu, S. C. 


the reputation of the company for prompt serv- 
ice. One of the important products of this 
great plant is end-matched flooring—rock gum, 
oak and pine. In fact Alderman’s rock gum 
flooring has attained a national reputation and 
stands high in the favor of architects, contract- 
ors, dealers and builders everywhere. And this 
favorable reputation extends also to its oak and 
pine flooring. When the fire compelled the clos- 
ing of the plant in March the company had on 
its books orders for approximately three-quar- 
ters of a million feet of flooring. No higher 
tribute could be paid to the standing of a com- 
pany and its products than was demonstrated 
in the fact that practically every foot of this 
business was allowed by the buyers to remain 
on file, so that when the new plant began opera- 
tions recently it did so with large order files. 
The rip mill is one of the most important 
units in the Alderman plant, for here the lum- 
ber comes from yard and kilns to be properly 
and scientifically edged, trimmed, graded and 
assorted. In the rebuilding the plant was de- 
signed to give a maximum amount of light, 
ventilation and storage room, and further, was 


6/4 and 8/4 air-dried genuine Tidewater Red 
Cypress (Coastal type); 4/4 air-dried tupelo 
gum, red gum, steamed sap gum; soft maple, 
poplar and ash. It makes a specialty of end- 
matched flooring in rock gum, pine and oak, 
and ships in straight or mixed cars. With plan- 
ing mill and flooring mill completely equipped 
with modern high-speed machines (it is a fas- 
cinating sight to watch the lumber go through 
those machines at incredible speed and emerge 
as smooth and satiny as a kitten’s ear) end- 
matchers, single and twin band resaws, and 
with modern Moore cross-circulation, reversi- 
ble dry kilns, one could hardly think of an- 
other thing needed to complete an uptodate and 
efficient plant. 

After an inspection of the operation one can 
readily understand why the Aldermans are 
proud of this plant, of their record of more 
than fifty years of service; of their ability to 
give complete assurance of close, personal at- 
tention to every order; and the certainty they 
offer of even more excellent service and qual- 
ity than have characterized their previous long 
service to the trade. 
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THE LUMBERMAN POET 














Another Hand 


The roof has fallen in long, long ago. 

The rain it has not been, the winter snow. 

A heavier hand than theirs has borne it down, 
That never lightly bears, in woods or town. 


Here once a lumber camp, one roughly hewed, 
Dared heat and cold and damp and solitude. 

Men built it brave and strong, the creek beside; 
Men build, but not for long, with all their pride. 


Men mortise pine to pine, nail board to board, 
As other men design with pen and sword. 
But when the task is done, the workers gone, 
Another worker, one, keeps working on. 


The house they boldly made is bold no more, 
The rafter has decayed, unhinged the door. 
They proudly watched it climb, the work of man, 
And then the hand of Time to work began. 


We See b' the Papers 


It was decided not to play “Hail to the Chief” 
at the drouth conference President Roosevelt 
attended. It was rain they wanted. 


Do you remember ’way back when a new 
kind of postage stamp attracted attention? 


Chicago girl got 60 days for shoplifting two 
bathing suits. Seems to us that was a pretty 
small theft. If she had taken a couple of 
handkerchiefs, that would have been different. 


Just for a minute we were a little scared 
when we read that the Spanish rebels were ten 
miles from Toledo. 

We shall be in Toledo in October. Then we 
found it was a little Spanish town that was 
named after Toledo. 

We wish these Spanish armies wouldn't take 


towns any faster than we can learn to pro- 
nounce them. 


Trucker arrested for hijacking $3,200 worth 
of cigarettes. One of these coupon collectors 
probably. 

A conference of liberal leaders of all parties 
will be held in Chicago Sept. 11. We’re scared 
that it’s our money they plan to be liberal with. 


A Chicago furniture concern will sponsor a 
15-minute broadcast of descriptions of missing 
persons. 

This is the height of something, we are too 
mad at the minute to think of a really good 
name for it. 

Might serve a useful purpose in helping the 

Republican national committee locate some 
missing Republicans. 
_ The Literary Digest advertises that one of 
its experts knows the Near East as he knows 
his home town. You know how well the aver- 
age man knows his home town. 


We used to ask people in Dayton and Toledo 
to tell us all about Paul Laurence Dunbar, but 
we never could find anybody who knew he ever 
lived there or worked there even. 


Scientists have found dust in the Milky Way. 
aig didn’t think adulteration had reached that 
ar. 

Now it is denied that King Edward was 

ducked from a boat—not that he is the kind of 
chap who would care anyway. 
_ Prof, Walter B. Pitkin is building an ark up 
in the mountains. He still believes that Life 
begins at Forty but you can’t tell what may hap- 
pen after election. 

Personally, we think the professor is pretty 
smart. It is much easier to have your ark on 
top of Ararat in the first place than to go sail- 
ing around looking for it. 

It seems that our 1937 deficit will be only 


$2,096,996,300, after all, and what’s $2,096,- 
996,300? 

Which will remind everybody at once what 
Dad said when Sonny asked him what a mil- 
lion dollars was. 


The rebels claim four-fifths of Spain. A 
real good national committee would have 
claimed all of it. 

Some darned Republican must have thought 
up the Maine election. 

After all, elections are decided at the polls, 
not in the polls. 


Politics makes strange bedfellows, especially 
with so many fellows changing beds. 


As we understand it, the only honest wealth 
is inherited wealth. You just couldn’t help it. 


Speaking of California, we shall be doing that 
very thing in California in November. 


An island may be a small body of land com- 
pletely surrounded by water, but a mountain 
is your desk when you get back from a vaca- 
tion. 

John L. Lewis may be all right, but we 
wouldn’t pick him as a delegate to a peace con- 
ference. 

Two more months and there won’t be any- 
thing on the radio but radio programs. 


No one seems to have thought yet of bring- 
ing the farms to town and using them for park- 
ing space. 

A politician is a fellow who coaxes you to 
vote for him and then sends you a bill for 
doing it. 

President Roosevelt suggested to Governor 
Landon that he use the Presidential yacht, but 
he never saw Big Thompson canyon. 


We are afraid that if Mr. Landon is elected 
the vacation season in Washington is only 
starting. 


Between Trains 


Detroit, Micu.—We have attended a good 
many national conventions of the service clubs, 
but it seemed today that the fellowship at. the 
National Exchange Club convention was more 
evident than ever before. They slapped you 
on the back, smiled as if they couldn’t help it— 
men from Massachusetts and Texas and Minne- 
sota and California, and all noints between. Salt 
Lake City had twenty Exchangeites present, 
and won the mileage cup, but there wasn’t a 
region unrepresented. 

The whole thing wound up with an Auld Lane 
Syne luncheon this noon, and most appropriately 
we ran into Charlie Bowen, who used to 
one of us lumbermen but is now secretary of the 
Detroit and Michigan restaurant associations. 
Charlie is smarter than most of us. When 
the lumber business got bad he went into some- 
thing where you could eat your product. 


In Their Turn 


August—not forever ; 
September—for a mile; 
October—for a little, 
November—for awhile. 
We know we can not hold them, 
The months that flutter past, 
And yet we think of living 
As something that will last. 


Our childhood—not forever ; 
Our youth—for but a mile; 
Our manhood—for a little; 
And old age—for awhile. 
And yet, to be contented, 
Here’s all we need to learn— 
To live them to the fullest, 
And take them in their turn. 
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HE batter never knows what kind 

of a pitch the next one will be until 
it is delivered. But there is no uncer- 
tainty about what your next car of cy- 
press will be like if you specify Arrow 
Brand Tidewater Red Cypress. You 
can depend upon the same even tex- 
ture, the same precise manufacture and 
uniform appearance in every car you 
buy. The Arrow Brand trade-mark on 
every board or bundle guarantees you 
unvaried excellence. 


You can be just as certain of prompt 
delivery if you order your cypress re- 
quirements from the Florida Louisiana 
Red Cypress Company, whose five 
member mills produce more than one 
hundred million feet annually. 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
Jacksonville ...... Florida 














WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING =| 
CEDAR LINING 

















UMBER COMPA 
JACKSONVILLE. FLA. 


TIDEWATER 
RED CYPRESS 


TANK- AnD FACTORY GRADES 
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SAWN =O HAND RIVED SHINGLES 


HOLLEY-TER 














for identical mills for the corresponding period of 1935: 


TWO WEEKS: 

Softwoods: 

BOURMOTR PIE ccccccccccccccecececsccccecces 
WOGt Geass cccccceecce coe 
WE BONO. cccccccccscecececocessesessoee 
Ch DOPE cscsoceocsvesece a50006eee 
BOUEROTD CHPTERR. ccccccccescecccecesccevcces 
Northern Pine 


eee eee eee eee eee 


eee eee ee ee ee ee 


eee ee een eeeee 


Se CEs vce ccereceesenecdeeneasacé 


Hardwoods: 
Southern Hardwoods* 
Northern Hardwoods 


ee ee ee ee ee 


WOtRs TTS WOCES. cocccccceceseqnveseseocece 
Te Msusebeeskeseeetreoncenerenetess 


THIRTY-FIVE WEEKS: 
Softwoods: 

Southern Pine....cccccsceces 
Ct Ci creck deed esas hes eek bee eenenes 
WORE Belic ccccccsccccccscosscocescoceces 
California Redwo0d......ceseceees 
Pern Cee... secceoauceéoeseses 
PUOUEMOTR Teme cccccececoqeceosesceccececces 


eee ee eeeeee 


eee eee ee ee) 


Total Softwoods 
Hardwoods: 
Southern Hardwoods* 
Northern Hardwoods 


ee ee ee ee 


eee ee ee ee) 


ee ee 


Total Hardwoods 
Grand totals 


ee ee eee eee eee eee ee ee) 


*1935 figures not available, **Estimated. ftUnits of production. 
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National Production, Shipments and Orders 


Wasurncron, D. C., Sept. 8—Following is the National Lumber Manufacturers’ Association report for two weeks ended Aug. 29, and for 
thirty-five weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics 


a Production Percent Shipments Percent Orders Percent 
Mills 1936 of 1935 1936 of 1935 1936 of 1935 
103 59,441,000 114 61,228,000 106 65,561,000 123 
201 212,930,000 111 221,438,000 100 249,275,000 112 
113 169,184,000 108 141,264,000 121 142,982,000 135 
13 18,730,000 111 18,312,000 106 17,211,000 133 
11 5,837,000 121 5,619,000 112 4,660,000 138 
7 10,079,000 96 4,435,000 89 4,687,000 103 
16 4,032,000 134 3,400,000 103 3,045,000 117 
464 480,233,000 110 455,696,000 107 487,421,000 120 
817 20,767,000 Linis 18,623,000 _— 16,952,000 ye 
16 2,537,000 9s 3,692,000 120 3,043,000 114 
97 23,304,000 22,315,000 19,995,000 ooe 
545 503,537,000 478,011,000 507,416,000 
114 1,130,085,000 123 1,175,026,000 116 1,178,115,000 113 
200 3,667,455,000 159 3,604,607,000 141 3,573,380,000 135 
116 2,083,955,000 123 2,032,825,000 118 2,108,440,000 120 
13 301,290,000 135 287,100,000 116 285,677,000 112 
12 95,090,000 137 100,651,000 116 89,773,000 114 
7 88,018,000 96 78,623,000 81 73,481,000 86 
17 66,212,000 105 48,820,000 92 51,786,000 94 
479 7,432,105,000 138 7,327,652,000 127 7,360,652,000 124 
71t 263,473,000 See 278,819,000 ne 272,358,000 aoe 
17 80,720,000 131 69,652,000 118 68,557,000 107 
88 344,193,000 123** 348,471,000 124** 340,915,000 121** 
550 7,776,298,000 138** 7,676,123,000 127** 7,701,567,000 124** 


West Coast high relationship with last year due to 1935 strike. 





Calif. Retail Groups Charged 
With Illegal Practices 


San Francisco, Cauir., Sept. 5.—Declared 
by spokesmen for respondents to be “nothing to 
get excited about,” the suit recently filed by the 
Federal Trade Commission against six Califor- 
nia lumber dealers’ associations and organiza- 
tions, charging unfair restraint of competition 
and increasing of prices to the purchasing pub- 
lic, will be fought vigorously on the grounds 
there is no basis for the charges. 

The respondents include the California Lum- 
bermen’s Council, San Francisco; Coast Coun- 
ties Lumbermen’s Club, Watsonville; Northern 
Counties Lumbermen’s Club, Sacramento; Cen- 
tral Valley Lumbermen’s Club, Stockton ; Penin- 
sula Lumbermen’s Club, Redwood City; San 
Joaquin Club, Fresno, and their officers and 
councilmen, and members of these organizations 
who are dealers in lumber and building materi- 
als, having their places of business in more than 
a score of counties located principally in the 
northern and central part of the State. 

The charges against the groups are similar to 
those preferred against the Florida Building 
Material Institute. 

Declining to take the commission’s charges 
seriously, Alvin S. Hatch, Half Moon Bay lum- 
berman and chairman of the board of directors 


of the Peninsula Lumbermen’s Club, in a press 
statement, said: “There is no basis for the 
charges. Just the opposite, our organization has 
as its main purpose the protection of fair com- 
petition. It is simply a matter of getting to- 
gether for the benefit of trade and the better- 
ment and mutual protection of our industry.” 

Commenting on the formal announcement de- 
scribing the respondents as “so influential as to 
be able to control the flow of trade in lumber 
and building materials within, to, and from Cali- 
fornia,’ Morgan Doyle, attorney for the Cali- 
fornia Lumbermen’s Council, told the corre- 
spondent of the AMERICAN LUMBERMAN that the 
organizations represented only around ten per- 
cent of the retail lumber and building materials 
trade in California. He pointed out the or- 
ganizations were now being attack by the Gov- 
ernment for merely following practices similar 
to those the Government forced them to follow 
under the NRA Codes, and which are in accord 
with the State’s Unfair Practices Act. He said 
the group would vigorously oppose the commis- 
sion’s charges. 





THE LARGEST steam locomotives in the world 
are in operation in the United States. The 
boiler barrel of one of these locomotives, if all 
tubes and other obstructions were removed, is 
large enough to permit any standard automo- 
bile to be driven through with room to spare. 
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You can order Bradley-Miller time-tested Northern 
White Pine Frames—and Ponderosa Frames—in Mixed 
Cars with your other White Pine lumber needs. They're 
the same high quality, long life frames Bradley-Miller 


Also Direct Mill Shipments or Mixed Cars of Genuine 

— White Pine—Idaho White or Ponderosa Pine 
—Yellow Pine—White Spruce—Fir—Red Cedar Lumber 
and Shingles and all other Western Forest items. 


Specialists in Quality Box Shooks 
, BRADLEY - MILLER & COMPANY 


! Real 
“Old-Time” has always built. 
Michigan 
N 
White 4 
Pine a 
Frames 4 








BAY CITY, MICHIGAR 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WaSH., Sept. 9.—The 202 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the two 
weeks ended Sept. 5 reported: 

Production 223,820,000 


Shipments 225,057,000 0.55% over production 
Orders 251,436,000 12.34% over production 


A group of 202 mills, whose production re- 
ports for 1986 to date are complete reported as 
follows: 

Averase weekly cut for thirty-six weeks: 


ee ccccccccceccccccccccoccce 66,611,000 
TDSE cccccccccccccccccoscccccccs 104,981,000 


Ce eeeccccccccccccesesoces 111,910,000 

A group of 202 mills, whose production for 

the two weeks ended Sept 5 was 223,820,000 
feet, reported distribution as follows: 


Unfilled 

Shipments Orders Orders 

Rail ...... 93,973,000 103,372,000 125,860,000 
Domestic 

cargo.... 71,999,000 96,518,000 215,673,000 

Export - 29,540,000 22,001,000 85,592,000 

Local -. 29,545,000 pO ee eters 





225,057,000 251,436,000 427,125,000 

A group of 202 identical mills whose reports 

of production, shipments and orders are com- 

plete for 1935 and 1936 to date, reported as fol- 
lows: 


Aver. for 2 
wks. ended Aver. for 36 wks. ended 
Sept. ept. ept. 
5, 1936 5, 1936 7,1935 
Production 111,910,000 104,981,000 66,611,000 
Shipments 112,529,000 103,050,000 73,575,000 
Orders 125,718,000 102,553,000 75,442,000 





To Promote Connectors and 


Prefabrication 


Tacoma, WaAsH., Sept. 5.—Western Timber 
Structures, a corporation of Pacific Northwest 
lumbermen formed to exploit use of ring con- 
nectors and prefabricated units in timber con- 
struction, will be ready to start business by Oct. 
1, said Col. W. B. Greeley, of Seattle, man- 
ager of the West Coast Lumbermen’s Associa- 
tion, in a recent talk before the Tacoma Lum- 
bermen’s Club. The corporation’s immediate 
major objective, he added, will be to obtain 
contracts for production of all of the trusses to 
carry the roofs of the huge buildings planned 
for the San Francisco exposition of 1938. 
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Willapa Harbor Mills Busy on 
Export Ties 


RayMonb, WasH., Sept. 5.—Manufacture of 
railroad ties, which has been more or less dor- 
mant in this district for several months, is on 
the upgrade again, and cargoes are being assem- 
bled at the Port of Willapa Harbor docks for 
shipment to China, 

The ties are being cut by seven small mills 
operating in this vicinity, and are being assem- 
bled by the Cheney Lumber Co. It is under- 
stood here that the order totals approximately 
10,000,000 feet and will keep the mills operat- 
ing for some time. 

For several months, this district has enjoyed 
comparatively little railroad tie business. About 
a year ago, there was a thriving industry in 
this territory, with approximately 20 mills de- 
voting full time to tie production. The ties 
were shipped both by rail and by water. Rail 
business is still dull, but export tie trade is 
coming back strong, operators report. 


Faster Credit Service at No 
Added Cost to Subscribers 


Lumbermen’s Credit Association (Inc.), 608 
South Dearborn Street, Chicago, announces an 
improvement in its service to subscribers lo- 
cated beyond the territory that enjoys overnight 
delivery of regular mail from either the Chi- 
cago or the New York office. For some time, 
West Coast subscribers have been getting air 
mail service on Special Reports. Now, this 
service has been extended so that subscribers in 
practically every part of the country will re- 
ceive Special Reports on the day after they are 
mailed. While this means that the rate on 
postage to a very large number of subscribers 
will be doubled, the company has decided to 
absorb that burden itself, feeling that the im- 
proved service will eventually increase the num- 
ber of subscribers to a point where the added 
cost will be equalized. 


Western Hemlock to Be 
Studied, Promoted 


SEATTLE, WAsH., Sept. 5.—In line with its 
established policy of extending as aggressively 
as possible the market for Douglas fir, West 
Coast hemlock, western red cedar and Sitka 
spruce, the West Coast Lumbermen’s Associa- 
tion announces that it will make an intensive 
survey of the market possibilities for West 
Coast hemlock. The survey will be made by 
T. J. Torkelson, under the direction of C. J 
Hogue, director of .the association’s trade ex- 
tension bureau. 

As logging reaches higher levels, Mr. Hogue 
said, a larger proportion of hemlock is found. 
As a result the relative production of fir 
and hemlock is changing in many operations, 
the proportion of hemlock increasing and that 
of fir decreasing. At present, 12 to 15 percent 
of the total production is hemlock, with the 
prospect that this percentage will be doubled 
in the next five to ten years, while fir will 
show a corresponding decrease. 

In seeking new markets and new uses for 
hemlock, it is not the thought of the associa- 
tion to enter into competition with fir, or to dis- 
place it. Rather the association, Mr. Hogue 
said, believes that both woods will benefit by 
the investigation. 

In making the survey, two distinct steps will 
be taken. One will be a careful study of hem- 
lock production; the other a determination of 
the market territory most suitable for hemlock, 
and the uses and items in which hemlock will 
be most satisfactory. The association, knowing 
that hemlock is a superior species, believes it 
is destined to enjoy greater popularity among 
the trade as its admirable qualities and advan- 
tages become better known. 

Mr. Torkelson, who will assist Mr. Hogue 
in the survey, comes to the association with a 
background which qualifies him eminently for 
the investigation. He is a graduate of the 








University of Washington College of Forestry 
and has had extensive experience in all phases 
of lumbering—logging and manufacture, and in 
laboratory work for the United States Forest 
Service. More recently he has been engaged 
in selling and sales promotional work in the 
ae States, representing Northwest 
mills. 


Cuts Kamiah White Pine 


SPOKANE, WasH., Sept. 5.—The Uhlenkott 
sawmill will soon begin a cut of several hun- 
dred thousand feet of white pine lumber for 
the White Pine Lumber Co., of Orofino, which 
is an extensive producer of this pine for match 
blocks in the Clearwater timber area. This is 
the first time, it is believed, that any white pine 
has been cut in the Kamiah area. 
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Predicts Active Battery 
Separator Demand 


ABERDEEN, WasH., Sept. 5.—Several plants 
for manufacturing storage battery separator 
plates from fir lumber will be established on 
Grays Harbor during the next few years, J. R. 
Dalen, manager of the Dalen Manufacturing 
Co., predicted i in a recent talk before the Aber- 
deen Chamber of Commerce. He said that the 
output of his own plant would not begin to sup- 
ply the demand, and that establishment of 
other factories would help rather than impair 
his business. Mr. Dalen has increased the out- 
put of his plant to 150,000 separator plates 
daily. He intends to investigate use of fir and 
other local timber in the manufacture of vene- 
tian blinds and other products. 





Moore’s Low-Cost Cross-Circulation Kiln, 
Wood Construction, for small or medium-size 
mills having short timber supply. 





LARGE HOLDING AND 
DRYING CAPACITY 
* 


FAST REVERSIBLE 
AIR CIRCULATION 





LOW-COST WOOD ONE-BELT DRIVE TRACKS ON GROUND 
FRAME CONSTRUCTION ONLY ONE! LOW HANDLING COST 
ad > a 


OPERATES BY SMALL 
STEAM ENGINE 


EXHAUST FROM ENGINE 
UTILIZED TO DRY LUMBER 


ENGINE 





TIGHT-PILED LOADS 
NO “FLUES” 


UNIFORM DRYING ON 
LOW TEMPERATURES 








Moore’s Cross-Circulation Kiln is adapt- 
ed to the needs of the Small or Medium- 
Size mill having short timber supply. 


It is a low-cost kiln, using wood frame 
construction.. Tracks are on ground 
level; there is no excavating, no plat- 
form docks. 


The famous Moore Cross-Circulation 
Fan System can be operated by steam. 
engine, and exhaust from this engine 
turned into heating coils to help dry 
the lumber. Fast, reversible air circu- 
lation gives uniform drying on low tem- 
peratures; tight, edge-to-edge piling 





MOORE | 


OVER 1000 MOORE REVERSIBLE eo CROSS-CIRCULATION KILNS_IN USE 











gives large holding and drying ca- 
pacity. 


Metal equipment may be dismantled 
and moved to a new location as easily 
as other sawmill equipment, when mill 
cuts out. 


Let us send you full particulars NOW. 
No obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns & Veneer Dryers 
JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 


KILNS | 
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NORTHERN WOODS 


LLL Ni 


KNEELAND - McLURG 


‘*‘KORRECT BRAND” 


HARD MAPLE FLOORI N G 


AND BIRCH 


has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain “Korrect Brand” reputa- 
tion guarantees this superiority. 




















Try a car now and always be 
a “Korrect Brand" customer. 


S Kneeland - McLurg Flooring Co. 
PHILLIPS, WISCONSIN 


a = a 


orthern Hardwoods 9 
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= 
}\NEIDMAN LWMBER COMPANY | 
M aN. TROUT CREEK. MICH § 


FLOORING 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


JIWWELLASS 


LUMBER COMPANY 


AMERICAN 





MAaAm™~m VF Ao TYRER S 
MENOMINEE MICHIGAN. 





YO U matin FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
17 WELL BALANCED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 








Western Pine 1936 Grading 


Rules 


The Western Pine Association has published a 
revised edition of its Standard Grading Rules 
for ponderosa, sugar and Idaho white pine, 
larch, Douglas fir, white fir, Engelmann spruce, 
incense cedar and red cedar lumber. These rules 
are effective as of Sept. 1, 1936, and supersede 
all previous issues. The new edition includes the 
changes approved by the association’s grading 
rules committee. Two pages have been added 
which show illustrations of WPA grade, trade 
and species marks and give information pertain- 
ing to their use. The rules are published in 
pocket size as before and may be had at 15 
cents per copy either from the association or 
from the AMERICAN LUMBERMAN. 


Redwood Chest Forms "Cor- 
nerstone" at Golden 
Gate Fair 


San Francisco, Cautr., Sept. 5.—A redwood 
chest, sandblasted and bound with wrought iron, 
today played an important role in the ground- 
breaking exercises for the Golden Gate Inter- 
national Exposition, as 1500 of California’s civic 
leaders gathered on the Yerba Buena fill. The 
ceremonies took place on the new land being 
dredged from the bot- 
tom of San Francisco 
Bay to fill the old Yerba 
Buena shoals west of 
the island of the same 
name, now being used 
by the Navy as a train- 
ing base. It is from this 
island that the great 








Officials of Golden Gate 

fair placing the unique 

“cornerstone’"—a redwood 

box—of the Administra- 
tion Building 





new transbay bridge 
reaches out in both di- 
rections to San Fran- 
cisco and Oakland. At 
present about a third of 
the planned 430 acres 
of fair site has been 
raised from the bay 
floor. 

A feature of the exercises, which were at- 
tended by such notables as Gov. Merriam, 
George Creel, Mayors Rossi, McCracken, and 
Ament, was the placement of the ceremonial 
cornerstone of the Administration Building. 
The novel “cornerstone” was an ingenious red- 
wood treasure chest, in which were placed docu- 
ments recording the progress of the fair to date. 

Wielding a golden spade, Leland W. Cutler, 
president of the exposition, cleared space in 
which to place the memorial. Then, surrounded 
by fifty-eight girls wearing the native costumes 
and carrying the flags of as many nations, the 
“stone” was moved into position. It will guard 
its contents for the duration of the fair and 
will afterward be retained by the city as a 
memorial of the great exposition. 





Large Western Manufacturer 


Adds Chemical "Lab" 


Loncview, WasH., Sept. 5.—Construction 
was started here this week on a building that 
will house the research department of the 
Weyerhaeuser Timber Co. Ray Hatch, direc- 
tor of research, said the new one-story structure 
would have ground dimensions 32 by 72 feet, 
and would be of frame construction. It will be 
equipped as a standard chemical research lab- 
oratory, and will also afford office quarters for 
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his staff, Mr. Hatch said. The building will be 
similar in design to the new general office 
building erected here by the Weyerhaeuser Tim- 
ber Co. several months ago. The new labora- 
tory will supplement the present control labora- 
tory, and will provide facilities for “general 
research in connection with our operations,” 
Mr. Hatch said. It will be completed in about 
two months. 





Protests Furniture Competition 


of WPA Labor 


HicuH Pornt, N. C., Sept. 8-—The Southern 
Furniture Manufacturers’ Association has filed 
with Harry Hopkins, WPA head, protest 
against the manufacture and sale of furniture 
by the Cherry Lake Farms (Inc.), of Cherry 
Lake, Fla., a WPA project. 

The Cherry Lake concern offers furniture 
at low prices to retail stores in Florida, accord- 
ing to information received by the Southern 
Furniture Manufacturers’ Association. The as- 
sociation, in its letter to Mr. Hopkins, asks 
for a statement on Government plans of opera- 
tion as a WPA project with relief labor. 

This is the fourth protest made by the South- 
ern Furniture association on Government-op- 
erated plants. The others concerned two in 
Tennessee and one in West Virginia at Arthur- 
dale, sponsored by Mrs. Roosevelt. 

J. T. Ryan, secretary of the Southern Furni- 





ture association, says that the aid of Congress- 
man W. B. Umstead, Senator Josiah W. Bailey 
and Representative Walter Lambeth will figure 
in the fight to be made against the Cherry Lake 
furniture factory. 





Guidance on Selling to 
Federal Government 


The Bureau of Foreign and Domestic Com- 
merce, Washington, D. C., has just announced 
the release of its new publication “Government 
Purchasing of Lumber and Allied Products.” 
This publication was prepared, states Phillips 
A. Hayward, chief of the Forest Products Di- 
vision, because of the many requests which have 
been received for authoritative and practical in- 
formation on Government purchasing of lum- 
ber and timber products. The importance of 
such a booklet can be appreciated, since the 
Government uses annually approximately one 
billion feet of lumber. Mr. Hayward mentions 
further that lumber manufacturers, wholesalers 
and others are tremendously interested in se- 
curing a part of this business. 

The bulletin has been prepared in a practical 
manner and primarily features information on 
short cuts in Government purchasing. Further, 
it points the direct route to be followed and 
clears up many confusing issues. It has been 
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prepared in two parts. The first part contains 
a discussion on Government purchasing methods, 
samples of specifications, etc.; the second part, 
consisting of 25 pages, lists the major Wash- 
ington (D. C.) and field purchasing agents of 
the various Federal Departments. There is also 
included a detailed discussion of purchasing 
procedure, how to secure invitations to bid, and 
an explanation of master Federal Army and 
Navy specifications. The text is well supple- 
mented with typed examples, which clarify the 
subject matter. 

The bulletin may be purchased from the 
Forest Products Division, Department of Com- 
merce, for 5 cents a copy; a 25 percent reduc- 
tion is given on orders of 100 or more copies. 





Experimental Low-Cost Homes 
Almost Ready 


Wasuincton, D. C., Sept. 9—The lumber 
industry’s experimental low-cost houses, now 
under construction in Bethesda, Md., a suburb 
of Washington, will go on exhibition Sept. 26, 
if the present schedule is followed through. This 
was announced here today by Charles French, of 
the National Lumber Manufacturers’ Associa- 
tion, who is in direct charge of the demonstra- 
tion program. Three houses are being built, 
each to carry a selling price of under $3,500, 
constructed in conformity with Federal Housing 
Administration specifications as to design, loca- 
tion and materials. 

[Nore: A detailed story of this project ap- 
peared on page 49 of the Aug. 1 issue of the 
AMERICAN LUMBERMAN.—EDITOR.] 

According to Mr. French, costs have been 
kept well within the estimates made at the out- 
set of the program, although progress in actual 
construction has been somewhat slow. This is 
due to the fact that the very active building 
market in and around Washington is keeping all 
available contractors busy, and the one to whom 
this job was awarded has been dividing his time 
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between this and other jobs. The Bethesda 
houses were undertaken by the National associa- 
tion to demonstrate the feasibility of building 
low-cost homes with lumber. By this program 
it hopes to demonstrate to the industry the prac- 
ticability of a nation-wide movement to erect 
houses of this type. 





Shingle Prices Too Low So 
Cedar Plant Closes 


RipGEFIELD, WasH., Sept. 5.—Work has been 
suspended indefinitely at the cedar products 
plant of the Bratlie Bros. Mill Co. here, be- 
cause of the drop in the wholesale price of 
shingles, according to announcement by the 
management. It was indicated that the mill had 
been cutting shingles at a loss for several 
months, but continued to operate, hoping the 
market would improve. The plant was selling 
a certain amount of cedar siding, but it was 
impossible to overcome the loss resulting from 
the drop in shingle prices, it found. The 
plant will resume cutting whenever the price of 
shingles advances sufficiently, company officials 
said. The period during which the plant is 
closed will be occupied in making various 
repairs. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Aug. 29, 1936, totaled 1,488,715 cars, as fol- 
lows: Forest products, 73,319 cars (an increase 
of 1,573 cars above the amount for the two 
weeks ended Aug. 15) ; grain, 76,362 cars; live- 
stock, 31,755 cars; coal, 249,024 cars; coke, 
17,381 cars; ore 110,379 cars; merchandise, 
332,947 cars, and miscellaneous, 597,548 cars, 
The total loadings for the two weeks ended 
Aug. 29 show an increase of 23,925 cars above 
the amount for the two weeks ended Aug. 15. 


Northwest Labor Unsettled 


Wage Increase Results in Plant 
Shutdown 


SPOKANE, WaAsH., Sept. 5.—The White Pine 
Sash Company, Henry G. Klopp, president, has 
notified employees that the mill will not re- 
open Sept. 8, and that operations are suspended 
indefinitely. This is one of the largest wood- 
working plants in this district and was one of 
those most seriously affected by a strike to en- 
force a demand for an increase to a minimum 
of 50 cents an hour and a closed shop. An arbi- 
tration committee awarded a 5-cent hourly 
wage increase to a minimum of 45 cents an 
hovr. The plant resumed operations Aug. 10, 
when Mr. Klopp told his employees the com- 
pany would continue to operate as long as the 
payroll could be met under the increased burden 
of wages. He is now reported to have informed 
his workers that the company cannot meet the 


payroll. There are about 250 men employed. 
———— 


Grays Harbor Loggers Resume; 
Strikes Rumored 


ABERDEEN, WaAsH., Sept. 5.—Increased pro- 
duction is ahead for Grays Harbor’s logging 
industry, following the annual Labor Day shut- 
down. The shutdown this year, incidentally, is 
to be of short duration and the holiday will be 
followed by the reopening of several camps 
which were down temporarily because of the 
forest fire hazard. The Western Logging Co. 
resumed this week. The Greenwood company 
has a large crew working, and expects to re- 
sume actual logging within a few days. The 
M. & B. Co. expects to be in operation by the 
middle of next week. Buckers are working in 
Polson camps after a shutdown, it is reported. 
Other operations in this sector have continued 


virtually without interruption this summer. 

Rumors are rife, however, that a general sus- 
pension is in prospect over a controversy re- 
garding employment of outsiders in Pacific 
Northwest logging camps. Reports are current 
here that a district meeting of lumber industry 
unions will take action on this question Sept. 
18, 19 and 20 at Portland, where a federation 
of forest products unions is to be established. 
There is a possibility that if the longshoremen 
of the Pacific Coast strike when their present 
working agreement expires at the end of Sep- 
tember, lumber industry unions also will join 
in a walkout over the employment issue, union 
officials here say. 


Low-Cost Southern Containers 
Hurt Coast Box Plants 


PuyALLup, WasH., Sept. 5.—Western Wash- 
ington’s box and veneer package industry is 
feeling the effect of competition from plants in 
other sections of the country, according to 
A. E. McIntosh, manager of the Spruce Veneer 
Package Corp. On the basis of quantity, pro- 
duction is slightly ahead of last year, he said. 
Dollar receipts, however, will average less be- 
cause of competition of containers manufac- 
tured in southern plants, which can be made 
and delivered to the fields for less than the bare 
cost of production here, he said. 

Unionized plants in this district are paying 
their workers 55 and 60 cents an hour, in con- 
trast to much lower wage scales in effect in 
southern plants employing negro help, he said. 

The Spruce Veneer company plant is work- 
ing on containers for various parts of the coun- 
try. The eastern Washington market looks par- 
ticularly encouraging this season, according to 
Mr. McIntosh. He said that work would start 
soon on apple boxes. 
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for FALL NEEDS —- 


In every community, there will be 
more new construction, modernizing 
and repairing started before Winter. 
Customers will be anxious to get the 
work under way without delay, and 
if you can deliver the goods, ycu’re 
in line for the business. 


Let us help you balance your stocks 
with our good values and prompt, 
dependable service on: 


YARD AND SHED ITEMS, “EASED 
EDGE” DIMENSION, FLOORING 


CEILING, SIDING, FINISH. 
MOULDINGS, CASING. BASE, 
TIMB . etc. 


All Shed Stock is kiln dried—air 
dried items are Lignasan treated. 


Write TODAY for quotations — and 
let us fill a Trial Order for you. 


1. C. and G. M. & N. Raliroads 

















LUMBERCO., 


BRANDON. MIS5.\ 








St. Francis Basin 


OAK FLOORING 


GUM AND 


COTTONWOOD BOX SHOOKS 
everess PILING and TIES 


SOUTHERN 


HARDWOOD LUMBER 


Chapman & Dewey 
Lumber Co. 


Manufacturers, Memphis, Tenn 








Get Acquainted ! 


Ozark Brand Oak Floor- 
ing is building a reputa- 
tion for satisfaction. Qual- 
ity with economy never 
fails to build trade. Sam- 
ples and prices will con- 
vince you. 


Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 
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Here’s What’ s New— 


New Double-Hung Window Cleanable 


From Inside 


Jiffy-Kleen Ventilating Windows are an- 
nounced by Carr, Ryder & Adams Co., Du- 
buque, lowa, as an entirely new and revo- 
lutionary development in double-hung windows. 
They retain all of the advantages of the typical 
double-hung window, and in addition permit 
cleaning of the outside of the window from the 
inside of the room, without removing either 
screen or storm sash. In addition to this safety 
feature, which eliminates all of the well known 
hazards of outside cleaning, the new window 
provides indirect ventilation in any kind of 
weather. The Jiffy-Kleen feature is installed 
in the sash at the factory, and when installed 
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in any standard frame, the appearance is exactly 
like that of any other double-hung wood win- 
dow. There is no exposed metal or hardware. 
The new sash fits in any standard frame, oper- 
ates with any balancing device, and permits the 
use of any standard weatherstripping. 

One of the advantages is that the sash may 
be used for replacements without changing the 
present frame. The cost of the feature installed 
in the sash at the factory is the first and last 
cost. The mechanical feature of the window 
consists in brief of a seamless brass tube which 
runs the entire height of the sash, with a flat 
brass ribbon spring concealed under the rod 
which lies in the stile slot. Positive contact 
and weather-tightness are assured. A specially 
designed pivot hinge works in conjunction with 
the brass tube and spring, making binding im- 
possible. All action is metal to metal. When 
the sash is tilted the tube rolls, acting the same 
as a roller bearing with no wear on the wood. 
Jiffy-Kleen sash are chemically treated, rot- 
proofed and water-proofed, and the joining 
edges of the sash for the pivoting feature are 
given an aluminum finish for appearance and 
protection. 

According to the manufacturer, there is only 





of Room 


one occupation that carries higher life insurance 
rate than professional window cleaning. The 
new window eliminates all of the hazards at- 
tending window cleaning. A survey made by 
the company reveals that 87 percent of the 
users of casement windows prefer them be- 
cause they are easy to clean. The new win- 





dows have the easy cleaning feature, and retain 
the advantages of double-hung windows, with 
the added feature of indirect ventilation. Liter- 
ature and details may be obtained by writing 
to the manufacturer. 


Estimates Heavy Fall Sale of 
Weatherstripping 


Basing its estimate on memories of the sever- 
ity of last winter which have not been erased 
by the hot, dry summer, W. J. Dennis & Co., 
2110-20 West Lake Street, Chicago, predict a 
heavy demand for weatherstrip during the fall 
and winter months. Mailing pieces containing 
full information about the company’s Spring 
Bronze Weather Strip, together with complete 
directions for installing it in window and door 
frames, are available. The unique feature of 
the product is that it comes attached to a part- 
ing stop, and can be inserted in a window frame 
with such ease that anyone with little or no 
mechanical skill can do a workmanlike job by 
following the few simple directions furnished 
by the company. 


Continues Money-Back Guaranty as 
Dealer Help for Fall Market 


The Wood Conversion Co., 1981 First Na- 
tional Bank Bldg., West St. Paul, Minn., an- 
nounces that it will continue its Balsam Wool 
money-back guaranty to assist dealers develop 
to the fullest extent the fall market for attic 
insulation. The guaranty is for one year. If, at 
the end of that time, the customer is not satis- 
fied with the advantages of Balsam-Wool—if 
it has not helped him save fuel and given him 
greater home comfort—he may return it to the 
dealer from whom he purchased it. The dealer 
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will refund the money plus the cost of installa- 
tion, thereby placing the entire burden of proof 
on the manufacturer, and relieving the cus- 
tomer of all liability unless he is entirely sat- 
ished. Information regarding the money- 
back guaranty will be supplied by the manu- 
facturer on receipt of an inquiry sent to the 
above address. 


Basement Rehabilitation Season 
Finds Manufacturer Ready 


At this season, when many owners are be- 
ginning to think in terms of basement rehabili- 
tation for winter comfort, the Reardon Co., 
AL 936, St. Louis, Mo., has prepared mailing 
pieces and envelope stuffers describing Bondex 
and the method of applying it. Bondex is a 
waterproof cement paint, which comes in pow- 
der form to be mixed with cold water on the 
job. It is especially prepared for application 
on masonry walls of all kinds for effectively 
closing them to all water, erosion or atmo- 
spheric destruction, and at the same time im- 
parting a beautiful finish to the surface. A 
large mailing piece just released contains illus- 
trations of a number of buildings of varying 
sizes and occupancies on which Bondex has 
been used as a beautifying and waterproofing 
coating. One of the smaller pieces illustrates 
with photographs the transformation of damp 
and uninhabitable basements into comfortable 
and healthful game and play rooms through 
the use of the material on walls and floors. 
The other tells what the product is, and on 
the inside pages contains samples of the twelve 
colors in which Bondex is furnished. These 
dealer helps may be obtained by addressing 
the manufacturer. 


Predominant Feature of New Truck 
Is Motor Accessibility 


The truck division of the Studebaker Corp. 
announces that one of the unusual points of the 
Studebaker Cab-Forward design is the remark- 
able engine accessibility, enabling one man to 
take care of any engine repair job even if that 
job requires that the engine be removed from 
the chassis. With the hood and engine placed 


inside the cab, removal of the hood is a matter 





of spinning off six wing nuts, and lifting the 
metal plate. With the hood off, carburetor ad- 
justments as well as work on the spark plugs, 
carburetor air filter, distributor and fan can be 
easily performed by the mechanic sitting inside 
the cab. Removing the cylinder head and grind- 
ing the valves can be accomplished by a me- 
chanic sitting in the cab seat, while the oil gage 
and oil filter pipe are easily reached through a 
convenient opening in the floor board. Removal 
of the radiator is a matter of a few minutes, 
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and one man can pull out the engine itself 
with the aid of a chain pull. The company esti- 
mates that this design will result in a saving in 
maintenance costs for owners. 


To Market New Cannery Case 


San Francisco, Ca.ir., Sept. 5.—Forest 


Products Marketing Service, with offices at 74 
New Montgomery Street, has been organized to 
handle the trade promotional work of the 





Wooden Box Institute, affiliate of the National 
Wooden Box Association Pacific Division, ac- 
cording to J. H. Dobbin, president of the Insti- 
tute and head of the new service. A develop- 
ment in the form of a light wooden cannery case 
of special end construction and design will 
shortly be made available by the Institute. The 
new product, to be known as the Institute can- 
nery case, is said to weigh within one and one- 
and-a-half pounds of 80-point solid fibre cases. 
The Weyerhaeuser Timber Co., Klamath Falls, 
Ore., will manufacture the newly designed end 
for the cases, and any shook distributor can sell 
the cases by making arrangements with the In- 
stitute. 


Oak Flooring Specification Book 
Ready for Architects 


Dealers who are engaged in “package sell- 
ing” and other forms of merchandising the com- 
plete home to owners, and who either employ 
architects or co-ordinate their efforts with in- 
dependent architectural firms, will be interested 
to learn that the National Oak Flooring Manu- 
facturers’ Association, 830 Dermin Building, 
Memphis, Tenn., has just published a new book 
of specifications dealing with the selection and 
laying of oak floors. The book contains 20 
pages including the cover, and is complete in 
its presentation of architectural specifications. 
New books designed for retailers will be avail- 
able soon. 


New Six-Cylinder Diesel Engine 
Announced by Manufacturer 


The new International Model PD-80, a 6- 
cylinder Diesel engine, may, like the popular 
4-cylinder International Model PD-40, be 
started by cranking as readily as a gasoline en- 
gine of corresponding size. Both are manufac- 
tured by International Harvester Co., 606 South 
Michigan Avenue, Chicago. In addition to using 
low-price fuel, the new model, according to the 
manufacturer, uses a smaller amount of fuel 
than engines powered by other combustibles. 
Operation savings on fuel are estimated at sev- 
enty-five percent. 


English Hotel Famed for Artistic 
Use of Structural Glass 


The new hotel, Kirk Sandall, near Doncas- 
ter, England, is faced with shell pink and tur- 
quoise blue Vitrolite. While passing under the 
glass tiled marquise, one enters a primrose col- 
ored glass vestibule. The walls of one of 
the “Smoke Rooms” are in dull gray silvered 
glass with a brilliantly cut frieze depicting an 
amusing horse race and various motifs of the 
saddle room, the latter executed by sand blast 
process on black glass. The walls of the other 
room are reminiscent of cloth of gold, and the 
floor is translucent glass. Mirrors are cleverly 
used in both rooms. Glass is used everywhere, 
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and the floors are particularly successful with 
their sand blasted non-slip surfaces. The build- 
ing has been called an excellent example of the 
new “Architecture of Health.” 


Designs Attractive New Containers 


for All Products 


The accompanying photograph shows five 
newly designed containers for Barrett “special- 
ties,” which include such items as cements, pro- 
tective black paint, cat- 
tle spray, wood preser- 
vatives and other paint 
and allied products man- 
ufactured by The Barrett 
Co., 40 Rector Street, 
New York City. 
dominant feature of the 
new design is the Bar- 
rett “bullet,” which is a 
large black disc carry- 
ing white lettering. The 
upper part of each con- 
tainer is pure white, 
while the bottom is 
bright orange. The com- 
pany has a twofold purpose in adopting the new 
design as a standard for all containers. One 
was to achieve distinction for its products by 
making them instantly recognizable, and the 
second was to do it with a simple, attractive 
and modern dress. Heretofore, containers for 
Barrett products were of varying designs and 
color schemes. The company anticipates that 
the new designs will adapt themselves readily 
to the best of window, counter and shelf dis- 
plays in dealers’ salesrooms. 


Caulking Innovation Opens New 
Sales Channels for Dealers 


With the introduction of the “Handy-Load,” 
a cartridge containing Calbar “Caulk-O-Seal” 
caulking compound, the Calbar Paint & Var- 
nish Co., 2612-26 N. Martha Street, Phila- 
delphia, opens a new and profitable merchan- 
dising channel for dealers. Under the new plan, 
the casual user of a caulking gun, who was re- 
luctant to purchase one for infrequent use, may 
now rent one from a dealer, and purchase the 
caulking compound put up in neat cartridges. 
The “Handy-Load” is a metal cylinder, % gal- 
lon capacity, with a hard fibre plunger cap in 
one end, the plunger of the gun pressing against 











the cap and ejecting the caulk as the trigger is 
operated. This cartridge slips into the Albion 
cartridge gun with no adjustments necessary, 
or in any of the older type Albion guns by 
substituting a metal plunger for the leather 
plunger. These attachments are available from 
the Calbar company, and plunger leathers are 
included with guns. “Caulk-O-Seal” comes in 
limestone gray, and natural colors as well as 
white. Cartridges are packed in nests of eight, 
and four nests are packed to the shipping car- 
ton. An attractive oil color display, 11 inches 
high and 13% inches wide, is offered. It holds 
a gun and cartridge and tells the story in a few 
words. Folders ready for imprinting dealers’ 
names are available. 
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AND SOUTHERN 


HARDWOODS 











Peavy-Moore Lumber Co. inc. 
SHREVEPORT, LA. 


Manufacturers of 


Southern Yellow Pine 
Oak Flooring 
Pine and Hardwood Dimension 


SALES OF 
SOUTHERN HARDWOODS 
handled by our new Hard- 
wood Department in charge of 
Mr. Percy Bass, 1109 Ameri- 
ean National Bank Bldzg., 

Beaumont, Texas. 














Peavy-Wilson Lumber Co. Inc. 
HOLOPAW, FLA. 


Manufacturers of 


Extra Dense Virgin 
Long Leaf Florida Pine 


Dependable Values—Prompt Service 





DENSE Short Leaf PINE — KILN DRIED 


MIXED CAR SPECIALISTS 


Fidelity Lumber & Timber Company 


DURANT, MISS. 





Idaho— 


WH ITE Pl N E Ponderosa— 


California White 
Also and Sugar Pine 


° Ced 
Fir Wallboard $222" 24, p.oaucts 


William Schuette Company 


New York 
Office—4i East 42d St. 


PITTSBURGH, PA. 




















ALL NORTHERN 


HARD and SOFT WOODS 


Birch, Maple, Rock and Soft Elm, Basswood, 
, Oak, air or kiln dried. 
Dimension stock, crating lumber, hardwood 
flooring. Planing mill. 
White cedar posts, poles, shingles. 
MIXED CARS 


Maislein-Dawson Lumber Co., Sheboygan, Wi, 




















12 Years Manufacturing and Distributing. 
Stocks on hand at all times for Prompt Shipment. 


CEDAR CRAFT PRODUCTS, Inc. 


1052 Stuart Bidg., Seattle, Wash. 
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San Francisco, Calif. 


LUMBER CHARTERS—Chartering on the 
Pacific Coast continued fairly brisk during 
August, particularly in regard to export of 
lumber in full-cargo lots, according to the 
monthly Pacific Coast freight and charter 
market report of General Steamship Corp. 
Berth lines continue to enjoy a good volume 
of business, with space very well booked up 
in advance. During August, 14 vessels were 
fixed for full lumber cargo, against nine in 
July. All 14 fixtures were from ports in 
British Columbia. Several vessels fixed for 
the United Kingdom and Continent on f, i, 0. 
basis will, no doubt, take a portion of their 
cargo in lumber. Rates are ranging from 
50 to 55 shillings, as quoted by the regular 
berth lines. Rates to Japan remain at $6 on 
baby squares, $6.50 on large squares, and 
$8.75 on logs as quoted by the regular lines. 
Space is limited, and the fact that tramp 
owners’ ideas are somewhat in excess of 
regular berth line rates has prevented much 
chartering in this direction. Lumber rates 
to China remain at $6.75, and logs at $9, with 
an additional 50 cents to North China ports. 
One or two vessels were reported as fixed 
for full cargoes at undisclosed lump sums. 
Five or six vessels were reported fixed for 
Australia. Most of the cargoes will consist of 
lumber from British Columbia. Berth line 
rates remain in the neighborhood of $7.50 to 
$10, depending upon ports of discharge. Some 
inquiry was heard for South Africa and a 
vessel was reported fixed on undisclosed rate 
and terms. The intercoastal trade continues 
brisk and space on liners is at a premium. 
Several inquiries are heard for charter, for 
which ships do not appear to be available 
at this time. 


WATERFRONT LABOR—After early re- 
peated and unsuccessful attempts on the part 
of ship owners to secure definite assurance 
from longshoremen of a peaceful modifica- 
tion of the 1934 waterfront agreement before 
it expires Sept. 30, by arbitration in the 
event negotiations failed, events of the past 
two weeks have moved from one crisis to 
another as each side has refused to accept 
the other’s demands. Whether the present 
turbulent negotiations for a new waterfront 
working contract will blow up in another 
strike as in 1934, nobody knows; observers 
say one man’s guess is as good as another’s 
as to what the outcome will be. In the 
meanwhile, the lumber industry is standing 
on the sidelines hoping for the best. During 
the last week a noticeable volume of orders 
has been received in anticipation of a strike, 
and there are reports that some exporters, 
who normally ship from this port, are con- 
templating shipping from Los Angeles and 
as far away as New Orleans. 


BUILDING Speculative home building 
continues at a good pace in San Francisco, 
as is shown by a tabulation of the number 
of builders applying for permits to build two 
or more dwellings. During August, 18 build- 
ers applied for permits to build 76 one-story 
frame dwellings, an average of four per ap- 
plication, with an average value of $3,750 
per dwelling. One builder applied for per- 
mit to build seven two-story dwellings, each 
with value of $6,000; another, two at $6,000 
each, and a third, two at $5,000 each. 

CALIFORNIA PINES 
shortage in Ponderosa No. 1 shop and bet- 
ter, and all grades of sugar pine, except 
No. 2 shop, are very short. Stocks of Pon- 
derosa are so badly broken that some items 








There is a decided 


are scarcely obtainable in volume sufficient 
to fill orders. On the other hand, mills are 
exceedingly long on low-grade items. Al- 


though prices have strengthened, they have 
not done so as fast as conditions warranted. 
Despite the great shortage in upper grades, 
mills have seemed reluctant to advance quo- 
tations, Yet buyers in many cases are hav- 
ing to pay more than list price to get what 
they want. This shortage in upper grades, 
and surplus in commons, is said not to be due 
to market demand so much as it is to manu- 
facture of lower grade logs, with a much 
higher common-lumber percentage than in 
the past. It is believed that mills which 
close for the winter will do so with an in- 
ventory shortage of No. 1 shop and better, 
and that those that run through the winter 
are so badly over-sold that there will be no 
way for them to get their inventories up. 
Practically all inquiry is from areas west of 
Chicago. Yards on the east coast are re- 
ported very short stocked, and it is feared 
that when they awake to the mill shortage 
there will be a panicky flood of orders which 
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mills will be unable to handle. Wholesalers 
are now able to accept only about two-thirds 
of incoming orders. The middle West farm 
market, which ordinarily takes a large vol- 
ume of common grades, has been very quiet, 
due to the drouth, but the California demand 
is far bigger than can normally be expected 
at this season. 


REDWOOD—tThe demand for dry tank and 
vat stock is above what mills can furnish, and 
prices are strengthening. Some buyers con- 
tinue to take green stock to dry themselves. 
The bulk of these items is going to Texas 
and Oklahoma oil fields. The tie market has 
been very active. The shingle market is 
good and had a recent advance in prices. A 
shortage is reported in dry inch clears, 8 
inches and wider, and also in stocks of 2x6- 
and 2xl12-inch. All eastern markets are re- 
ported active. Increasing costs in the in- 
dustry forecast price strengthening. During 
the past week there has been a noticeable 
amount of orders placed because of threats 
of waterfront labor trouble. 


DOUGLAS FIR—The California market has 
maintained itself with little change. Re- 
cently there has been some buying notice- 
able because of the possibility of a water- 
front strike. 


Seattle, Wash. 


RAIL—Most quotations on fir lumber for 
rail shipment have advanced about $1, and 
the market is firmer than it has been for 
many weeks. Mill stocks are badly broken, 
in spite of increased production, which so 
far this year is about forty million feet in 
excess of last year’s. Stocks of uppers at 
most mills are not large, and a shortage of 
C and D is expected to create a demand for 
Bé&better. Buyers find it hard to secure 
wanted assortments and mixed cars are 
usually held for top prices. There are prac- 
tically no stocks of dry dimension for sale, 
except for inclusion in mixed cars. One in- 
formant in close touch with middle West 
conditions declared the drouth is not affect- 
ing the purchasing of lumber as much as 
many thought it would. All the stricken 
areas are buying some lumber, and some sec- 
tions not affected by the drouth are buying 
very actively. The Corn Belt, with a fifty 
percent crop, is in better shape than early 
reports indicated. 


INTERCOASTAL—Demand is just fair. 
Ship space is getting scarce, due to the large 
movement of general cargo. Prices here are 
about the same, but millmen are trying to 
advance them half a dollar on account of 
broken mill stocks. 


CALIFORNIA—This market continues to 
order a good volume of lumber for home con- 
struction. Prices are about $1.50 below in- 
tercoastal figures, due to the fact that Cali- 
fornia buys larger quantities of rough lum- 
ber, so that the mills do not have to sort. 
The smaller mills usually send their surplus 
to California, but others confine themselves 
to the Atlantic coast market. 


EXPORT—tThere has been no change in 
Oriental freight rates. A little flurry of buy- 
ing from Japan stopped abruptly. Japan is 
importing large quantities of logs, and with 
new mills and equipment is organized to 
make her own lumber. Only legislation from 
this side can stop this trend, as conversion 
of logs there may eventually eliminate im- 
ports of American lumber. China continues 
inactive. Lumber to Japan moves at $6 for 
baby squares and $6.50 for large squares; to 
Shanghai the rate is $7. The United King- 
dom continues to purchase large quantities 
of lumber, but British Columbia is shipping 
practically all of it. Turmoil in France and 
Spain is holding up Continental business. 
South America is not buying much, 


WESTERN RED CEDAR—There has been 
a steadily increasing demand for wide cedar 
siding and interior finish. For many years 
the popular widths for beveled cedar siding 
were 4- and 6-inch, but during the last three 
years 8-, 10-, 14-inch and wider have been 
sought. Siding mills are oversold on 8- to 
14-inch and at least one large combination 
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mill has advanced prices $2. It is not always 
possible to get logs which will produce these 
wide pieces. 


SHINGLES — Operators are pleased over 
reduction of inventories of No. 2 XXXXX 
shingles. For more than a year this grade 
has dragged behind in sales, with the result 
that a large surplus had been built up. But 
in the pust few weeks sales suddenly picked 
up, and stocks of No. 2’s are down. Stocks 
of other grades of XXXXX were also re- 
duced. The market has a firmer tone than 
it had a fortnight ago. Production is up but 
improved demand is keeping stocks well bal- 
anced. About the only concessions now 
being made are on orders calling mostly for 
siding, when shingle prices are frequently 
marked down about 5 cents. 


LOGS—Inventory of fir logs is larger. 
Small logs move for $11 and $14, with $30 
and $32 asked for peelers. Hemlock, with 
stocks reduced, moves at $8.50 to $9.50; and 
$12 for export. Shingle logs are more in de- 
mand, but sell from $10 to $14. Lumber 
cedar logs move at $18-20. A number of 
camps which have been down for several 
weeks are starting up. 


Tacoma, Wash. 


WEST COAST WOODS—Lumber buying is 
showing a pick-up. Operators are, however, 
divided as to whether the improvement is 
merely the normal fall pick-up in buying or 
whether, to a certain extent, it reflects ad- 
vance buying because of uncertainty about 
the reported strike of Pacific Coast long- 
shoremen said to be set for the latter part 
of September. Cargo shipments, especially 
to Atlantic coast ports, are decidedly on the 
mend. Many lines have added extra bottoms 
to care for the increased business. Most mills 
have increased production schedules some- 
what. Anxiety to clean up orders in advance 
of a possible longshore tie-up means that 
this year’s Labor Day shutdown will be 
shorter than usual at virtually all plants. 
Local consumption likewise is reported to 
be picking up. Municipal building inspectors 
here say that building is about double last 


et Portland, Ore. 


WEST COAST WOODS—Lumber demand is 
improving, according to manufacturers and 
wholesalers here. Both domestic and foreign 
markets are said to be showing increasing 
interest in fir and spruce. Domestic demand 
for western pines is reported increasingly 
active. The log market on the Columbia 
River is somewhat chaotic because of heavy 
production earlier in the year to meet a 
demand not quite up to expectations. For 
yellow fir logs producers are asking $22 for 
No. 1, $15 for No. 2, and $9 for No. 3. For 
red fir they ask $13, but some are said to be 
selling for less. 


Minneapolis, Minn. 


RETAIL TRADE—During July, 486 retail 
yards in the ninth Federal Reserve district 
sold 11,827,000 board feet of lumber, com- 
pared with 13,192,000 feet sold in June, and 
10,636,000 feet in July, 1935. Stocks July 31, 
in 461 yards, totaled 73,087,000 feet, as com- 
pared with 72,456,000 feet June 30, and 67,160,- 
000 feet July 31 last year. Total sales of 
all materials at 486 yards totaled $1,376,960 
during last July; $1,759,300 during June, and 
$1,277,800 during July a year ago. 


NORTHERN PINE—Retail yards and in- 
dustrial interests are taking about an equal 
amount of material, but neither is ordering 
far beyond immediate needs. Mill stocks are 
slightly in excess of those on hand at this 
time last year, while production is some- 
what behind that of 1935 up to a correspond- 
ing date. Box and crating interests and mill- 
work plants are the chief industrial buy- 
ers. Much material is going to retail 
yards in rural sections not seriously handi- 
capped by the recent drouth. Low grade 


boards are in short supply, with No. 2’s ad- 
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vancing. Prices of all items of which supply 
is below normal are strong. 


NORTHERN WHITE CEDAR—Retailers are 
in the market again for posts, but orders are 
for immediate needs rather than for fall 
stocks. Buying for fence post replacements 
and new projects promises to be good, deal- 
ers report. A strike at the wood treating 
plants in the Twin Cities has held up ship- 
ments of treated northern white cedar poles, 
but an early settlement is in prospect. Non- 
treated poles are moving in fairly satisfac- 
tory volume. Prices are holding firm, with 
few special offerings being made. 


MILLWORK —With price advances an- 
nounced by down-river mills, manufacturers 
in this vicinity expect to take similar action 
in the near future. A fair volume of busi- 
ness is reported, the larger cities taking 
most of the material, although in some of 
the rural sections where crops are good there 
is considerable activity. Business at the 
Twin City plants recently has reflected the 
announcement that building permits during 
August were the largest in years. 


Spokane, Wash. 


INLAND EMPIRE PINES—Spokane mills 
report that there is not much change in the 
market situation, except that mill stocks are 
somewhat lighter. Mills are enjoying a sat- 
isfactory volume of business in all lines. 
There have been no price changes except in 
Ponderosa pine, which has advanced $1 to $2. 
Heavy recent rains have effectively checked 
forest fires. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Domestic de- 
mand continues at about recent level. Prices 
remain unchanged on practically all items, 
except that gum, of which many items are 
searce, has advanced. Buying by manufac- 
turers of furniture is the best that it has 
been since 1929. The same thing is true of 
purchases by many other woodworking in- 
dustries. Flooring manufacturers continue 
to buy oak, and this species is moving freely, 
but prices have not been satisfactory, and 
there is tendency to advance them. Box and 
crate manufacturers are not taking a great 
deal. Interior trim plants are constantly in 
the market. Automobile manufacturers con- 
tinue to take hardwoods in fairly satisfac- 
tory volume. The export demand has been 
off, English buyers waiting to see what prices 
are going to do, before placing orders for fall 
delivery. Many American exporters have 
representatives visiting Europe. Mills are 
operating about 60 hours a week, but there 
has been but little increase in stocks, and 
many items are becoming scarce. 


Houston, Tex. 


SOUTHERN PINE—Demand has shown con- 
siderable increase since Sept. 1, and all sales 
managers seem to be in high spirits. De- 
mand in Houston and vicinity has been ex- 
ceptionally good for the past ten days, resi- 
dence building, which requires a maximum 
amount of lumber, being especially active; 
and country yards are coming into the mar- 
ket more freely. Dimension items are mov- 
ing rapidly, with quotations firm. Such items 
as 2x4- and 6-inch in Nos. 1 and 2 are be- 
coming scarce. No. 2 shiplap, 1x8- and 10- 
inch can still be bought below list. But all 
items are now moving freely. Stocks at 
yards are below normal, so it is often neces- 
sary for them to order the lumber after they 
have sold a large bill. As mill stocks are 
low, price advances are expected. 


SHINGLES AND LATH—The shingle mar- 
ket has strengthened during the past two 
weeks, orders being hard to place in some 
instances, particularly for 5-2% 18-inch No. 1, 
6-inch dimensions; 5-2 16-inch No. 1 and 
No. 2, 5-inch dimensions; also 5-2 16-inch 
No. 2 XXXXX are scarce. The lath market 
continues strong, with stocks low; in fact, 
there has been an advance of about 25 cents 
a thousand in No. 1 lath the past two weeks. 


HARDWOODS —The market has shown 
considerable strength, with red gum advanc- 


ericas Lumber Centers 


ing approximately ten percent; and red 
cypress up to 15 to 20 percent. All oak items 
are in good demand, but oak prices have not 


advanced. 
Norfolk, Va. 


NORTH CAROLINA PINE—As all other 
lines of business report continued improve- 
ment in sales and profits as compared with 
1935, the lumber business, which has been 
rather laggard, is expected soon to come in 
for its share. Lumber production during the 
summer showed quite a decline, not only at 
small but at larger mills as well. This re- 
duction in output has caused prices to firm 
and in many instances advance. There has 
been a more active demand for better grades 
of finish, rough and dressed, not only in 
mixed cars with flooring items, ceiling, mold- 
ings, cypress etc., but straight cars of rough 
finish have been bought by the New England 
trade. Prices of these items are strong, and 
in view of the small amount of first-class 
stock available for quick shipment, there is 
apt to be another advance shortly. Small 
framing, rough and dressed, for rail and 
truck shipment, has been moving very well, 
and the supply of 10- and 12-inch widths in 
18- and 20-foot lengths is very limited. 
Prices are strong. Demand from eastern 
yards for small framing, rough and dressed, 
for water shipment, has picked up, and the 
mills are not in position to make shipments 
as fast as desired by customers. The box 
makers are buying all the time, but are 
limiting their purchases with a view to hold- 
ing prices down, even though the available 
supply of either air or kiln dried stock is 
small, The southern retail yards have been 
taking a lot of rough stock box, and box 
makers are inclined to buy good wide edge 
widths rather than pay the additional price 
for stock widths. The supply of box lumber 
usually obtained from small mills has dwin- 
dled perceptibly, because many of these mills 
have gone out of business. There has been 
a better demand for air dried roofers, and 
they have advanced further. Most mills in 
the Georgias are asking $15 for 6-, 8- and 
10-inch widths, with little stock to offer. 
The mills in the Carolinas are a little more 
bullish as to price. The demand for dressed 
and resawn box has also been good, with 
prices holding very steady. There will be 
a larger movement of 4/4 box barkstrips and 
dunnage, both pine and hardwood, just as 
soon as buyers get their price ideas adjusted 
to the market. 


New Orleans, La. 


SOUTHERN PINE—Shipments have in- 
creased during August over July, but pro- 
duction shows some fluctuation. For the last 
week in August there was reported to the 
Southern Pine Association 2 percent loss in 
production as compared with the preceding 
week, but orders were 3 percent up and 
shipments 9 percent up. The Southern Pine 
Lumber Exchange reports gains in ship- 
ments of 15,486,000 feet for August over July, 
but realization was $24.01, while July reali- 
zation was $24.97. The drop was on account 
of an increase in shipments of No. 2 and 
No. 3 common grades. Other grades show 
little change in realization. Prices are stif- 
fening on the two lower grades, and ad- 
vances are being obtained on some of the 
items. Totals for August reported to the 
Southern Pine Association were: Orders, 
154,847,000 feet; shipments, 135,062,000 feet; 
production, 137,595,000 feet. The breakdown 
as to units was: Orders, 1,574,000 feet; ship- 
ments, 1,384,000 feet; production, 1,386,000 
feet; an increase over August, 1935, in orders 
of 24.2 percent, in shipments of 5.6 percent, 
and in production of 11.1 percent. As com- 
pared with July of this year, orders in- 
creased 18 percent, shipments decreased 9/10 
of one percent, and production increased an 
even 1 percent. Demand is increasing in 
volume, and prospects are for an active 
market during the fall. There has been no 
accumulation of items that have been in short 
supply since spring. There is no tendency 
to increase running time of mills, so it looks 
as if there would be no over supply of lum- 
ber. Orders on hand at reporting southern 
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CREOSOTED &- 
UNTREATED ITEMS IN 
MIXED CARS 


Fence Profits 


Get your share of fence profits 
this season with “Diamond C 
Blackpine” Creosoted Posts. 


Farmers will repair and re- 
build fences this year. Most 
of them are already convinced 
of the advantages of Long 
Life Creosoted Posts—immune 
to decay and termite attack. 


You can order the posts you 
need in a Colfax Mixed Car 
along with other treated items 
of Creosoted Lumber, Timbers, 
Poles and Piling—or untreated 
Yard and Shed Stock, Mould- 
ings, etc. 


Let us tell you more about 
Colfax products — and this 
unusual Mixed Car Service. 
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HOTEL BENSON 


PORTLAND'S 
Most Distinctive 
Hotel 


Conveniently lo- 
cated to Banking, 


Business and 
Amusement Cen- 
ters of City. 


All rooms with 
bath, $2.50 and up. 


R. K. KELLER 
and W. E. BOYD, 
Managing 
Directors 


ROSS FINNEGAN, 
Manager 








SAN FRANCISCO 


William Taylor 
Hotel 


(at Civic Center) 
Rooms with Bath from $2.50 


A Woods - Drury Hote! 


O TIMBER ESTIMATORS O 
JAMES W. SEWALL 


Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 
Old Town, Ruttan Block 
Maine 
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pine mills, 106, 93 units, on Aug. 29 totaled 
73,324,000 feet. 

HARDWOODS — There has _ been little 
change in the hardwood situation. Some 
weakness is reported in oak prices, but some 
grades of gum have advanced. The soften- 
ing in oak prices is attributed to the sta- 
tistical condition, but a firming of prices can 
be expected from now on, as considerable 
lumber has been moved, and the period of 
rainy weather is not far distant, when pro- 
duction will be considerably curtailed on 
account of difficulty in obtaining a depend- 
able supply of logs. The domestic trade is 
reported active, but the volume of export 
demand is not satisfactory, although there 
were some good sales of sap gum reported 
last week. Species other than oak and gum 
are moving about as usual, 

CYPRESS—Scarcity of dry lumber is being 
noticed to a greater extent, as demand is 
strong. This scarcity is affecting the plan- 
ing mill stock, and it is reported that con- 
siderable cypress is being kiln dried in 
transit, and then worked up at custom mills. 
Bevel siding is particularly scarce, some 
mills limiting shipments to as small a quan- 
tity as 2,000 feet to a car, and others per- 
mitting 5,000 feet. 

DOUGLAS FIR—Slight increases are re- 
ported in demand by yards handling this 
species. A full cargo of principally yard 
and shed stock is due to arrive this month. 





Louisville, Ky. 


SOUTHERN HARDWOODS—Demand con- 
tinues good. August broke records of the 
past five or six years, and business is going 
along just as well as in August. Mills are 
active and shipping about as much as they 
are cutting. Prices, however, remain un- 
satisfactory, although sap gum items ad- 
vanced $2@3, and quartered red, $5@6 during 
the past sixty days. Thick quartered red 
gum is moving. There is also fair movement 
of black gum, tupelo, willow, oak, cotton- 
wood, and maple. Cypress is moving better 
than for years. There has also been a fair 
demand for mahogany and walnut, and better 
than recent demand for quartered red and 
white oak. 


(Continued on Page 67) 





























BABCOCK 
SPRUCE 
LADDERS 


ASY to carry—easy to raise or lower— 


uine Air Dried Spruce that makes Babcock 
Ladders so light in weight and so safe and 
secure. 
preferred by ladder users—why Babcock 
Ladders are in a class by themselves when 
it comes to producing ladder sales and step- 
ping-up ladder profits. 
into a lumber yard to purchase something 
else, sees Babcock Ladders on display and 
comes away the owner of one. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Sept. 8.—General business 
throughout New England has been in unusual 
volume during August, and this applies to the 
consumption of building material. Huge ac- 
cumulative requirements must now be supplied 
upon a steadily broadening basis. The two Fed- 
eral slum-clearing projects in South Boston 
and Cambridge are being built chiefly of brick 
and cement. Of much greater interest to local 
lumber distributors are the projects to erect 
one hundred model homes on land bordering on 
the Albermarle Country Club in Newton, and 
a similar though much larger development in 
Arlington on land skirting both the Belmont 
Springs and the Arlmont Country Clubs, ground 
for which was broken last week; to cost 
$3,000,000 and include ultimately the construc- 
tion of 425 model homes of the Colonial type 
that will sell at approximately $6,000 to $6,500. 
That lumber will have a leading place in this 
Arlington development is apparent, for funds 
have been provided by the Home Financing 
Corporation of St. Paul, a finance subsidiary 
of the Weyerhaeuser Timber Co. Leading 
business men and bankers of Boston are also 
behind the project. It is planned that each 
home will be protected by a 19-year FHA mort- 
gage. Construction has already started on the 
first thirty houses. Each home will be indi- 
vidually designed and landscaped, with modern 
interiors, including complete air conditioning, 
oil heat, tile baths, fireplaces, garages and 
recreation rooms. This “Arlmont Village,” 
beautifully landscaped, will serve to demonstrate 
the last word in home development that will 
produce a complete home with ideal neighbor- 
hood surroundings and at a minimum of cost. 
The village is on the famous Paul Revere high- 
way leading from Charleston to Lexington and 








yet so sturdy and strong—it’s the Gen- 


That’s why Babcock Ladders are 


Many a man goes 


Better insure your share of ladder 
profits this season by checking over 
your stock—and writing TODAY for 
our latest catalog and prices. 


TheW.V.BABCOCK (CO. 


BATH , N.Y. 


Concord, and the 70-acre site lies almost wholly 
within the precincts of the town of Arlington. 


WEST COAST FIR AND HEMLOCK.—The 
yards are moving a steadily increasing 
amount of dimension and boards, but appear 
to be securing a large proportion of their 
fill-in requirements at the wholesale yards, 
to avoid placing round-lot schedules for di- 
rect shipment from the mills, for a generally 
higher price level prevails on the West Coast, 
where the mills have marked up prices fully 
50 cents within the past two weeks, to bring 
the mill discount from List 32 from $11.50 
down to $11. Under these conditions, local 
stocks have melted rapidly, and unsold lots 
arriving in the boats are being moved to the 
distribution yards, where assortments are 
badly broken. Receipts by water in August 
totaled 8,684,744 feet, and compare with the 
average in August in the previous seven 
years of 9,549,584 feet. This brings the total 
for the first eight months of the year to 89,- 
603,064 feet, against 51,313,091 feet for same 
period in 1935, and 29,946,693 feet in 1934, 
which was the low point of any similar 
period in the past fifteen years. For this 
period in 1931 the total was 101,957,497 feet, 
and in 1930, 93,287,115 feet. For mill orders 
or for local sales at ships tackle c.i.f., the 
smaller dimension sizes, 2x3-, 4-, 6- and 8- 
inch, in 8- to 14-foot lengths, sell readily at 
a range of $24@26, and the timber sizes, 6x6- 
to 18x18-inch, 8- to 20-feet, are firm at 
$31@32. Boards, fir and/or hemlock, 8-inch 
straight No. 1 common, sell at $27.50 and the 
No. 1 with 15 percent No. 2 common at $26.75; 
No. 2 common, $23.50 and No. 3, $21.50. The 
water freight remains at $12.50. 


EASTERN SPRUCE.—The market is firm 
and active at the July 1 advance of $1, and, 
while the price tendency is upward, there 
are no items in the list that are quotably 
higher. The Maine and Provincial mills are 
well supplied with orders. Provincial mills 
are marketing the major part of their output 
to the home trade and in the English mar- 
ket, where home building is now in full 
swing and is taking about all the spruce 
deals and British Columbia fir and hemlock 
that the Canadian mills can ship. Neither of 
these groups is therefore pressing for a 
market at the Atlantic coast centers. Smaller 
dimension sizes delivered by rail at Boston 
rate points are quoted: 2x3- to 4x6-inch, 
$30@32 with the 2x10- and 12-inch active and 
firm at $36@39. The random sizes average 
$2 below dimension. Dry boards are moving 
freely but the supply is ample to assure 
prompt shipments at list prices. 


LATH AND SHINGLES. — Production of 
spruce lath is again in line with demand, 
with the mills able to make fairly prompt 
shipments. Prices remain firm at $5.25@ 
5.50 for the 1%-inch, and $5.50@5.75 for the 
1%-inch. Eastern white cedar shingles are 
active, and prices are steady at $4@4.25 for 
the extra grade: $3.50@3.75 for clears; $3@ 
3.25 for 2nd clears, and $2.80@3 for clear 
walls. Per square prices are 40 to 60 cents 
lower. Pressure at the mills to move sur- 
plus stocks of West Coast red cedars does 
not add stability to the price list. Prices 
auoted bv mills for rail delivery are: $4.84 
for the 18-inch Perfections, $4.24 for the 16- 
inch XXXXX No. 1, $1 less for No. 2, and 
$2.94 for the No. 3. There have been free 
sales from local storage yards, where com- 
plete assortments are now available. Most 
sales are at $4.75 for Perfections, $4.20 for 
the 16-inch No. 1, $3.20 for No. 2, and $2.75 
for No. 3. 


EASTERN HARDWOODS: — Eastern mills 
report manle and beech sold well in advance 
of production, and at asked prices. The 
woodworkers are inclined to place round-lot 
orders to cover season requirements, and the 
maple heel shons are closing for next sea- 
son’s sunnlies for the same reason. . There 
are no offerings of the better grade of cross 
cut—90 percent usable for heels—at under 
$85, and some of the better mills are hold- 
ine this grade uniformly at $90. Inch FAS 


birch or manle has apparently been stabil- 
ized at $78@82, and the common and select 
grade at a range of $56@60. The active fall 
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season at the heel shops will end during the 
next ten days. 

PINE BOXBOARDS.—tThe box shops are all 
active, supplying containers for the fruit and 
vegetable shippers and the canning factories, 
and their demand will continue another 
month. The amount of unsold, round edge 
inch box pine at the mill yards will be very 
little when the season ends, and it is felt 
that the average price yield will be fully 
equal to that established in the Code period. 
On cars at the mill yard most sales are at 
$15.50@16, and for delivery in truck-load 
lots at Boston rate points most mills ask 
$19@20. A good run of inch square edge 
box at the mill brings $26@29 according to 
average widths. 


Horace B. Shepard, veteran head of the 
Shepard & Morse Lumber Co., and for many 
years chairman of the investment board of the 
Lumber Mutual Fire Insurance Co., of Boston, 
accompanied by the wife of his son Minot and 
their two children, left Aug. 29 for a fifteen 
days’ cruise to the West Indies on the Cunard 
line steamer Franconia. They will return Mon- 
day, Sept. 14. 

The Seaboard Lumber Sales Co., of Van- 
couver, B. C., which several months ago opened 
a New England office at Boston, has temporarily 
withdrawn from the market, as sales and ship- 
ments to the English market are at present tak- 
ing the entire product of the company’s British 
Columbia mills. 


Ed. Lacroix, head of the Madawaska Lum- 
ber Co. of St. John, N. B., and Van Buren, Me., 
who is also a member of the Canadian Parlia- 
ment, has just taken title to the important Frost 
Veneer Mills at Newport, Vt. The plant will 
be remodeled and started up with a crew of 
150 men. It is reported that Lacroix owns a 
tract of timber just over the line in Quebec, 
that will be sufficient to keep these mills going 
fifty years. 


The Insulite Co., of Minneapolis, maker and 
distributor of the nationally famous “Bildrite” 
packaged sheathing, has closed a deal with the 
Shepard & Morse Lumber Co. of Boston, for 
the exclusive marketing of its product in Massa- 
chusetts, Vermont and southern New Hamp- 
shire. A complete supply of all sizes is being 
assembled at the Shepard distribution yard in 
Dorchester Avenue, South Boston, from which 
l.c.l. shipments will be made. 


NEW YORK, N. Y. 


The volume of the lumber movement to build- 
ing lots continues well above that of any year 
since. 1929, and there is a feeling in some sec- 
tions that it would be substantially greater but 
for scarcity of skilled workers. This scarcity is 
explained in various ways, some contending 
that there is no lack of workers in sections 
where the union wage scale prevails, but where 
the contractors offer $5 and $6 a day and 
the union scale is between $10 and $11, it is 
difficult to assemble full crews. This is par- 
ticularly true at points within ten miles of 
Broadway. Farther out, in the cities and towns 
twenty-five to fifty miles away, carpenters are 
receiving as low as $5 a day, and it is said that 
in one New Jersey center where hundreds of 
homes are going up, $5 is the prevailing wage, 
though at that particular point the contractors 
find difficulty in securing full crews. 

Most of the retail yards are carrying well- 
rounded stocks of all items, though there is 
still difficulty in getting southern pine dressed 
finish through from the mills as wanted, due 
to the fact that the South is carrying forward 
a heavier building program than are other sec- 
tions of the country, and is absorbing more 
than its average quota of mill product. The 
local distribution yards are moving fir and hem- 
lock freely to the dealers, who apparently find 
it to their advantage to draw upon these stocks 
at current local prices rather than place orders 
for direct mill shipment, as wholesale offices 
here have booked very little mill shipment busi- 
ness throughout August. The _intercoastal 
water rate remains at $12.50, but the mill dis- 
count from list No. 32 has gained fully 50 
cents within the past two weeks, with the pre- 
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vailing discount for ordinary dimension lots at 
$11, with an occasional $11.50 discount reported, 
while the $12 discount has entirely disappeared. 
The 2x3- and 4-inch, 12 foot dressed No. 1 
common with 15 percent No. 2 sells freely at 
the distribution yards here at $25.50@26, and 
No. 2, 6-inch boards may be had at $27.50, and 
the 8- and 10-inch at $26.25@26.50. 


Intercoastal Lines Form New Organization 


‘Lhe Shipping Board hearing as to the rea- 
sonavieness Of the proposed advance in the 
intercoastal water rate irom $12.50 to $13 has 
been set ior next Friday, Sept. 10, at 45 broad- 
way, this city, tollowing a simuar hearing neid 
at Deattle on Aug. 1%. in this connecuon it 
should be noted that the ship owners have dis- 
solved tne group known as the “Conterence,” 
and in its place nave set up a new organization 
to operate as the Intercoastal Steamsnip rreight 
Association, its main office and chairman will 
be tocated in New York. All intercoastal 1nes 
except one are athliated, and it 1s reported that 
its pian of action has the tull sancuon of the 
Snipping Board. ‘Lhe agreement to whicn ail 
memwers have subscribed provides that no in- 
dependent rate shail be made tnat is 1ower than 
the hignest rate called ior by any member line 
on Oct. 15, 1935. On that date the “Conter- 
ence” rate was $12.50. 


Distribution Plan to Be Attacked by FTC 


There is much agitation and confusion in local 
lumber circles as to just where and to what ex- 
tent the Kobinson-Patman Act of the last Con- 
gress applies in the lumber industry. A con- 
terence of manutacturers, wholesalers and re- 
tailers was held in this city on Aug. 11, but 
as the aims and probable scope of tne Act, as 
it might be applied to the lumber industry, were 
sO vague, the entire problem was reterred to 
the Joint Lumber Industry Conference on Trade 
Kelations. All questions that can not readily 
be answered will be submitted to the Conter- 
ence for consideration. In this connection it 
is reported that the Federal Trade Commission 
has started, or soon will start, proceedings in 
an effort to nullify the National Lumber Dis- 
tribution Statement adopted at Chicago in 
June, 1935, on the ground that it is “a com- 
bination in restraint of trade.” A local trade 
association official insists that that document 
merely outlines standards of merchandising 
practices by which ninety percent of the lumber 
industry is willing to be guided. It simply 
does not permit the chiseler to chisel and by his 
practices keep the industry in a constant state 
of turmoil. “In what other way can we achieve 
self regulation of the industry?” asked this 
official. “And that is exactly what Washing- 
ton has been demanding that we do.” 

Otis Norton Shepard, president of the Na- 
tional-American Wholesale Lumber Association, 
returned Tuesday, Sept. 1, from a four weeks’ 
business trip to the Pacific Coast. Secretary 
Schupner returned to his duties on Monday, 
quite fully recovered from an illness that had 
kept him away from wholesale headquarters 
since the middle of May. 


Shreveport, La. 


SOUTHERN PINE—Wholesalers and manu- 
facturers report a very good demand for yard 
stock, mills being well loaded with orders 
for this. Mills that supply nearby territory 
by truck delivery have plenty of orders. Re- 
tail buying has been stimulated by consid- 
erable home building, and with the demand 
that will follow from some pretty heavy Gov- 
ernment contracts throughout the country, 
the mills here figure they will continue to 
have good business. Prices are firm. 


HARDWOODS—The market shows a ten- 
dency to advance with increased demand. 
Prices on all grades of inch sap gum, which 
have been rather low, are improving. As 
usual during late summer, export demand for 
gum is slow. To move their 4/4 No. 2, 3-A 
and 3-B oak the mills are depending on the 
flooring trade. Mills that have no contracts 
for supplying the leading auto body build- 
ers that will use some oak, are showing a 
tendency to push sales in both the domestic 
and foreign markets, and their effort to find 
new outlets has had a slight tendency at 
times to depress prices in the cutting grades. 
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YELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 


Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 
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PRESSURE 
GUN 





Reg. U. S. Pat. Off. 
Super - plastic, non - 
staining. elastic 


for CAULKING 


caulking compound 
and GLAZING for inside or outside 
Trouble -free gun. use. Makes perma- 
Nothing to get out nent seal; saves fuel 
of order. Power, costs. Black and 9 


strength. dependabil- colors in tubes, cans, 


ity. Rust- proof cad- drums and car- 
mium finish. tridges. 


Order Direct or Through Your Jobber 
Send for descriptive Circulars 


CALBAR PAINT & VARNISH CO. 
Mfrs. of Technical Products 
2612-26 N. Martha St., PHILADELPHIA, PA, 

















“‘News item from New York 

Herald Tribune, Sept. 2, ’36 

Glacier Park, Mont., Sept. 1 -- 
The worst forest fire in seven years 
whipped across the Continental Divide, 
swiitly cut a path of destruction across 
a popular summer resort and crackled 
through valuable timber lands while 
1,200 foresters battled in vain to check 
its advance tonight. 
The 100 guests in a Glacier Park hotel 
fled to safety as the wall of fire—com- 
bined flames of three blazes which have 
burned for more than a week—roared 
down the valley, leveling a tourist camp 


of ninety cabins and destroying a ranger 
station. ONLY A SLATE XG SOF SAVED 
paren HOTEL FROM DESTRUC- 


Genuine Bangor Slate Roofs are absolute 
protection against fire originating from falling 
embers. Stress this point to > prospective 
customers for roofing materials 


NORTH BANGOR SLATE COMPANY, 





NORTH BANGOR, PA. 











The Lange DUPLEX 


Glass Edger Profitable 
Repair Work? 


Do like dozens of other lumber dealers have 
done. Go after the profitable glass repair work 
on auto doors, furniture tops, French doors, 
etc. You'll be surprised at the money you can 
make doing this work. Don’t pass up this 
opportunity—investigate the complete line of 


Lange Glass Edgers 


Write now for catalog and price list. 


HENRY G. LANGE MACHINE WORKS 


166 North May St., Chicago, IIl. 





“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.50 postpaid. 

Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Tree Planting, Protection, Use 


WPA Plants Trees in Thirteen 
States 


WasuincTon, D. C., Sept. 8—A growing 
consciousness of the importance of trees to this 
and future generations is reflected in the plant- 
ing last year of more than 5,700,000 trees on 
town and county owned forest areas and com- 
munity wood lots, says the Works Progress 
Administration. This work has been done in 
thirteen States by the WPA, using relief labor. 
The communities put up most of the funds for 
materials, while the WPA paid the labor. 
Arkansas, California, Illinois, Indiana, Massa- 
chusetts, Michigan, Minnesota, Nebraska, New 
York, Ohio, Pennsylvania, Rhode Island and 
Wisconsin are the States where the forestation 
work is being done. The improvement of small 
community-owned woodland areas is designed 
to give these forests the same benefits that are 
being accorded State and national forests by the 
Civilian Conservation Corps. 

—_—_—_—_—_—_ 
Sea Planes Land on Lakes, Save 
Fire-Fighting Costs 

San Francisco, Cauir., Sept. 5.—Forest 
rangers in the Washington Cascade Range are 
looking for lakes a mile and a half long on 
which to land sea planes conveying fire fighters 
to forest blazes in remote parts of the national 
forests. Trial flights have been made from 
Seattle and five lakes have been selected out 
of forty surveyed, and arrangements made for 
the use of chartered planes when fires occur. 
According to Forest Service officers, the use 
of lakes as landing fields in remote regions 
where road construction is lacking, will enable 
the Forest Service to get quick action with 
small crews on forest fires and save damage and 
fire fighting costs, in addition to the expense of 
constructing landing fields for land planes. 


Wood for Motor Fuel and 
Home Heating 


Close utilization of all the wood substance 
grown in a forest is essential to successful for- 
estry, says A. E. Wackerman, forester, in 
Southern Pine Forestry Notes, issued by the 
department of conservation of the Southern 
Pine Association, New Orleans, La. and he 
then calls attention to the fact that German 
scientists apparently have perfected a method 
of utilizing low grade timber that may be 
adaptable in this country and thereby materially 
aid in making American forests still more use- 
ful. They have found a means of generating 
a wood gas that is suitable for use in internal 
combustion motors at a very considerable saving 
over gasoline. Either charcoal, wood chips, or 
small blocks of wood are used and the gas 
generated on the vehicle. Wood gas is reported 
to be in practical commercial use on a large 
number of heavy trucks and busses throughout 
Germany and other European countries, and, 
as the equipment and the application of wood 
gas to motor driven vehicles is further improved, 
it will very likely be much more widely used. 
A future possibility is the establishment of cen- 
tral generating plants equipped to furnish the 
gas compressed in containers, which will over- 
come the undesirable features of the present 
bulky gas generating equipment. 

The Germans have also perfected a new 
method of burning wood for domestic heating. 
Stoves have been designed and constructed com- 
mercially, based on the principle of converting 
the wood into gas and then burning the gas. 
The stoves are no larger than ordinary stoves, 
yet one charge of wood is sufficient for from 12 
to 24 hours, depending upon the weather, and 
the heating efficiency of the fuel is practically 
double that obtained by the ordinary method of 
burning w 





Use in this country of the German or other 
similar devices for putting low grade wood to 
these useful purposes should result in a 
revival of the use of wood for domes- 
tic fuel and also create a demand for wood 
as a source of motor fuel. Increased markets 
for inferior tree species and wood refuse from 
the forests would permit improved cutting 
and thinning operations on a more intensive 
scale than is now possible, and would enhance 
the value of timber crops. 





Brilliant New Display Sign 
Is Unique 


The new Glidden display in the heart of 
Cleveland’s downtown area is a spectacular 
structure, the top of which is 108 feet above 
street level, while the display itself is 61 feet 
high. The structure consists of twin towers 
facing in opposite directions, and thus offering 
two-way visibility to an estimated quarter-mil- 
lion passers-by daily, Each unit is 44 feet wide 
and 16 feet deep. Letters spelling the word 
“Glidden” are four feet high; those spelling 
“Paints” are three feet high, and the remain- 
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ing letters are two feet in height. The sign is 
unique in its use of height rather than width, 
and it is rendered especially distinctive by the 
liberal employment of gold neon lighting, which 
adds a radiant glamor to the entire display that 
has not been obtainable with other lighting 
effects. On either side of the tower are sets of 
louvered wings representing the colors of the 
spectrum. Each louvre is brilliantly illumi- 
nated with rows of concealed lights. Progres- 
sive illumination of various parts of the sign is 
used, and the whole is enhanced by eight large 
spotlights. Steel, concrete, lumber and appro- 
priate fittings together with paint and electrical 
equipment compose the display. 





Hymeneal 


CUTLER-SHAW—tThe marriage of Donald 
Frederick Cutler, Jr., son of Mr. and Mrs. 
Donald F. Cutler of Dover, Mass., to Nancy 
Sherlock Shaw was solemnized at noon on 
Sept. 3. The bride returned recently from a 
year of aay A Paris, and the groom grad- 
uated from arvard last June. The senior 
Mr. Cutler and his cousin, Roger W. Cutler, 
are active in the Montan Treating Co., Boston, 
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Business Changes 


ARKANSAS. McGehee—New Deal Supply 
succeeded by Johnson Supply Co, 

CALIFORNIA. Gridley—Home Builders Lumber 
Co. purchased by Diamond Match Co. 

Long Beach—Frank Graves’ Sash, Door & Mill 
Co., 957 American Avenue, has been reorganized 
and renamed the Graves Co. 

Los Angeles—Frank Graves Sash, Door & Mill 
Co., 2000 Pasadena Avenue, changed name to 
Graves Co, 

CONNECTICUT. Fairfield—Fairfield Masons Sup- 
ply Co. succeeded by Fairfield Lumber & Supply 
Co, 

ILLINOIS. Chicago—Treece Lumber Co., 
West 38th Street, 
Lumber Co. 

De Kalb—E. E. Embree succeeded by E. E. Em- 
bree & Sons, 

Lemont—A, J. Helbig & Son Lumber Co. pur- 
chased by Blesch & Welter Lumber Co. 

IOWA. Marshalltown—Lander & Johnson Co. 
succeeded by Johnson Lumber Co. 

MASSACHUSETTS. Spencer—R. B. Stone Lum- 
ber Co, purchased by Southbridge Lumber & Sup- 
ply Co. of Southbridge, and will be operated un- 
der the name ot Spencer LUmMver & Suppiy Co. 

MICHIGAN. Albion—Albion Lumber Co. con- 
trolling interest purchased by E. C. Godfrey, of 
Sturgis. 

Snepherd — Russell Stilgenbauer succeeded by 
Shepuerd Hardware & Implement Co, 

MINNESOTA. Hines—Friberg & Ostlund suc- 
ceeded by A. E, Ostlund. 

NEW YORK. Richfield Springs—Chase Mill & 
Supplies succeeded by C. Quaif & Son Lumber Co. 

NURTH DAKOTA. Kintyre—Kintyre farmers 
Co-Operative bievator Co., succeeded by Farmers 
Co. 

OREGON. Ukiah—E. E. Gibbs succeeded by L. 
M. Thorp. 

SOUTH DAKOTA. Carthage—Noble & Raesly 
Co. succeeded by Seth Noble. 

WASHINGTON. Auburn — Heisserman Lumber 
Co. suid to nenneth Cainins, ol auvurt, alu Vv, 
W. North, of Tacoma, who will continue the busi- 
ness under the name of Nortn-Calkins Lumber Co. 

Bremerton—Thomas E. Ketell & Sons succeeded 
by Cavanaugh Lumber Co. 


Incorporations 


FLORIDA. Tampa—Uneek Corporation; lumber. 
; KENTUCKY. Kimper — Phillips Lumber Co.; 
1,500. 


MICHIGAN. Big Bay—Kerry & Hanson Lumber 


Co.; wuolesale and retail. 

Detroit—sabcock-bartel (Inc.), 5333 Vermont 
Avenue; manufacturer and dealer in wood, fiber 
and composit.on products. $150.000 capital. 

Lumber & Wrecking Corp., 


Co. 


3800 
succeeded by Treece Hardwood 


Detroit—Keliabie 
1013 Lafayette Building; $50,000, 

Detroit—Ridson Coal Co., 0250 14th St.; lumber, 
building supplies and coal; $5,000. 

Muskegon Heights—Aluminex Thermo-Seal Corp., 
1200 Mclllwraith St.; $250,000. To manufacture and 
seil insuiatson materials. 

NORTH CAROLINA. Asheville—Johnson-Chand- 
ley Lumber Co.; $25,000. To operate and carry 
on a general lumber business. 
oi Cleveland—Tucker Lumber & Supply Co.; 

0, 0U0U, 

OREGON. Portland—<Associated Timber & Fuel 
Co.; $1,000. 

Portland—Emmerson Logging Co.; $5,000. 

Portiand—W iest-Schritsmier Logging Co.; $15,000. 

SOUTH CAROLINA. Batesburg—Batesburg Fur- 
niture Co.; $32,000. 

WASHINGTON, Longview—McDonald Logging 
Co.; $10,000. 

Seattle—Skyline Timber Co.; logging; $50,000. 

Seattle—Washington Products Co.; building ma- 
terials; $11,500. 

WEST VIRGINIA, 
Lumber Co.; $20,000. 


_ WISCONSIN. Butternut — Northern Hardwood 
Veneers (Inc.); will operate a sawmill. 


Casualties 


CALIFORNIA. Los Angeles—Plant occupied by 
theAutomatic Extension Screen Co. and the Baby 
Line Furniture Corp., at 6235 South St. Andrews 
Place, destroyed by fire, with loss of $75,000, most 
of which is covered by insurance. Will be rebuilt. 

Shafter—King Lumber Co, destroyed by fire, with 
loss estimated at about $25,000. Temporary offices 
have been established and the yard will be rebuilt. 

CONNECTICUT. Waterbury—J. E. Smith & Co. 
lumber shed and stock destroyed by fire, with loss 
estimated at between $42,000 to $52,000, mostly 
covered by insurance. 

GEORGIA. Wadley—Middle Georgia Lumber Co, 
sawmill and planer damaged between $7,000 and 
$10,000 by fire; will be rebuilt. 

MAINE. Perkins Siding (P. O. at Perkins)— 
Ernest H. Ladd sawmill here badly damaged by 
fire, and about 1,500,000 feet of sawed lumber 
burned, with loss estimated at $40,000, partially 
insured. Several box cars loaded with lumber and 
@ large planing mill were saved. 


MISSOURI. Kansas City—Penrod Jurden & 


Huntington—H. K, Eutsler 


Clark Co. yards at 7400 St. John Avenue, had 
2.000,000 board feet of walnut lumber destroyed by 
tire, with loss estimated at $400,000; 90 percent 
of which is covered by insurance. Office and plant 
saved. Plant’s production facilities will not be 
hampered by the fire. 

NEBRASKA. Grand Island—Yost Lumber Co. 
suffered fire loss of between $40,000 and $50,000; 
insured; will be rebuilt at once. 

NORTH CAROLINA. Elizabethtown — Bladen 
Lumber Co, planing mill, considerable machinery 
in the box factory, and thousands of feet of lum- 
ber destroyed by fire, with loss estimated at 
$10,000, partly covered by insurance. Operations 
will be resumed as early as possible. 

OHIO. Toledo—South Side Lumber & Supply 
Co., 3060 Monroe St. had two storage sheds de- 
stroyed by fire; loss estimated at $15,000; insured. 

Wauseon—Ames-Baldwin Wyoming Co. handle 
factory destroyed by fire, with loss estimated at 
$40,000; considering rebuilding. General offices of 
the company are at Parkersburg, W. Va. 

Hicksville—Crook, Son & Co. handle factory sup- 
ply building and saw filing room destroyed by fire, 
with loss estimated at $10,000. Will be rebuilt at 
once. 


New Ventures 


ARKANSAS. Mena—Three States Lumber Co. 
of Texarkana has installed a manufacturing plant 
here for the manufacture of highway culverts. 

CALIFORNIA. San Francisco—James E. Atkin- 
son has engaged in the wholesale lumber business 
at 112 Market St. 

COLORADO. Fort Collins—National Lumber & 
Creosoting Co. is installing a new lumber yard here. 

NEW MEXICO. Portales—A. D. Ribble Lumber 
Co. has opened a néw lumber and building sup- 
ply business on State St. 

NEW YORK. Mayville—Turner Lumber Co. 

OHIO. Barberton—Ford Luinber Co. of Doyles- 
town, has opened a lumber, building materials 
and coal yard at 146 Eighth St., N. W. 

OKLAHOMA. Chelsea—King-Lawrence Lumber 
Co. is making plans to re-open its yard here, 
which has been closed for several years. 

OREGON. Brownsville—Fayne Coshow is open- 
ing a lumber and building materials yard here. 

PENNSYLVANIA. Corry—Corry Furniture Man- 
ufacturing Co.; manufacturers of chairs, 

WASHINGTON. Seattle—Doty Lumber Co., East 
85th St. and Bothell Way. Carries complete line 
of lumber, paints, building hardware and building 
materials. 

Seattle — Johnson-Peterson Millwork Co., 1773 
Market St. 


New Mills and Equipment 


ARKANSAS. Texarkana—Miller County Lumber 
Co. probably wili rebuild sawmill and planing mill 
recently destroyed by fire. 

CALIFORNIA. Bieber—Caldwell Lumber Co. is 
installing a planing mill with a capacity to surface 
50,000 feet of lumber per day. 

NEBRASKA. Grand Island—J. H. Yost Lumber 
Co. will rebuild yards destroyed by fire. 

NEW MEXICO. Albuquerque—Baldridge Lum- 
ber Co., recently destroyed by fire, will be rebuilt. 

TENNESSEE. Rogersville—John TT. Walker 
Lumber Co. planing mill, recently burned, will be 
rebuilt. 

VIRGINIA. Suffolk—Burgess Lumber Co. a 
subsidiary of the South Atlantic Lumber Co., is 
constructing a new sawmill, dry kiln and planing 
mill here. 

WISCONSIN. Superior—Union Sash & Door Co. 
will soon begin rebuilding sash and door factory on 
old site, at cost of $8,000. 

CANADA. BRITISH COLUMBIA. Vancouver— 
Valley Planing Mills (Ltd.), 185 Second Ave. N., 
plans sawmill, planing mill and shingle mill to 
cost about $40,000. 

Victoria—Point Ellice Lumber Co. (Ltd.), 2516 
Pleasant St., will construct a sawmill and shingle 
mill. 

NOVA SCOTIA. Truro—Spencer Bros. & Turner 
(Ltd.) plan erection of $40,000 woodworking plant. 





Big Walnut Veneer Plant Swept 
by Fire 


Kansas City, Mo., Sept. 7.—Loss from a 
fire which swept the plant of Penrod Jurden & 
Clark Co., this city, on Aug. 30, was estimated 
by President John C. Rodehaffer at about 
$400,000, 90 percent of which is covered by 
insurance. This concern is one of the largest 
walnut veneer producers in the country. It has 
other plants located in Des Moines, Cincinnati 
and Norfolk, although the local plant is the 
only one handling walnut exclusively. It is 
stated by officials that production facilities 
would not be hampered by the fire. 
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DOUGLAS Fir EXPLOITATION 
& Export Co. 


Head Office: 


1125 HENRY BUILDING, SEATTLE 


EXPORT SHIPPERS 


Cargo and Parcel Shipments 
TO ALL FOREIGN MARKETS 








Douglas Fir Noble Fir 
Pacific Hemlock 
Sitka Spruce 


BRANCH OFFICES: 


Portland, Oregon 
San Francisco, California 


Cable Address, all offices, FIREXCO 
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OF FINE 
QUALITY 


Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
needs in 
Selects - Common 
S4S or Rough 


Shop and Box 
Let Us Quote on Your Needs 


SPRAGUE 
RIVER, 
OREGON 


Huntington 
Taylor, 
General 

Manager 
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J. Dwight O'Dell assumed his duties as di- 
rector Ol iniormation tor the Caluornmia Ked- 
wood Association, 405 Montgomery Street, San 
krancisco, Sept. 1. 


C., L. Curtis, formerly associated with the 
West Side Lumber Co., Watertown, W1s., has 
been appoimted manager of tne Watertown Coal, 
Sand & Gravel Co. 

B. R. Ellis, consulting representative of 
Southern Cypress Manuiacturers Association, 
spent some ume in the South recently, making 
his headquarters in Jacksonville. 


F. H. White, mill sales manager of the Ham- 
mond & Littie iver Kedwoud Co. (Ltd.), 
Samoa, Caul., 18 OM a SIX Weeks trip in the 
bast to earn first hand the problems otf re- 
taulers there. 


Zeno Neilson of Jackson & Tindle (Inc.), 
Grand Kapius, Mich., was in Chicago Sept. 9. 
he pians To attend tue annual Couveuuon or the 
Nationai Hardwood Lumoper Associauon in New 
lork City, Sept. 17-18. 


Charles M. Smith, president of the W. O. 
King Lumber Co., Chicago, and Mrs. Smith 
pian to leave their home dept. 15 tor a two 
weeks automobiuie trip to rniladelpnia, New 
York City, and various centers of attraction in 
southern Canada, 


Frank H. Mather, president of the Central 
City Lumver Co. jackson, Mich. and vice 
president ot the Micnigan xetail Lumber Deal- 
ers’ Association, 1s convaiescing at his home 
aiter being reieased irom a hospital where he 
was connned during his illness. 


Stephen A. Wyckoff, who for years has been 
in charge ot ail blister rust operations in the 
tacitic Northwest, has been appointed director 
ot the experiment station at Mussoula, Mont., 
tor forestry Kegion No. 1. He will assume 
his new duties Uct. 1. 


A horse show under the auspices of the Erie 
County Agricuitural Society was held at Ham- 
burg, N. Y., Sept. 1. Clark W. Hurd, of the 
lumber firm of Hurd Bros. (Inc.), Buffalo, 
was chairman of the show committee, and was 
assisted by Bradley J. Hurd. 


Ed S. Wilson, an official in the employment 
office of the Long-Beil Lumber Co., has been 
elected commander of the Longview (Wasn.) 
post of the American Legion. He has been 
active in American Legion affairs for many 
years and was a charter member of the Great 
Falls (Mont.) post. 


The James D. Lacey Co., timber land fac- 
tor, Chicago, is now located in larger and well- 
appointed offices in Room 701 of the Continental 
Illinois National Bank & Trust Co. of Chi- 
cago, after occupying Room 2087 of the same 
building for a number of years. The present 
suite was newly decorated and carpeted for the 
tenants, and has appealed favorably to the com- 
pany’s many friends. 


George W. Gorman, wholesale lumberman of 
San Francisco, has been appointed general man- 
ager of the Trans-Pacific Lumber Corp., Port 
Orford, Ore. Mr. Gorman, formerly sales man- 
ager of the Hammond Lumber Co., San Fran- 
cisco, will maintain his office in that city in 
Room 503 Kohl Building and handle the north- 
ern California sales of the Trans-Pacific con- 
cern. He will spend some time in Port Orford. 


The Campbell-Moore Lumber Co., whole- 
sale firm, Portland, Ore., now has a California 
division office in Room 716 at 112 Market St., 
San Francisco. James E. Atkinson, who was 
with the Charles R. McCormick Lumber Co. 
sixteen years, is manager of the new office, and 
J. H. Stutz, also with the McCormick organ- 


ization previously, is representing Campbell- 
oe in the San Joaquin and Sacramento val- 
eys. 

Robert Ryland Sizer, Jr., president of Robert 
R. Sizer & Co. (Inc.), wholesale lumber con- 
cern with main office in New York City, called 
on L. Alen Dill of the James Lumber Co. (Inc.) 
and Lewis Dill & Co. (Inc.), Baltimore, Md., 
last week. Mr. Sizer, who succeeded his father, 
the late Robert R. Sizer, founder of the corpo- 
ration, owns Millwood, an estate in King Wil- 
liam County, Virginia, and makes frequent trips 
between his place and New York. 


Emmett C. Godfrey, former representative of 
many of the larger lumber mills in the country 
and more recently president and general mana- 
ger of the Citizens Lumber Co., Sturgis, Mich., 
has purchased the Albion Lumber Co., Albion, 
Mich. Mr. and Mrs. Godfrey have moved to 
Albion. The yard was purchased from William 
H. Barney, who at one time was president of 
the Michigan Retail Lumber Dealers’ Associa- 
tion. Mr. Barney has retired from the retail 
lumber business. 


G, A. Vangsness, Chicago, secretary of the 
National Association of Hardwood Wholesalers 
and its official representative to the annual con- 





vention of the National Hardwood Lumber As- 
sociation in New York City, Sept. 17-18, will 
leave Sept. 14 with Mrs. Vangsness and their 
daughter and son-in-law, Mr. and Mrs. Paul 
Negley, by automobile for the eastern city. Mr. 
Vangsness and his party plan to return through 
the scenic Catskill Mountains, and visit West 
Point, Sing Sing prison, and other points of 
interest. 


Marking another step forward in the West 
Coast lumber industry’s support of forest con- 
servation practices, Kenneth M. Murdock, for- 
ester and logging engineer has been added to 
the staff of the joint committee on forest con- 
servation, an activity of the Pacific Northwest 
Loggers’ Association and the West Coast Lum- 
bermen’s Association. Mr. Murdock will co- 
operate with the State Forestry Department of 
Oregon in helping the logging and lumber in- 
dustry carry out effective forest protection and 
reforestation practices. 


J. B. Kesterson, pioneer timber cruiser re- 
cently retired from the Schafer Bros. Logging 
Co., is writing a series of pioneer reminiscences 
telling of the birth of commercial logging and 
sawmill development on Grays Harbor for the 
Aberdeen (Wash.) Daily World. Mr. Kes- 
terson, better known as “Uncle Ben,” is well 
known to western Washington logging oper- 
ators and lumbermen. He logged the piling 
on which the original Hoquiam (Wash.) mill 
was built, was a partner in the first tidewater 
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sawmill on Grays Harbor, and was among the 
first men to log commercially by hand and bull 
team in southwestern Washington. 


Unique Industrial Service Opens 


New Orteans, La., Sept. 7.—Edward 
Schneider, who has been connected with the 
Southern Lumber Operators’ Association for 
nineteen years and for several years was secre- 
tary-manager, has become executive vice presi- 
dent of the Industries Service Corp., which has 
an office at 520 Whitney Building, New Orleans. 
This company carries on a unique industrial 
service with a corps of analysts, efficiency men, 
auditors and men experienced in the various 
departments of lumber manufacturing, who can 
go over an operation, study it and make plans 
for improved methods and practice. It has a 
department for making investigations, but is 
not a detective agency. Mr. Schneider has 
been close to lumber manufacturers in the South. 

The officers are: 

President—A. P. Daspit 

First vice president—Edward Schneider 

Second vice president—John Davenport 

Secretary-treasurer—Edward Woods 

Director of operations—Frank L. Herbert 

Assistant director of operations—S. L. Lal- 
lande 





Minneapolis Company Is Host to 
Friends From South 


Several of the Insulite Co.’s friends from the 
South, who visited the concern’s offices in 
Minneapolis and Chicago and the company’s 

STANDING, LEFT 


TO RIGHT: R. J. Hol- 
zer, president Holzer 


Sheet Metal Works 
(Iinc.), New Orleans, 
La.; Thornton 


Estes, president Estes 
Lumber Co., Birming- 
ham, Ala.; E. A. An- 
jerson, sales - manager 
The Insulite Co., Min- 
neapolis, Minn.; T. J. 
Reynolds, president 
Valley Lumber & Sup- 
ply Co., Hot Springs, 
Ark. 

SEATED, LEFT TO 
RIGHT: R. J. Williams, 
president Planters 
Lumber Co., North 
Little Rock, Ark.; 
Frank Watson, presi- 
dent Birmingham Sash 
& Door Co., Birming- 
ham, Ala.; and Claude 
Grayson, president 
Grayson Lumber Co., 
Birmingham, Ala, 


mill at International Falls, Minn., during the 
week of Aug. 16-22, are shown in the accom- 
panying picture. While on their trip to north- 
ern Minnesota, the men called also upon plants 
of the Minnesota & Ontario Paper Co. and the 
International Falls Lumber Co., both in Inter- 
national Falls, and the Fort Frances Pulp & 
Paper Co., at Fort Frances, Ont. 





Announces Sale of Hardwood 
Producing Concern 


The Toledo Guaranty Corp., manufacturer of 
West Virginia hardwoods, announces the sale 
on Sept. 1, of its lumber division to the Appa- 
lachian Co., 936 Woodville Street, Toledo, Ohio. 
The corporation, about a year ago, sold to the 
Appalachian Co. a band mill at Parsons, W. 
Va., but has continued to market the output. 
The present personnel of the lumber division 
has been acquired by the Appalachian Co. A. B. 
Speight, who has been manager of the lumber 
division for the past three years, has accepted 
a similar position with the new owner. H. B. 


Turner will continue to manage the wholesale 
division, and one of the conditions of the sale 
was that Wm. R. Parmele would remain presi- 
dent of the Appalachian Co. A large and varied 
stock of lumber is on hand ready for shipment. 
Inquiries should be directed to the Appalachian 
Co. at the above address. 
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Baltimore, Md. 


(Continued from page 62) 

NORTH CAROLINA PINE—The demand 
continues in very gratifying volume, though 
it ordinarily eases off somewhat at this time 
of year. Much shortleaf is being absorbed 
in building, and all box plants are still run- 
ning full time. Receipts have not resulted 
in any accumulation of a surplus on the 
public wharves. Quotations are well sus- 
tained. 


LONGLEAF PINE—The. movement is on 
such a scale that mills have enough orders 
on their books to run on full schedules, and 
inquiry is still increasing.. Stocks held in 
the yards here could be added to without 
causing any pressure whatever. Quotations 
are firm. 


CYPRESS—Volume of business as a whole 
holds up well but has contracted a little sea- 
sonally. Stocks here are just about large 
enough to take care of current needs. Prices 
are either firm or edging up a little. 


WEST COAST WOODS—Fir is experiencing 
a fair demand, even though the trade seems 
to be somewhat less active than it was for 
a time, and the quotations are well sustained. 
Assortments of Ponderosa, sugar and other 
western pines permit less free selection than 
might be desired. 

HARDWOODS—Some of the distributors 
report that inquiry has been rather less ac- 
tive, but others are busy as ever. Quotations 
are steady or show a rising tendency. Here 
and there a thinness of offerings is to be 
noted, and scarce items are not infrequently 
marked up. Wagon oak makes up a con- 
siderable proportion of the export business 


on Buffalo, N. Y. 


Lumber demand has shown a little im- 
provement lately, no doubt due in part to 
the stronger tone of prices in various woods. 
But another factor is the increase in the 
amount of new construction work started, 
and broadening out of consumption. Pros- 
pects are for a good deal more building this 
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fall than a year ago, much of it in the 
suburbs of this and other cities. Speculative 
builders are encouraged to start operations, 
as they see an increased demand for homes 
developing. 


HARDWOOD demand is holding up on 
about a seasonal basis, with prospects for 
improvement in the near future. Furniture 
factories are busier than they were a short 
time ago, and are finding it necessary to 
add to their stocks. There is not much 
demand from the automobile body plants, but 
this lack is expected ‘to be largely offset by 
demands from the building industry. 


WESTERN PINES—The market is on a 
stronger basis than for some time. Higher 
prices have been prevailing on various items 
of Idaho pine, because of the recent labor 
troubles, and restrictions have been placed 
on the amounts the mills have been offering. 
Increased strength in southern pine has 
tended to stiffen prices in all the western 
woods and buying shows some improvement. 


NORTHERN PINE demand is a little more 
active than it was a few weeks ago, and is 
expected to improve still further during the 
next few weeks. Retailers have been holding 
off for some time, but now that the fall 
season is at hand and they see more con- 
struction work developing, they are making 
inquiry for lumber to replenish their stocks. 
Prices are befng well maintained at the mills. 





New Brunswick Stumpage Dues 


Not Increased 


MonTREAL, Que., Sept. 7.—Fullest co-opera- 
tion from lumber operators in extending their 
operations to the maximum, and in providing 
liberal consideration for their workmen, was 
urged by Hon. F. W. Pirie, minister of lands 
and mines of New Brunswick, in announcing 
that there will be no increase in stumpage rates 
on Crown lands this year. The present rate 
for spruce saw logs is $2 per thousand super- 
ficial feet. It is expected lumbermen will plan 
a larger cut than last year. 


Hoosier Firm’s Salesmen Use Schooling | 


(Continued from Page 29) 


builders. I told her that that was up to her, 
but asked her to remember that my figure was 
based on reputable specifications (I knew she 
had seen my Johns-Manville guide book), and 
included everything from the moment the work 
began until the job was finished. She didn’t 
see how she could get as thoroughly sound re- 
modeling done for any less expense, and without 
more ado signed the contract. The complete 
bill is slightly over $3,000, and all parties are 
satisfied. . The woman knew exactly what she 
would get before work started, and we knew, as 
did the contractor, what our obligations were 
to earn our shares. 


The above case was an example of the 
good teaching at the training course attended 
by Mr. Bruce, Mr. Bader and five salesmen 
in their organization. The “students” 
learned how to tell the story of a construc- 
tion job to.the customers rather than stress- 
ing price primarily. In some cases, it is 
found that the consumer does not even ask 
the cost on small alterations, after the sales- 
man has gone over the work along the guild 
outline. The writer learned that this was 
the second experience of Mr. Bruce in ap- 
plying the plan. 

A study of the building field in Gary was 
recently completed by the WPA. The 
wealth of data of interest to lumber retail- 
ers included the discovery that there are 
7,600 residences in the city without garages. 
Partly to learn if it was difficult to sell a 
garage job and partly to give the J-M sell- 
ing plan another whirl, Mr Bruce visited a 
prospect in the west part of town. 

This man wanted a garage, and wasn’t 
familiar with how they were built, the kind 


or grade of lumber used, or anything else. 
Mr. Bruce explained how close the studding 
and rafters would be together to guarantee 
strength, that only No. 1 grade-marked lum- 
ber would be used, and after many other 
points along this line, how much the garage 
would cost per month under a three-year- 
payment plan. The man was satisfied with 
the figure, and has never asked what the 
cost would be in cash payment! 

With one sale closed, Mr. Bruce looked 
at the man’s house and told him that the 
Bader Corporation could fit it completely 
with storm windows, three combination 
doors, paint around the windows, and do a 
few other jobs for $2 or $3 more a month. 
He could pay for the garage and all the re- 
pairs and improvements to the house for 
a nominal amount each month during the 
coming three years. The customer immedi- 
ately decided to accept the plan, and the 
garage is shown under construction in an 
accompanying photograph. 

Before going to school, said Mr. Bruce, I 
probably would have gone to the man and 
quoted a price to him on a garage, without 
telling him first what grade of material would 
be used or the competent workmanship going 
into the building’s construction. Not having 
a “behind-the-cost” picture, there would have 
been the possibility that I might not have made 
the sale as the man might have decided to wait 
until later when he would have the cash By 
following the guild procedure, he will have his 
garage, a better house, and pay for them in 
convenient installments fitted into his budget. 
My recent “education” taught me that there is 
plenty of business for us material dealers, if 
we just go after it. There is going to be no 
seasonal slump in our sales next winter! 
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LUMBER MARKET REVIEW 


Southern Pine Uppers Sell as Fast as Available and 
Demand for Lowers Has Increased 


The southern pine market is displaying more strength, 
bookings continuing to run well ahead of shipments, and 
shipments exceeding the production, so that while stocks 
have been depleted, there has been a further increase in 
the order files. Bookings in the two weeks ended Aug. 29 
were 23 percent above those in the same period last year, 
compared with an excess of 13 percent for the year to date.’ 
A large share of the current demand arises from fall build- 
ing activity in the South itself, where sale of big crops at 
good prices is bringing farm buyers into the lumber mar- 
ket. A considerable increase in shipments of lower grades 
has been reported; these grades had recently been in sur- 
plus and soft, but are rapidly developing strength. Middle 
West yards are finding buying for fall construction much 
more active than they had expected, with good crop prices 
offsetting the effects of drouth on farm purchasing power. 
In the East, consumption has been becoming increasingly 
active, there being a large volume of building, and expan- 
sion of industrial operations. The Atlantic coast market 
in fact reports that it has had some difficulty in getting 
prompt shipments of finish from the mills in the South, 
and it must rely largely on fresh shipments, since close 
buying has resulted in a considerable depletion of local 
stocks. North Carolina pine mills report such a gain in 
the call for shed stock that they are marking up their quo- 
tations. Roofer prices are reflecting the improved position 


of the market. Shortleaf box has been moving well and is - 


in low supply, so that there is a possibility that prices will 
make an advance, 


Northern Pine and Hemlock and Eastern Spruce Mills 
Find Demand Good and Improving 


Northern pine demand has retained its recent gain, con- 
tinuing during the two weeks ended Aug. 29 at 3 percent 
above that of the corresponding period of last year. Yard 
sales in many sections of the Grain Belt have recovered, 
and millwork items are in more active call. In the Niagara 
area, building demand is increasing and finds yard stocks 
low, so that retailers have been oftener in the market. 

Northern hemlock business is making a rather good 
showing compared with last year, bookings in the two 
weeks ended Aug. 29 having exceeded 1935 by 17 percent, 
and prospects for farm buying in the Michigan-Wisconsin 
territory are considered good. Prices were revised Sept. 1, 
and those of leading items appear on another page. 

Northeast spruce mills have been relieved of Maritime 
competition by a good British demand for the Canadian 
product. Mills on this side of the line report an active 
demand, with quotations firm at the recent advance of $1, 
and showing signs of a further strengthening. 


West Coast Domestic Cargo and Rail Sales Increase 
and Quotations Are Marked Up 


West Coast mills during the two weeks ended Sept. 5 
again booked a volume of orders about 12 percent in excess 
of their output. There was a slight decline in domestic 
cargo trade, and a much larger gain in rail business, with 
exports at about recent volume—but comparisons have to 
take into account that last report includes two more mills. 

Rail buying is showing a decided pick-up, and as stocks 
of uppers at most mills are depleted, prices for mixed-car 
loading especially have strengthened about $1. The mid- 
dle West is sending in a larger volume of orders than was 
expected, the drouth resulting in enhanced returns for areas 
that had fair crops. Some feel that the eastward move- 


ment of foodstuffs to replace drouth shortages may make 
it difficult for lumber shippers to obtain empties later. 

The Atlantic coast market is stronger by at least 50 cents, 
Its recent weakness, as compared with the situation at the 
mills, led buyers to draw heavily on local stocks, and these 
are now greatly reduced. There is very little import of 
British Columbia fir—or Maritime spruce. Some trouble 
with Pacific Coast longshoremen is looming up, and tends 
to stimulate buying. Ship space is becoming scarcer, but 
the intercoastal rate remains at $12.50. California buyers 
fear a waterfront labor tie-up and are placing more forward 
orders; there has been little recent change in volume of 
consumption or prices. A considerable amount of unshipped 
California business is on file at the mills. 

British Columbia mills are well booked up with British 
Empire orders, but practically none of the business is com- 
ing to the Northwest States; and political tension and 
exchange difficulties prevent the Continent from buying. 
The Chinese and Japanese markets continue dull, and only 
small buying is being done by Latin America. 


Improving Demand for Western Pines Finds Wanted 
Items in Lower Supply, Brings Price Strength 


There has been a marked improvement in the western 
pines market, as a result of increased demand, the bookings 
in the two weeks ended Aug. 29 having exceeded those of 
the corresponding period last year by 35 percent. There 
continues a fair demand for No. 2 commons. Box is now 
moving quite actively, and gives signs of strengthening, 
but while Nos. 3 and 4 common are in somewhat improved 
statistical position there has been no mark-up in their 
prices. The most encouraging recent development has been 
the increase in the movement of shop and selects. No. 1 
shop is getting into such low supply that prices are firming 
up, but although the Nos. 2 and 3 can not be said to be in 
excess supply, they continue at about recent levels, with 
No. 2 showing more firmness than No. 3. Current sales of 
selects, in straight and mixed cars, are reported to be large 
enough to absorb the output, and as mill stocks have been 
depleted. a mark-up in quotations is likely. Reports from 
the middle West and East indicate that increasing demand 
finds local stocks low, and as many producing units close 
for the winter, there is every prospect that mill prices will 
at least hold their recent gains. 


Hardwood Sales Volume Is Well Sustained: Gums Active 
and Advance, But Oak Is Dull 


Hardwood mills report that the domestic demand con- 
tinues good, but that the foreign market is unsatisfactory. 
Bookings are practically absorbing production, and as the 
southern output will be curtailed soon by winter rains, the 
market is likely to retain its recent gains and perhaps de- 
velop further strength. The best domestic demand is from 
the furniture factories, and is reflected in advances in gum 
prices. Oak is no more than holding its own, and there has 
been another decline in flooring quotations. The important 
British market is sending in few orders for this wood, prob- 
ably because the competitive Japanese product is now en- 
tering it at much lower ocean rates, but the usual sea- 
sonal improvement in British buying is expected. A fair 
volume of hardwood, mostly oak, is moving to domestic 
automotive plants. but trade does not compare with that 
of recent years. Millwork plants are reported to be buying 
a good deal more actively, and a nice volume is being taken 
by retail yards. The fact that sales volume has been so well 
sustained leads hardwood producers to hope that there 
may soon be a corresponding improvement in returns, 
present prices being regarded as unsatisfactorily low. 


Statistics, Page 54 — Market Reports, Pages 60-63— Prices, Pages 69-70 











Septen 


: 


Eas' 
chang 
montk 





», 1936 


make 
later. 
cents. 
it the 
these 
rt of 
ouble 
tends 
r, but 
uyers 
‘ward 
ne of 


ipped 


ritish 
com- 
- and 
ying. 

only 


inted 


stern 
kings 
se of 
There 
now 
ning, 
“oved 
their 
been 
No. 1 
ming 
be in 
with 
es of 
large 
been 
from 
nand 
close 
will 


ctive 


con- 
tory. 
s the 
, the 
s de- 
from 
gum 
> has 
rtant 
»rob- 
y en- 
sea- 
fair 
estic 
that 
ying 
aken 
well 
here 
irns, 


September 12, 1936 


AMERICAN LUMBERMAN 


69 


THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 


change, New Orleans, La., for sales made in the period Aug. 


26-31, 


month to date have been inserted and starred (*): 


West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Partition, Standard —— Ceiling, Standard 
Lengths Lengths B&better— Lengths 
ix3 rift— % x4&6— Teoh this %x4— 
B&better B&better..*38.13 38.40]4 ........ 43.00 .... patter... 27.63 a. $3 
—— 60.84 64.00 No. 1 Shiplap ana |& -------- 39.30 40.17 Ae ° ee 
Shortleaf.. 48.84 63.13|,. BOard® 10-20’ = lixséio’..: 47.50 48.00|R&better.. 28.28 58.88 
Be assse 33.05 *38.08 |} Raseee*s $6.08 o¢-83 gency Gwe wscck™ ~ 9° 
1x8 flat Ixl2..2.. 6015 61.77|” thiek— Ne. 1 Wencing, 10-89 
grain— ee _ 53.95 errr 35.33 36.58 
B&better.. 36.80 37.50] Surfaced Finish, [72° )°''"** onece ge kel1ze ------ 36.28 36.51 
No. 1 .... 34.45 33.81 10-29 12 70.00 71.75 No. 1 Shortleaf 
No. 2 . 25.5 26.73 Bébetter Timbers, 20 z Under, Dimension 
Babetter.. PT a yg 2x4 
etter... | = j= __|& esece . ° ° Longleaf— 
Shortleaf.. 62.07 62.33|6 ......:. 44:23 44.13 |\3x4 & 4x4, 26.00 .... [12 & 14--- 25.81 20.01 
Ne. 1 beig oo: BES HARPS bei tea agg 
* ° ¥ ¥ 4 * . . 
eo ; 33:5 33:28 X5 wees 47.85 46.00|Shortleaf— 12 & 14... 22.61 20.43 
ii 2 in eeeeee 68.18 63.86)gx4 & 4x4 22.77 22.8916 ........ 23.09 22.40 
1x4 fiat _ 5&6/4 thick— unl — 8x8 21.87 21.89 |2x8 
Ba&better.. 37.91 $7.40|n&10 2.1. wi anne OS i... Oe En 
No. 1 .... 34.94 34.96/12 ....... 9.67 75.40| 10x10... 26.59 *22.25 7 
No. 2 .... 19.30 19.69 3 & 4x12.. 30.32 26.00 |2x10 27.10 24.87 
Casing, Sees & Jamb Inch thick— 5x12— i: rence 27.20 24.53 
— "Ue toesciws 7.54 39.16] 12x12... 29.50 28.90|/5¢ ‘t**"""" 28°73 23:88 | 
B&better, é idneneds 37.88 39.65 Plaster Lath ~={/® -------- . . 
a abuee 51.19 51.05/8 ........ 9.22 38.89/%x1%”, 4 2x12 
1x6&8 .. 52.55 52.28 /1x5&10 45.70 44.47|No. 1 3.79 3.96]12 & 1 29.88 27.28 
1x5&i¢ ... 55.70. 55.04/12 ....... ‘50 58.50|No. 2 3.65 3.06/16 ........ 31.62 28.03 











but, where prices for this period were not available, prices for the 


West East West East 
Side Side Side Side 
No. 2 Fencing & CM No. 2 Shortleaf 
Standard Lengths Dimension 
ee  aahew ein 17.33 16.44|2x4 
ae veeews 18.10 17.90)12 & 14... 21.82 18.16 
No. 2 Shiplap and eek eae 22.69 18.96 
Boards, Std. Lgth. 2x6 
Shortleat— 12 & 14... 17.36 16.04 
perce 19.06 18.32 Dichsveces See eee 
ixi0 pate ae 19.55 18.12|2x8 
a 25.78 20.66)12 & 14... 19.27 16.61 
No. 3 Fencing, | aa 18.80 18.35 
Standard Lengths a ‘. 
ee ey oe 12 14... 19.63 18.33 
See = et + . YR 20.15 18.27 
ix CM... if. 35 14.52 4 ” on0e. sha 
No. 3 Shiplap and - 20. -00 
Boards, Standard Gare 21.57 19.50 
1x8 ee, 15.36|/ 7680, Siem, Sages 
OR as ce 16.01 15.32 Lengths, 1 
i. ee 16.09 14.89 |No. 117 
No. 3 Dimension,  a.- 32.87 34.25 
Random Length jNo. 1..... 31.54 32.28 
2x4 Short- 
gts i Poe 18 Ne, i 38.75 37.06 
ao ere et... ee 
ox8 ere 15.60 13.14 |Assorted patterns 
ee 16.07 13.17 |B&better.. 36.98 35.40 
BEES «ices 16.41 13.41|No. 1 .... 36.24 34.10 








WESTERN RED CEDAR 


eattle, Wash., 


Sept. 


5.—Prices for 








red 
- siding in mixed cars, new bundling, 8 
to 18 foot, f. o.b. mill, are: 


Beveled Siding, 12-inch 


Clear o4e “np, 
4-inch ...ceccees - + $25. 00 $23.00 $20.00 
B-inch ..cccccccceee 29.00 25.00 22.00 
CBRER sccccccccccce SOME 27.50 24.00 


Clear Bungalow Siding, %-inch 
CE 5.44606eessbeunkaeeeeeeunecuseeue 


10-inch eee eee eee eee tease eeeeeeeeeeee 50.00 
12-inch eee eee eee ee eee eee eee eeteeeeeee .00 
Finish, B&better, 82 or 48, 8-18’ 

82S or S4S 

or Rough 
SE cigacewcacsecnsusareedueanauns - +» $50.00 
TS. wie ce reesennee ineonemeneens ee 
Se ndiniae piereini-adecniatt inienyewus - 62.00 
ME esaceweses cheroee pean erarennire we 72.00 
) —=E eee we $s0eeeen08 77.00 
iS —— oe ieee eeenoeeKe nanan ekenom 82.00 
UE. -4:04.60d 40068000 660840 000606 Se 
i Fd ere eeewoune bneccxene Ce 


Ceiling or Flooring, B&better, 4-18’ 


1x3” occcccccc ccc cGe0.00 
IRE” cccccccccccecccccccecsccccoeccecoes SHOe 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 

Oe ee 

% 


Listing under $3... 

Listing $3 and over......... 
Series 7000— 

TS ee ree TTT 

Listing $6 and OVEFP......cccecseseessd9% 


Clear Latti 5/10”, 4 to 16’ 
ninate 100 in, ft 


eeeeeeee 


1 
1 $: eeeeeeeereeeeeeeeeeeeeeeeeeeeeeeeeee 37 
1 al eeeeeeeeeereeve eeeeeeeeeeeeeeeeeeeeee 50 


WESTERN SITKA SPRUCE 


Portland, Ore., Sept. 8.—The following are 
prices for mixed carlots prevailing today: 





—— 71.00 Factory stock— 
1x4” coon ee OTL 4/4 coc ccees O88. +4 
1x5—11” ..... 60.00 yy te eeeeees $3. rtf 

Bevel Siding— 8/4 1.1 .sc eee 84.00 
%x4"—B and 10/4 aeep eee 

better ..... 24.00 SOG casscccee GERD 
%x6”"— 

eee ss TA ccsccsoce Gr 

seeeue evcce 32-00 Green 

eneee éatven See box ...$13.00@14.00 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
report the following prices realized f. o. b. 
flooring mill basis, during the week ended 


Sept. 
— o First Third 
eee $67.68 $46.98 


Second 
$59.89 


OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. logical points of 
origin—Memphis and Johnson City, Tenn., 


and Alexandria, La. 
m4 3x14" 3x2” 36x1%” 
Clr. qtd. wht. ae +4 Fs $60.00 $47.00 
Clr. qtd. red. 65.0 or 00 +0. 00 47.00 
Sel. qtd. wht. 88:00 47.00 48.00 42.00 
Sel. qtd. red.... 52.00 45.00 42.00 42.00 
Clr. pln. wht... 63.00 53.00 52.00 38.00 
Clr. pln. red.... 53.00 49.00 46.00 38.00 
Sel. pln. wht. 51.00 42.00 40.00 35.00 
Sel. pln. red 48.00 43.00 38.00 35.00 
No. 1 com. wht 42.00 35.00 34.00 28.00 
No. 1 com. red 41.00 34.00 33.00 28.00 
= FO ae 25.00 25.00 18.00 17.00 
x2” %x1%” x2” 
Clr. qtd. wht. $67.00 $65.00 <Re 
Clr. qtd. red. 65.0 65.00 es 
Sel. qtd. wht. 55.00 52.00 amie 
Sel. qtd. red 55.00 2.00 saa 
Clr. pln. wht. 58.00 54.00 $58.00 
Clr. pln. red 53.00 50.00 50.00 
Sel. pln. wht. 50.00 43.00 48.00 
Sel. pln. red.... 48.00 48.00 44.00 
No. 1 com. a . 45.00 40.00 37.00 
No. 1 com. red.. 43.00 40.00 35.00 
No. 2 com. 20.00 18.00 eka 


New York delivered prices may be obtained 
by adding to the above the gaged differ- 
entials figured $f: Ae  -fatk, origin: For 
fs-inch stock for inch, $4; for %- 
and #;-inch, bas 

Chicago rR nnn prices may be obtained by 
adding to the above the following differentials 
figured on Memphis origin: For }#-inch stock, 
$6; for %-inch, $3; for %- and -inch, $3.50. 


[Special Air Mail to 


DOUGLAS FIR 


AMERICAN LUMBERMAN] 





Seattle, Wash., Sept. 5.—Current quota- 
tions f. o. b. mill, on Douglas fir items in 
mixed cars for rail shipment direct to the 
trade appear below; and straight-car prices, 
a aed on the items, are from $1 to $3 
ess: 

Vertical Grain Flooring 

Bébt 


r. Cc D 
De Sikénaeeedacmeaee $42.00 $31.00 $19.00 
Flat Grain Flooring 
ere re $26.00 $22.00 $16.00 
Be Necweck <.vob amas 28.00 25.00 20.00 
il 
RE cs aaa esha arn el $24.00 $21.00 $16.00 
ae 26.00 23.00 16.00 
Drop Siding, 1x6 
Dt inte rtdnd ohana 27.00 $25.00 $20.00 
Saw e0seneceesesucn Be 26.00 20.00 
Common Boards and Shiplap 
1x6 1x8 1x10 1x12 
er $18.00 $19.00 $19.00 $20.00 
OO” eee 14.00 15.00 15.00 15.00 
No. 3 oo0ee De 11.00 11.00 11.00 
No. 1 Common Dimension 

2x 4 $20°50 $20°50 322-00 $23°00 $22'5 

x eve a « .50 
BG 1cce Se 19.50 20.0 21.00 21.00 
2x 8 - 19.00 20.00 20.50 22.00 21.00 
2x10 ‘ HH 31.88 22.00 24.00 24.00 

x12 300 23.00 24.00 24.00 


2 
2x4, 8, “$307 i 16, $21 
Random—No. 2, 2x4, $16; No. 3, $10.50. 


No. 1 Common Rough and/or Surfaced 


Timbers 

4x10 planks 20 foot and shorter and 
i Pe acihnseke-aive we + “ 

Se Oe Ee nh oc wn0nn0'e'seceees 

BE Se OP BP Mi kewccccncesecevescces 








Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Gesoclngns by members during the period 
Aug. to Aug. 29, inclusive. Averages in- 
clude both direct and wholesale sales, and 





are based on specified items only. Quota- 
tions follow: 
Ponderosa 

5/4x8 6/4x8 

er 82 or 4S— 1x8 & war. war, 

Me 6osncencs ssc $56.96 $57.63 

5 RL eecesoscer «+ 34.39 wears 41.75 

ome, s2s— No. 1 No. 2 

er eee ee $20.74 

Cl) Luda tacdiuicendes ase aae ° bas 20.51 
Commons, 82 or 4S— 0. 2 No. 

lx 8R anahisosnese sens $18.25 

2 Ee rerae er, 17.27 

No. 4, 4/4, ie ec adcethe ved a 

Idaho White Pine 

5-6/4 8 

SELECTS. ‘- 1x8 & war. 

Choice Std ee ee - $54.63 $76.25 

Quality (D) RL ere «+e 48.19 58.00 


WESTERN PINES 


Commons S2or4S 
Colonial Sterling Standard 


No. 1 No. 2 No. 3 
os. : pimaieien eae - $37.95 $32.24 $21. 42 
ss i eaciins Sia 52.36 41.96 08 
Guenty (No. 4) ‘4/4 i er . i760 
Sugar Pine 
1x8 5/4x8 6/4x8 
Suiecrs, S2 or ~~ & war. wdr. &wdr. 
BéBtr. RL ......$75.19 $75.02 $75.06 
© Tes cccsccccccss Ge 64.14 64.10 
/ 2 eee eoee 58.00 52.50 48.00 
SHop, 82S— No.1 No. 2 No. 3 
e/¢ nach lng bk $27.77 $22.00 
OPE cccctsccecscee See 25.38 19.3 
GFE cesccesceovsss SOOO 28.88 20.20 
Larch—Douglas Fir 
Dimension, No. 1, 2X4 ...---+-eeeeees - - $17.98 
Dimension, er ZT, BROGS cecccvesccccces 16.96 
Boards No. 3, S20r4S 1x8 .....---.++e+- 18.33 
Flooring, BH, gr., C&aBtr. 4 RL ...... 37.91 
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F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 


Following are ranges of f.0.b. mill prices of rough, air dried southern hardwoods, from reports of past sales during the week ended Aug. 31: 























Qtrd. Red Gum— Plain Sap Gum— Ot Pan... -e- Mhane ow. tt FAS. ¢8-25@11.50| 4/4 FAS 44.50 
y 92 ROG22 FH ASE FAO cee eeneeeee . 9 . . . eOULSS2 PAD ceeeeceeese . 
A/4 We.IABale 89.00 96.001 0/8 BAS -- +> ee esr eclt/s Melasels...... SRRRR oe tee tetese’***** TPEEEES BM os. sceases 100.50| 8/4 FAS .......... 52.50 
Plain Red Gum— -1|8/4 No.1&Sels...... 23.00 . ae 129.50} 4/4 No.1&Sels...... 25.00 
6/4 FAS .... 28.00@31.25 4/4 No. 2 Com. 9.00@15.00 Res ee ; v 
4/4 FAS .... 57.00&64.75)474 No.1&Sels 20.00@23.25|Plain Black Gum— 6/4 Log Run...... 17.00] 4/4 No.1&Sels 25.00@30.50/ 6/4 No.1&Sels 27.50@ 33.75 
5/4 FAS ..ceeeeeee 63.50/5/4 No.1&Sels 22.00@24.00/5/4 FAS .........- 26.50| soe Maple WHN 5/4 No.1&Sels...... 37.75 | Cottonwood— 
ER es 78.2514/4 No.2Com. 11.50@12.75|4/4 No.1&Sels...... 17.50/> aple ND— 4/4 No. 2 Com..... BGT GPO BED ictccsiocs 31.00 
4/4 No.1&Sels 28.50@28.75|5/4 No. 2 Com..... 11.75|4/4 No. 2 Com..... 10.50}4/4 FAS .........- 48.50 | Qtrd. Red Oak— Basswood— 
5/4 No.1&Sels...... 39. 00\6/4 No. 2 Com..... 12.00| wixed Oak— 4/4 No. 2 Com..... 38.50 4/4 No.1&Sels...... 34.50| 4/4 Log Run ...... 29.75 
4/4 No.2Com. 15.00@17.75)10/4 No. 2 Com.... 15.00]/474 No, 3-A, White. 14.00] Willow— Plain Red Oak— Sycamore— 
Qtrd. Sap Gum— Plain Tupelo— 4/4 No. 3 Com..... 6.00 4/4 FAS .... 37.00@38.00| 4/4 Fas 50.00 5/4 Log Run ...... 22.25 
> eee 34.00)4/4 FAS ........- 4.00) 4/4 No. 3-B........ 4.76 16/4 PAB ....ccceee ee at Y | Beech— 
G6 FAD cccccccce: 25.00|/4/4 No.1&Sels 18.00@19.00/4/4 Sd. Wormy.... 18.00) 474 No.1&Sels...... 28.00] Plain Poplar— 4/4 Log Run...... 23.50 
6/4 FAS .... 28.00@30.00|9/4 No.1&Sels 19.50@23.00/ wagnolia— 4/4 No. 2 Com..... 16.00] 6/4 Saps .......... 0.00| Pecan— 
OS 0 geeepeatees ste: 36.0C|Qtrd. White Oak— 4/4 No.1&Sels...... 28.00|5/4 No. 2 Com..... 17.50] 4/4 Saps&Sels 32. io@ at 00 5/4 Log Run ...... 26.50 
4/4 No.1&Sels £3.00@26.00)4/4 DN coe tankee 80.25|8/4 No.1&Sels...... 34.00| 6/4 No. 2 Com..... 17.50] 4/4 No. 2-B....... 8/4 Log Run ...... 28.00 
Be Following are prevailing quotations f. o. b. No.1Com No.2 No. 3 
Seattle, Wash. Sept. 5.—Below are listed | wausau, Wis. on northern hardwoods: Soft Elm— FAS Sel Com Com 
average prices received for red cedar shingles 4/4 43.00 33.00 
sold direct to the trade: No.1 No.2 No.3 Hy soeeneree 45.00 35.00 ss aie 
Royals: Brown Ash— FAS Sel Com Com Com Seti 46.00 36.00 24.00 19.00 
1-34" 4/3 $3.75—3.80 | 4/4 eereeee: 48.00 39.00 32.00 25.00 17.00 g/g **°°°°°*" 46.00 36.00 27:00 19:00 
= |, penpeeeesonsononreseponeres = Ee 4 er ey es EB ee. eee es eee 
PEE ceasimettasesrh by okeanennnen 1.60—1.75 | gya 232022 63.00 56.00 45.00 33.00 20.00 12/4 --------- — ae he Pe 
° Bass wood— o. o. oO. 
RA cc cc wekaeedtdebemeekeod 2.90—3.00 Rock Elm— FAS Sel Com Com Com 
estate tai duncan ast ‘ieo—tes | Aff ceeeee: * Bees Baee siee saree deine 4/4 ceececee 58.00 2.0. $7.00 $8.00 17.00 
sige ois 1801.85 | 5/4 ...... -+ 68.00 58.00 47.00 29.00 21.00 544 63.00 42:00 24:00 19.00 
PES DISH coccccccccesccercvcoces 40—1. 6/4 .seeeeee 71.00 61.00 47.00 29.00 21.00 gig *'77°"*" 68.00 -... 47.00 24.00 19:00 
XXXXX: FO cecseces 78.00 68.00 57.00 31.00 21.00 g/g ***°°''' 73.00 °°... 62:00 29:00 22:00 
errr $2.65—2.70 | 10/4 ........ 93.00 83.00 67.00 44.00 .... yo7q °°°°1°7! 83.00 * 73°00 4100 
DE MEE: occnaccassecnnasnsesnaend 1.55—1.60 | 12/4 ...... ++ 98.00 88.00 72.00 49.00 .... 9yq [°°°°52! 93.00 82:00 46.00 27.00 
SE aod ateshedatecen cian cet 1.30—1.35 3/4 w.eee «++ 56.00 48.00 34.00 23.00 .... ““*" “""°""""? . No.1 No. . one 
Key stock, 4/4, No. 1 and better, $68; or on Bireh— FAS Sel Com Com Com 
grade, FAS. $78; No. 1, $58; vt No. 1 and a sagatende 63.00 63.00 4.00 30.00 19.00 
WEST COAST LOGS better, $73; or on grades, FAS, 83; No. 1, $63. Yr ee ereees oes os hy ye Ly 
No.1 No.2 No.3 874 [2.21221 83:00 73.00 62.00 41.00 20.00 
Seattle, Wash., Sept. 5.—Average prices of | Hard Maple— FAS Sel Com Com Com 10/4 ........ 90.00 75.00 70.00 41.00 .... 
logs are as follows: ar woudeces 65.00 50.00 42.00 31.00 15.00 12/4 ........ 95.00 80.00 75.00 46.00 .... 
Fir: No. 1, $20-21; No. 2, $15-16; No. 3, |, 70.00 55.00 47.00 33.00 17.00 Dee: iseeaden 143.00 133.00 117.00 ee eee 
$10-11 : WG svostee - 78.00 63.00 62.00 35.00 17.00 ee waweuen - 55.00 45.00 34.00 26.00 news 
Cedar: Shingle logs $10-14; lumber logs, 7 oe +++ 83.00 68.00 67.00 35.00 19.00 Sl aedievaes 57.00 47.00 87.00 27.00. .... 
$18- CS eee 83.00 68.00 57.00 35.00 19.00 No.1 No.2 No.3 
Drakes No. 2@3, $8.50-9.50. 19/4 teeenene Hoyt ae 08 oes et eee Soft _— FAS Sel Com Com Com 
o_mm—um=uumem= é = Sf@ secseces . : a : 4 eo a a waa 00 48.00 41.00 27.00 18.50 
Diath Gen. tek @ Re —_ inh ancwokee 113.00 98.00 77.00 41.00 | eeepese B8.00 48.00 4400 28:00 19.00 
wee = 2 a sore ceeccees 133. 4 we 00 117-98 41.00 6/4 ceececes $8.00 53. 90 49.00 33.00 19.00 
Yellow Vir: Me. 1, 900022: No. 2, 918616; | a: A oes E detedisaise- waka 3.00 658.00 654.00 33.00 20.00 
No. 3, $8@9. 
Red Fir: $13. 
Cedar: 


Shingle logs $13@13.50. 
Hemlock: No. 2&3, $8. 





CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles in thousands, were reported by 
iL. . West, statistician, of the Board of 
Trade, for the four weeks, Aug. 3 to Aug. 29, 
inclusive, and for the year to Ak Jan. 1 
to Aug. 29, 1936, with comparative figures 
for the corresponding periods of 1935: 














Ship- Above 

Lumber— Receipts ments Shipments 
Aug. 3to 11936 128,056 40,126 87,930 
Aug. 29 1935 96,849 29,289 67,560 

Ine. or dec... +31,207 +10,837 §+20,370 
Jan. 1to } 1338 1,132,571 365,440 767,131 
Aug. 29 1935 780,425 248,203 532,222 

Inc. or dec... +352,146 +117,237 §+ 234,909 
Shingles— 
Aug. 3to } 1938 23,915 19,836 4,079 
Aug. 29 1935 20,072 29,554 *9.482 

Inc. or dec. +3,843 —9,718 §+13,561 
Jan. i1to eC 936 173,293 140,247 33,046 
Aug. 29 935 140,066 %148,417 *8,351 

Ins. or dec... +33,227 —8,170 §+41,397 

*Shipments above receipts. 

§Last figure in each group gives difference 


between 1936 and 1935 net receipts. 


WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin: 


No. 1 Hemlock Boards, 81S or SISIE: 





8 10, 12&14 16 8 to 16 
US 4 wcccccces $30.50 $31.50 os. 50 $31.50 
BS. © ccccacecs 31.00 32.00 3.50 32.00 
BED wccccesecs 32.00 33.00 34. 50 33.00 
BE1O 2. cccccce 33.50 34.50 36.00 34.50 
BEES coccccccs 34.50 35.50 37.00 35.50 


For D&M, plain shiplap or S4S add 25 cents; 
a siding, ceiling, fancy shiplap, add 


No. 1 Hemlock Dimension, SISIE or 84S: 


8 10 12&14 16 
BX 4 wcccccces $32.50 $32.50 $32.50 $33.50 
BE 6 nncccccce 31.50 31.50 31.50 32.50 
BES wcccccces 32.50 32.50 32.50 33.50 
BE1O ...cccces 33.50 34.50 34.50 35.50 
BEIB .cccccces 34.50 35.50 35.50 36.50 








OBITUARY RECORD 








CLIFTON FELTON LEATHERBEE, 58, the 
third generation of the Leatherbee family 
prominent in the lumber industry, and until 
his death a partner in the H. B. Stebbins- 
Leatherbee Co., wholesale lumber concern in 
Boston, Mass., died 
Sept. 3 at his home in 
West Newton. r. 
Leatherbee was ill 
three weeks with ty- 
phoid fever, which de- 
veloped after a motor 
trip with his daugh- 
ters to the Gaspe Pen- 
insular section of 
Quebec, The younger 
daughter was also in- 
fected with the typhoid 
germ but is recover- 
ing. The funeral at 
Newton Cemetery 
Chapel was attended 
by a large group of 
business and personal 
friends. The board 
of directors of the 
National - American 
Wholesale Lumber As- 
sociation was repre- 
sented by Robert C. 
Pepper, of the Rice & 
Lockwood Lumber Co., 
Springfield, Mass., and 
the New England 
Wholesale Lumber As- 
sociation by a_ special 
committee, including: Farnham W. Smith, 
president; F. J. Caulkins, secretary, and 
former presidents Harry E. Pearsall, and H. 
Wentworth Shepard, and H. B. Stebbins, W. 
Bartlett Bacon and H. C. Philbrick. Mr. 
Leatherbee was a native of West Newton. 
Fifty years ago there were three large retail 
yards in Boston operated by three brothers— 
William H., John, and Andrew F. Leatherbee. 
Clifton was associated with his _ father, 
Charles, in the C. W. Leatherbee Lumber Co., 
which closed in 1907, when the senior Mr. 
Leatherbee entered the wholesale field as the 
Leatherbee Co. to handle railroad and bridge 
timbers. In 1922, the deceased joined Harry 
W. McDonough to form the Leatherbee-Mc- 
Donough Co., but in February, 1935, the 
former withdrew to become associated with 
Harry B. Stebbins to set up his last connec- 
tion. Mr. Leatherbee was a former president 











of the old Maseaqhueetty Wholesale Lumber 
Association, and in 1935 was vice president 
of the National-American Wholesale Lumber 
Association of which he was a director at the 
time of his passing. For over two years he 
headed a joint committee of representative 
wholesale and retail dealers in forming an 
agreement that expressed the purpose of the 
industry in the Northeast to establish and 
follow sound ethical practices in selling lum- 
ber. Surviving are a son and two daughters. 


RALPH E. GILCHRIST, 59, of Alpena, 
Mich., the last of three lumbermen brothers, 
who were the third generation in the lumber 
industry of Michigan, died at his summer 
home at Lake Winyah, Mich., Aug. 31. Mr. 
Gilchrist had been ill for more than a year, 
but the immediate cause of his death was a 
heart attack. Grandson of Albert K. Gil- 
christ, a New Hampshire lumberman who 
pioneered in the Michigan woods from 1849, 
operating sawmills in Marine City and Sagi- 
naw, and son of Frank W. Gilchrist, who built 
the big Gilchrist mill at Alpena, which oper- 
ated continuously for half a century Ralnh 
Gilchrist was born in Alpena in 1877. His 
mother was Mary Rust, daughter of another 
pioneer lumberman of Marine City. After 
graduation from Harvard. he joined his father 
and brothers in the lumber business, which 
at that time had grown to include a shipping 
line on the Great Lakes, timber holdings in 
both North and South, an interest in the Rust- 
Owen Lumber Co., of Michigan, Three States 
Lumber Co., Memphis, Tenn... W. E. Smith 
Lumber Co., Cairo, Ill... and Gilchrist-Fordney 
Lumber Co. Laurel, Miss.. as well as bank- 
ing, mining, sugar manufacture and other 
enterprises. Unon the death of his father in 
1912, Ralph Gilchrist assumed charge of the 
northern interests, exnanding his holdings 
until his various affiliations covered many 
lines of industry, commerce and finance. He 
was president of the Dominion Suerar Co., 
Gilchrist & Co. (Ltd.), later Gilchrist-Ford- 
ney Co., the Detroit & Windsor Ferrv Co., 
and vice president of the Rust-Owen Lumber 
Co., Rust Land & Lumber Co., Three States 
Lumber Co.. and director of the Old Detroit 
National Bank and the First National Bank 
of Detroit, holding most of these offices until 
his death. He was a Mason and held other 
lodge and club memberships. Mr. Gilchrist 
was proud of his lumber associations and the 
pioneering history of his family. Like his 
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brother, the late W. A. Gilchrist, of Chicago. 
who died in 1930, he was a mine of informa- 
tion on the history and personnel of the in- 
dustry. Another brother, Frank R. Gilchrist, 
died in 1917. His office was a veritable pic- 
ture gallery of lumbering days. To the aay 
of his death Mr. Gilchrist retained his love 
for and interest in the city of his birth, 
Alpena, Mich., and always maintained his 
home there. In 1907 he married Miss Hester 
Hill, of Evanston, Ill., who, with one daugh- 
ter, and a sister, survive. 


CHARLES SINNETT, 77, retired mill owner 
of Seattle, Wash., died Sept. 2 at his home in 
that city. He was born in New York State 
where his early manhood was spent in the 
lumber business. He became a contractor for 
lumber and was well known in the East, be- 
fore coming to Seattle thirty-six years ago. 
Sinnett spent twelve years in the West log- 
ging, and in 1902 acquired a lumber and 
shingle mill at Machias, Wash., with the help 
of his brothers, Henry and Peter. The Sin- 
nett brothers operated this mill until 1915, 
when Charles Sinnett retired. Surviving are 
his widow, two sons, a brother, and a sister. 


CHARLES MARVIN SMALLEY, 71, an of- 
ficial and director of the A. Thornton 
Lumber Co., Chicago, of which he was a co- 
founder, died Aug. 16. He was manager of 
the Chicago Lumber & Coal Co. for many 
years, and had also served as a director of 
the Bishop Lumber Co., Chicago. Mr. Smalley 
was president of the Olympia Fields Country 
Club in 1915, and was one of the organizers 
of the South Shore Country Club. His widow 
and a daughter survive. 


CORLAND E. CUNNING, 59, manager of the 
Dascomb-Daniels Lumber Co., Ada., Okla., 
died Aug. 14. Prior to going to Ada, twenty- 
three years ago, Mr. Cunning engaged in the 
lumber business at Arkansas City, Kan., for 
eight years. Mr. Cunning took a leading part 
in every movement for the advancement of 
Ada commercially, industrially, morally and 
educationally. Surviving are his widow and 
a son. 


MRS, NINA SMITH ISRAEL, 62, wife of 
Albert Roy Israel, manager of publicity of 
the Southern Pine Association, New Orleans, 
died Aug. 30. She was known to many lum- 
bermen manufacturers through her husband’s 
affiliations with the West Coast Lumbermen’s 
Association as manager of its publicity, and 
his present connection. Her husband and 
two sisters are left. 


WALTER HENRY CANNON, 47, president 
of the Gray-Cannon Lumber Co., Salt Lake 
City, Utah, died Aug. 24 at his home. He 
was a founder of the company which he 
headed, and prominent in the industry in his 
State. His widow, one son and a daughter 
are survivors. 


EDWARD E. KENTFIELD, 81, retired lum- 
berman of Eureka, Calif., died Aug. .. meee 
Kentfield followed his father into the lumber 
business, and shipped to the mills in Redwood 
City. Since retirement, he lived in San Fran- 
cisco. A son and two daughters survive. 


EUGENE V. VINCENT, 38, assistant secre- 
tary of the Harbor Plywood Corp., Aberdeen, 
Wash., died in a Tacoma hospital, Sept. 
He went to the Pacific Coast from Chicago, 
and lived at Aberdeen about twelve years. 
Surviving are his widow and his parents. 


MRS. ALICE DURR IZARD, 35, wife of 
George D. Izard, president-treasurer South- 
land Lumber & ‘Trading Co. (Inc.), New 
Orleans, La., died of pneumonia recently. 
Her husband and parents survive. 


PETER S. BRUMBY, 78, representative in 
Oregon of the Blodgett Timber Co. interests, 
died at Portland, Sept. 1. Mr. Brumby is sur- 
vived by two brothers and a sister. 


MRS. W. E. PATTERSON, 71, widow of a 
prominent mill owner of Puyallup, Wash.., 
died at her home in that city, Aug. 30. Two 
daughters survive. 


GEORGE B. PHILLIPS, 70, lumber dealer 
of Tippecanoe City, Ohio, died Aug. 28. His 
— a daughter, four brothers and a sister 
are left. 


RICHARD NIENDORF, 36, lumber inspec- 
tor of Charlotte, N. C., died early this month 
in a hospital at Wilmington. A daughter, 
his mother, one sister and a brother are left. 


FREDERICK C. MALLING, 75, president of 
the German American Lumber Co., Rochester, 
N. .. for forty years, died Sept. 1. Mr. 
Malling was prominent in Masonry. He 
leaves two daughters. 


WILLIAM J. JAMES, 66, former president 
James Lumber Co., Franklin, Pa., died sud- 
denly in his home Sept. 3. His widow and 
daughter survive. 


JAMES P. FORSYTHE, 61, retail lumber 
yard owner at Yutan, Neb., for eleven years, 
died Aug. 23. His widow and a daughter 
are left. 


GEORGE W. O’HALLORAN, owner of the 
retail lumber company bearing his name at 
Hay Springs and Wood Lake, Neb., died Aug. 
18. A son survives. 
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| How to Figure Costs for Advertising 
: In Classified Department 








Ome 166Ul ...cccccccccccccceces ...-30 cents a line , 
Two consecutive issues.........- 55 cents a line i 
Three consecutive issues..........75 cents a line 
Four consecutive issues.......... 90 cents a line 

| Thirteen consecutive issues.........- $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 

industries to advertise in, is the Wanted 

and For Sale department of the 
AMERICAN LUMBERMAN, 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and 
Seller. Best for selling lumber, shin- 
gles, retail yards, business opportunity, 
timber and timberlands, machinery, 
locomotives, cars, rails and equip- 
ment used in logging operations. You 
can get employees, salesmen, employ- 
ment or anything used in lumber and 
allied industries by advertising in the 
Wanted and For Sale department of 
the American Lumberman. 


Send your advertisement to the 


AMERICAN LUMBERMAN, 
431 S. Dearborn 8t., Chicago, Ill. 





Too Late To Classify 


SEELEY’S FIGGERFAST 


Small booklet shows many short cuts in figuring 
lumber price extensions. Read 10 minutes; heed 
10 years. Not enough to confuse. Just some good 
points to use. Price 50c. Hundred lots half price. 
Use these on your trade. 

Cc. S. SEELEY, 2732 Madison St., Chicago. 








CARPENTER APRONS 
Write for samples and prices. 
THE MINNESOTA SPECIALTY CO, Inc. 
Minneapolis, Minn. 








WANTED 








Employees 


WANTED: HOUSE ESTIMATOR 


Man familiar with building construction who can 
list lumber and building material from ordinary 
plans and price. Prefer man who can draw simple 
house plans and remodeling sketches and who has 
some knowledge of complete building costs. Not 
required to estimate special millwork. Location 
large lumber yard in Michigan. In reply state age, 
experience and salary expected. In addition to 
above we might also consider a good salesman. 
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WANTED 











Employees 


EXCUTIVES—IF YOU CAN QUALIFY FOR 
Positions earning $3,600 or more, our personal and 
confidential service quickly lecates suitable open- 
ings. NATIONAL EXECUTIVES ASS’N, 423 Ven- 
dome Bldg., Nashville, Tenn. 





PRACTICAL DRAFTSMAN 


To take charge of estimating in California lumber 
yard. One with some money to invest preferred. 
Address “Z. 45," care American Lumberman. 


WANTED: YOUNG MAN 


With some sash and door experience for sales de- 
partment. 


Address ‘“‘Y. 96," care American Lumberman. 








Salesmen 


WANTED: SALESMEN 


Well financed wholesaler and manufacturer North- 
ern Hardwoods and Softwoods is looking for selling 
arrangement with young experienced men with fol- 
lowing. Wisconsin, Illinois and Southern Michigan 
territories open. Are willing to expand and form 
Western and Southern mill connections. 

Address “Z, 53,’’ care American Lumberman. 


WANTED SALESMEN 
Calling on lumber trade to sell materials for wa- 
terproofing basements, cisterns, etc., on commission 
basis. Big opportunity. Old established firm. Lib- 
eral commission. 
Address ‘“Z. 2%," care American Lumberman. 


SALESMAN WANTED 


Mannfacturer and wholesaler of Appalachian and 
Southern hardwoods wants reliable man for Ohio- 
Indiana; also one for Cleveland territory. Must 
know the consuming trade. 

Address “Z. 49,” care American Lumberman. 














Employment 


AVAILABLE SOON 


A man fully qualified by a number of years’ service 
in positions of responsibility with two of the largest 
saw mill operations in South. Had full charge of 
accounting, costs, land and tax matters, credits, 
correspondence and various other matters requiring 
executive ability. Hard worker and not afraid of 
responsibility. Absolutely clean record and can fur- 
nish Al references. At present employed with large 
Sees, but can make change within reasonable 
ime. 


Address “Y. 92,” care American Lumberman. 








EXPERIENCED RETAIL YARD MANAGER 


Young man of thirty desires position as manager 
of retail lumber yard, now employed in same ca- 
pacity but wants to make a change. Can furnish 
A-1 references as to ability, character, honesty, etc. 
Have been employed with same company for past 
ten years. A 32nd degree Scottish Rite Mason and 
Shriner. Prefers the South or Middle West. 
Address ‘‘Z. 32” care American Lumberman. 





WANTED 


Position with large retail and wholesale lumber 
and building material yard which will lead to 
manager of branch. Fourteen years experience in 
lumber manufacturing and woodworking. Thorough 
knowledge of inspection, yarding and kiln drying. 
Now holding responsible mill position but desire 
change to yard. Age 32, 
Address ‘“Z, 40," care American Lumberman. 





EXPERIMENTS? OR EXPERIENCE? 


Youth experiments, age conserves. Which will you 
employe? I’m healthy, efficient. Ass’t Mgr., Audi- 
tor, Cost Acc’t., =, Retail. Middle aged, mar- 
ried, Protestant. oluntarily changing. Write 
GENERAL OFFICE SERVICE, Sharon, Pa. 


WTD.: MANAGEMENT OF SASH & DOOR PLANT 
By two experienced millmen who have successfully 
operated for ten years detail and stock millwork. 
One as office manager, salesman, estimator, ac- 
countant, cost accountant, buyer; the other as plant 
superintendent, draftsman, layout, and machinery 
operation and maintenance. 
Address ‘“‘Y. 70,” care American Lumberman. 


DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMBRICAN 











Address “Z. 44,’’ care American Lumberman. 


LUMBERMAN, 431 8, Dearborn St., Chicago, Ill. 
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FOR SALE 











Employment 


ACCOUNTANT, AUDITOR, OFFICE MANAGER 


Is open for position. Wide experience in public 
and private accounting; specializing in accounting 
and income taxes for lumber manufacturers. High- 
est references, 

Address ‘*V. 95,” 





care American Lumberman. 





A MANUFACTURER OF WIDE EXPERIENCE 
Whose mills are now cut out, would be glad to 
act as consultant, and undertake special and con- 
fidential assignments from a large and going con- 


cern. Finest of references as to ability and char- 
acter. 
Address ‘“‘Y. 86," care American Lumberman 





EXP’D YELLOW PINE SALESMAN 


Will produce good business. Know retail needs 
thoroughly. Commission and salary desired, 
Address “Z. 62," care American Lumberman. 


RETAIL YARD MANAGER 


With ten years’ experience, thoroughly depend- 
able, well-versed in all phases of retail lumber and 
coal business, would like position as yard manager. 
Available at once. Prefer location in Wisconsin 
or adjoining states. 

Address “Z. 48,” 





eare American Lumberman. 





YOUNG MAN—23 


lumber, bookkeeping and clerical 
Wants position in Western states. Has 


Ambitious; has 
experience. 
references. 

Address “Z. 


50,” American Lumberman. 


EXPERIENCED DETAILER & BILLER 


On special mill work wants a position as superin- 
tendent, detailer and biller for small sash and door 
plant; plenty of practical experience. 

Address “Z, 55," care American Lumberman. 


care 








HAVE HAD 18 YEARS EXP. IN RETAIL 
Lumber business; would like to make small invest- 
ment with services in good going concern. 

Address “Z. 60,’ care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That's why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 


CLASSIFIED ADVERTISING depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in @ paper that reaches the people 
who would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





Timber and Timber Lands 


WANTED 


To put up $147,000 land note to secure price of 
good boundary of virgin Hardwood or Pine, to be 
paid for at the rate of $5.00 per thousand as the 
lumber cut from the timber is sold, or would buy 
small going band-mill operation on same terms. 

Address Post Office Box No. 6, Cornettsville, Ky. 


Used Machinery 











WANTED 
LUMBER AND MILLWORK PLANTS 


Stocks and Machinery, Lumber, Plywood, Veneers 
and Builé-ag Material purchased for Cash or 
Liquidated for account Banks, Estates or Trustees 
in Bankruprcey. Write or wire at once. 


MASSER, RROTHERS 
O. Box 183 
Watsontnee. Pa. 


Exclusive Liquidators 
Entire Stock 
Watsontown Sash & Door Co. 

atsontown, Pa. 





WANTED 


yeoa. American-Yates Parquetry End Matcher No. 


Address “Z. 41," care American Lumberman. 





WANTED TO BUY: FOR CASH 
Late model ball bearing ane Planer and Matcher 
with bottom head profile. S. A. Woods machine 
preferred. Complete ooenit rat location and price. 
P. O. Box 66, Copperhill, Tenn. 





WTD.: GOOD SECOND HAND 4x8 MOULDER 
For general work. Have American 6x12 would 


like to —— 
Cc, STUCK & SONS, Jonesboro, Ark. 


WANTED: FISCHER SLAB RESAW 


Small size. State condition and price. 
EARL TAYLOR, Wentworth, Wis. 











EXPERIENCED AUDITOR AND MANAGER 


Age 35, now employed, desires change with indi- 
vidual or line yard offering opportunity for future 
interest in the business. Can make substantial 
payment now if desired. Thorough knowledge of 
retail lumber, etc. Good estimator and salesman 
with excellent collection record. Have never been 
without employment. Can give A-1 character and 
ability references. A 32nd Degree Mason. Suitable 
connection offering future opportunities first con- 
sideration, 
“> oa” 


Address care American Lumberman. 





EXP’D LUMBER SALESMEN WANT JOBS 


Eastern territory, out Phila. and vicinity; reason- 
able compensation expected. Write Employment 
Committee, Eastern Lumber Salesmen’s Assn., 321 
Hansberry, St., Germantown, Philadelphia, Pa. 





Lumber and Dimension 


WTD.: KILN DRIED ROOFER CONNECTIONS 


In the Carolinas and Georgia by reputable whole- 

saler in Virginia. Only manufacturers shipping 

high grade and properly dried stock please answer. 
Address “Z. 66,"" care American Lumberman. 








Logs 


WANTED: LOCUST POSTS & LOGS 
Also red and white oak logs. Carload lots. State 
size, price and location. 
Address “Z, 62,"" care American Lumberman. 








FOR SALE 














Retail Lumber Yards 


FOR SALE: LUMBER, COAL & MATERIAL YARD 


In Illinois; very cheap. Must be sold this month. 
Good location, supplying 3 towns—only yard—very 
little stock at present. Owner will stay with buyer 
if so desired. 

Address “Z, 61,” care American Lumberman. 








SENIOR OWNER WISHES TO RETIRE 
Will sell up to half interest in lumber and fuel 
business in rapidly growing California City. 

Address “Z. 561,” care American Lumberman. 





OLD EST. YD. IN PROSPEROUS TOWN IN KAS. 
Population 30,000. Center of oil development. 
Low inventory. 

Address “Z. 59,” care American Lumberman. 





FOR SALE: AN OLD ESTABLISHED LBR. YARD 


Mill with all modern conveniences, doing a good 
business, well located in a fine western suburb of 
Chicago. Reason for selling: getting along in years 
and want to retire. Full particulars to bona fide 
buyers. Principals only. 


Address “Y. 95,” care American Lumberman. 


FOR SALE 
Well established lumber yard in Southern Michigan 
town of 15,000. Two yards only in this town. 
ddress “Y. 72,” care American Lumberman. 





Retail Lumber Yards 


FOR SALE: RETAIL LUMBER BUSINESS 


In Kenosha, Wis. Business well established; has 
been under same * emneatent for over 30 years. 
Very low inventor 

THE BERMINGHAM LUMBER Co., Kenosha, Wis. 








MEDIUM SIZE—LOCATED METROPOLITAN 


District St. Louis—City of 70,000—Best Located in 
City—Coal Could Be Added. 


Address “S. 63," care American Lumberman. 





Lumber and Dimension 


FOR SALE 
200 M’ 1/28” curly Maple veneer. 100 M’ 4, 5, 6 
and 8/4 Com. & Btr. curly and birdseye Maple— 
mostly birdseye. 
WARREN ROSS LUMBER CO., Falconer, N. Y. 








FOR SALE: 10M ACRES VIRGIN HEMLOCK 


Wh. Pine, Birch, Basswood, Ash and Elm, 60% 
Hemlock. 200 miles north of Toronto. 
Address “Z. 54,’”’ care American Lumberman. 








WALNUT-DOMESTIC HARDWOODS-MAHOGANY 


We operate our own dry kilns and are direct im- 
porters of foreign woods. 
e O’Brien Lumber Compan 
2639 So. Damen Avenue, Chicago, “Tilinois. 


FOR SALE 


150 M. ft. Log run 8/4 maple. 

1 car 5/4 No. 1 Com. & better. 

1 car 4/4 No, 1 Com. & better. 

1 car 5/4 No. 1 Com. & better Bass. 
Address “Z. 66,"" care American Lumberman. 








WHEN IN NEED OF 
Quality Asegieceinn, Hardwoods 


WEST VIRGINIA LUMBER CO., Elkins, W. Va. 





Business Opportunities 





STOCK MILLWORK BUSINESS 


With modern cabinet shop located in Milwaukee, 
Wisconsin. A very profitable business started in 
1926 with less than $200.00, now doing business 
of $100,000.00 per year. 


Stock on hand $25,000.00 
Land and buildings 12,000.00 
Trucks and machinery 3,000.00 


Will sell with or without buildings. If party in- 
terested would desire to carry a smaller stock same 
can be reduced at the rate of $10,000.0 per month 
before or after purchase. Owner wishes to retire. 
Cash transaction only. No trade-ins will be con- 
sidered. 

Address “Z, 58,’’ care American Lumberman. 





A BUSINESS OPPORTUNITY 


Want to borrow some money to complete shingle 
mill. Will give mortage on mill and a fifteen year 
supply of high grade cedar timber, pay the inter- 
est on the debt and provide for its retirement, 
and give as a bonus a percentage of the profits— 
a high grade investment. 


Address “Z. 65,”. care American Lumberman. 





MODERN HARDWOOD FLOORING PLANT 


In Appalachian Hardwood Section. For detailed 
informaticn write GEO. E, DAVIS, Bristol, Va. 


FOR SALE: PORTABLE SAWMILL 


Including electric motors, inserted tooth saw and 

complete outfit with portable building. 

Inquire J. J. BOEHM LUMBER COMPANY, Inc. 
3410 W. Hopkins St., Wis. 


AN OPPORTUNITY FOR A LBR. MFR. 
North—South or West—not now represented in 





Milwaukee, 





Chicago—to secure a substantial interest in an 
old and well established Chicago Wholesale Lum- 
ber Company upon very favorable terms. Many 
years of business activity are in prospect, and Chi- 
cago will continue to be the largest lumber market 
in the country. 

Address Z 63,” care American Lumberman, 





